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Vincent Calls For 
Vigorous Campaign 
Against Inflation 


National Board General Manager 
Asks Support of Everyone to 
Curb Steady Inflation 


TALKS TO SOCIETY MEMBERS 


Sees Insurance Costs Rising and 
Extensive Under-Protection 
Without a Sound Dollar 


Strong support by individuals for all 
measures and programs designed to curb 
inflation in this country was urged by 
General Manager Lewis A. Vincent of 
the National Board of Fire Underwriters 
when addressing Tuesday the first of a 
series of noon-time meetings for mem- 
bers of the Insurance Society of New 
York, held at 85 John St. His talk fol- 
lowed presentation of a new film, 
‘Trouble in Paradise” dealing with the 
effects of inflation on the general econ- 
omy prepared by the Institute of Life 
Insurance. Walter E. Beeson, vice presi- 
dent of the Great American, presided. 

Inflation is harmful to insurance, as 
well as to nearly all segments of eco- 
nomic life, Mr. Vincent stated. Unlike 
many other kinds of business insurance 
companies cannot reprice their merchan- 
dise to keep pace with rising costs as 
they occur. Therefore, he observed, the 
companies are using today’s dollars to 
pay for tomorrow’s losses or claims, 
however little or much they may be af- 
fected by inflation. Until inflation is 
stopped insurance will continue to face 
that problem, Mr. Vincent stressed. 








Fight on Under-Insurance 
“On three occasions since the end of 


World War Tl, the fire insurance busi- - 


ness has taken steps to meet the infla- 
tionary trend as it affects the insuring 
public,” Mr. Vincent said. “A loss ad- 
justment can be a very unhappy one for 
the policyholder having inadequate in- 
surance. Accordingly, campaigns were 
undertaken to remind the public of the 
need for a continuing review of insur- 
able values. 

“The last such campaign was in 1957- 
538. Inflation had increased building 
costs about 100% since the end of the 
war, Values of property, both real and 
personal, were greatly increased. Many 
owners had neglected to meet this by 
Increased insurance. 

“Efforts of the insurance business 
Were enthusiastically supported by 


(Continued on Page 32) 
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Trade UP 








They still call Woolworth’s the “5 & 
Dime,” but inside the store you can 
buy everything from furniture to com- 
plete wardrobes priced in dollars rather 
than cents. 





We in the insurance field can “trade 
up” too, by going after the better risks, 
large and small. Fact is, the less invit- 
ing lines usually end up with far more 
headaches in proportion to the effort 
you spend on them. 


“Trade up” — at the Jaffe office. 

















Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 
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55 John Street, New York 38, N. Y. BArclay 7-8900 
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Specializing in 
FIDELITY & SURETY BONDS 


and UNUSUAL COVERAGES 


SEABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


ATLANTA CHICAGO DALLAS 














SEC Rules Issued 
For Writing VA 
Type Of Policies 


Most of Exemptions From Invest- 
ment Act Asked by Two Wash- 
ington Companies Granted 


RULE AS TO COMMISSIONS 








To Revise Insurance Terminology 
in Policies; Some of Exemptions 


Asked Are Not Granted 


Washington—The Securities and Ex- 
change Commission has issued an order 
granting most of the exemptions from 
the 1940 Investment Company Act re- 
auested by two District of Columbia 
variable annuity companies — Variable 
Annuity Life and Equity Annuity Life. 

The SEC, however, denied several of 
the exemptions asked for by the two 
companies. 

Issuance of 





the Commission decision 
will pave the way for resumption of 
full-scale operations by the two variable 
annuity writers, who last year were 
subjected to dual regulation by the SEC 
and the Insurance Departments of states 
in which they are licensed, through a 
Supreme Court decision which held that 
variable annuities are “securities” and 
variable annuity companies are “invest- 
ment companies,” within the scope of 
the Securities Act of 1933 and the In- 
vestment Company Act of 1940. 


What Exemptions Cover 


The Commission’s decision exempts 
these companies from the prohibitions 
of the Invesment Company Act against 
the issuance of senior securities. Since 
these variable annuity contracts are 
senior securities in relation to the com- 
panies’ capital stocks, an exemption was 
necessary to permit their issuance. The 
decision points out that the variable 
annuity contracts are designed to place 
on the contract holders the investment 
risks ordinarily associated with the com- 
mon stock of an investment company. 
as distinguished from the usual type of 
fixed-obligation senior security. The 
exemption is based on this character- 
istic of the contracts as well as various 
protections for investors w hich are pres- 
ent in the insurance laws to which the 
companies are subject, undertakings by 
the companies as to maintenance of as- 
sets, and the fact that, under the Com- 
mission’s order, the companies will be 
obligated to reinsure all risks on life 
and disability insurance which they 
write. These same factors were also the 
basis for a further exemption relieving 
the companies from the necessity of 
registering their life and disability in- 
surance policies under the Securities Act 
of 1933. 


Stipulations As To Commissions 


Exemption was also granted to com- 
panies to permit them to collect the 
sales charges on their variable annuity 
contracts over an assumed pay-in period 
of 12 years in the Valic case and 
years in the Ealic case. The Act requires 


(Continued on Page 10) 
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—_ its historic introduction but a short time ago, Planned 


Living by State Mutual of America has won unique and vigorous 


field support as the better way approach to the marketing of all 


individual policy products of the Company. Planned Living is 


a precisely- plotted and professional sales approach — one which 


virtually compels a hearing in every instance. It is an approach 


which is helping our growing sales force move State Mutual 


products more quickly, with more confidence, with greater skill 


and with better results than was ever before possible. 
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STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
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\n increase of $6 billion 350 million in 
einsurance in force and an increase in 
vestment earnings were achieved by 
e Prudential during 1959, Carrol M. 
hanks, president, announced Tuesday. 
re increase brought the total amount 
insurance owned by the company’s 35,- 
W000 policyholders to a record $76 bil- 
bn 874 million. 

The rate of investment earnings, be- 
re Federal income taxes, climbed from 
m% in 1958 to 4.19% in 1959. Mr. 
hanks pointed out that the substantial 
crease in Federal taxes served to re- 
hee the 20-point increase to 15 points. 


Sales $9944 Million 


Over-all life insurance sales totaled 
) hillion 944 million, compared with $10 
ion 927 million in 1958. Despite lower 
les, the rise in the company’s insurance 
. force during 1959 was $949 million 
rater than the $5 billion 401 million 
crease posted the previous year. 

One of the main reasons for this 
eming contradiction Mr. Shanks said 
43 due to “careful attention on the 
it of the agency force to encourage 
licyholders to retain their insurance 
werages. 

‘Keeping policyholders sold on the 
ue of their policies is the most im- 
tant sale we can make,’ commented 
he Prudential president. 

Sickness, Accident and Group 

Sales of individual sickness and acci- 
ent policies reached a new high during 
D9. Yearly premiums on these new 
licies totaled $35 million 866 thousand, 
n increase of $4 million 933 thousand 
ver 1958. More than 1,600,000. people 
w have this type of Prudential cover- 
we, Mr. Shanks said. 

Group accident and health sales rose 
rom $22 million 350 thousand to $39 
illion 676 thousand of annual premium. 
\t year’s end, Prudential assets 
nounted to $15 billion 669 million, an 
pease of $937 million over 1958. 
Payments to policyholders and bene- 
ciaries totaled $1 billion, 350 million, 
hcluding $315 million in dividends. Of the 
ptal, living policyholders received $915 
illion, and payments to beneficiaries 
a $435 million. 

Major items in Prudential’s investment 
ortfolio at the end of 1959 were: 

% billion 611 million of mortgages, up 
be million from the previous year; 

$ billion 715 million of industrial, gov- 
tment, and other bonds, up $384 mil- 
on; 

$406 million of investment real estate, 
p $53 million ; 

$355 million of common stocks, up $79 
iillion. 

Analysis of Prudential’s $9 billion 944 
million of life insurance sales during 
te year showed that Ordinary insurance 
ceounted for $6 billion 529 million of the 
otal; monthly and weekly debit, $1 bil- 
on 600 million; Group, $1 billion 816 
hillion, 

Assets Percentages 


The percentage classification of The 


‘tudential’s assets at the end of 1959 
ollows : 





4 ‘. Government bonds and bills ...... 5.3 
anadian Government bonds .............- Be 
her bonds and stocks ............... 40.1 

ortgage loans on real estate .........+. 42.1 
tal Estate (including Home Offices) .... 3.6 
i 3.4 

sh in b 1. 

Inve gremiums secured by policy reserves... 2.7 
* ‘siment income due and accrued ...... 8 
ME 5S isaeindin'ets 4.0 gaa W6Simdad ceeds 9 


an reviewing the year’s investment ac- 
‘ities, Mr. Shanks said, in addition to 
,. Mortgage lending and its lending to 
Atger industries, the company is making 
800d progress” in its efforts to make 
Mancing available to the smaller and 
qierate-sized businesses in the United 
ates and Canada. Through its com- 










Prudential’s Big In Force Gain 


eflects Business Persistence; Company Had 4.19% Earned 
Interest Rate; Sales Were $9,944 Million; Assets 
$15,669 Million; Sickness, Accident Increase 





CARROL 


M. SHANKS 


mercial and industrial loan department, 
established three years ago for this ex- 
plicit purpose, over $300 million has been 
loaned to some 200 companies. The loans 
range upwards from $90 thousand, Mr. 
Shanks said. 


Stock Market More Balanced 


At a press conference for financial 
writers held on Tuesday of this week 
at the home office in Newark, Presi- 
dent Shanks answered questions relative 
to variable annuities, the future of the 
economy, status of Prudential’s new head 
office project in Boston, whether the 
company had anything to announce about 
new regional head offices, and company’s 
loans to smal] businesses. 

Mr. Shanks says he is optimistic about 
the country’s business. He did not look 
for any particular flurry in the market 
which would be damaging to the econ- 
omy. The market has become increas- 
ingly selective and much more balanced. 

In his opinion it soon will be difficult 


to describe a movement on the Stock 
Exchange as a bull or bear market. The 
economy will improve, in his opinion, 
but at a more moderate pace. “How- 
ever, if the public lends itself to giving 
it a boom aspect the story may be dif- 
ferent. But no matter what happens 
we will continue to use our best judg- 
ment not only in buying stocks but in 
selling them,” he said. 

Asked whether The Prudential con- 
templated entering the multi-housing 
field as builders he said the company 
preferred that others do so, but Pru- 
dential is making loans of large size on 
some of these structures. One reason 
for these substantial loans is the rising 
cost of construction. 

Regional Home Offices 

Mr. Shanks would not commit himself 
as to where next regional home office 
will be except he indicated there would 
be no new ones in near future. When- 
ever a rumor spreads in some part of 
the country saying a Pru regional home 
office will be built there, his own office 
is swamped by wires, letters and ’phone 
messages explaining what a wise move 
this would be. Messages come from 
Governors, other officials, Chambers of 
Commerce, leading citizens. The daily 
papers run editorials welcoming the com- 
pany. Commenting on Boston regional 
home office project—a 52-story build- 
ing—Mr. Shanks said the local taxation 
situation was being clarified. 

Mr. Shanks said he foresaw no situ- 
ations either at SEC or State Insurance 
Departments which would block the com- 
pany from writing VA. As soon as all 
official approvals are received Pru will 
begin writing the cover. No special or- 
ganization is necessary for handling the 
coverage, he said. It will fit into the 
Prudential’s pattern. 

Some additional facts about commercial 
and industry loan department of Pru- 
dential: This is an activity extending 
loan aid to smaller corporate America, 
a field which has been largely neglected. 
Prudential is actively soliciting the busi- 
ness through regional representatives 
who cal] on hanks, investment houses 
and small businesses. No small loan is 
made unless it runs for a 10-year period. 
The average is 12 to 15 years. Loans 
are on an unsecured basis generally for 
capital expenditures and to provide long 
term capital in the business. Exact num- 
ber of small loan cases in 1959 was 93. 
three quarters of which were for $1.000.000 
or under, average loan being $485,000. 

In explaining a decrease in amount of 
over-all life insurance sales last vear in 
comparison with 1958 record Mr. Shanks 
ascribed it to factors in the economy, 
such as the steel strike. 


LOMAYs Ist Debit Insurance Forum 


Some of the best-known men in the 
industrial insurance industry will speak 
at the Life Office Management’s first 
Debit Insurance Forum, March 28-30, at 
the Sheraton-Charles, New Orleans. The 
program for the two and one-half day 


meeting places a heavy emphasis on 
group discussion. 
The Monday morning (March 28) 


general session will begin with a wel- 
come message by Roy A, MacDonald, 
LOMA managing director. Association 
President Charles H. Bader, Interstate 
Life and Accident, will then talk on 
“Industry Trends in Debit Business.” 

Following Mr. Bader’s presentation, 
the forum will be addressed by Noel S. 
Baker, John Hancock, Laurence F. Lee, 
Ir., Peninsular Life. Mr. Baker’s topic 
is “The Large Company Looks at Debit 
Business,” and Mr. Lee will explain how 
“The Smaller Company Looks at Debit 
Business.” 

Following a group luncheon featuring 
a talk on the New Orleans area, two 
simultaneous discussion groups fill out 
the remainder of the first day’s program 
Each discussion topic will be presented 
on two occasions at different times so 
that everyone will have the opportunity 


to hear a given subject over again if 
he so desires. Session chairmen are 
Chris C. Hamlet, Home Security, and 
Sam P. Hatch, Life of Georgia. 

The subjects and speakers: 

Transfer Procedures—Clvde S. Gay, 
a and Casualty; W. A. Pearson, Gulf 
ife. 

Debit Policy File and Registers— 
Harry B. Schnabel, Prudential (South 
Central Home Office); Burt L. Monroe, 
Commonwealth. 

Recordkeeping for Family Plans—H. 
K. Bache, Jr., Atlantic Life; Thomas 
A. Parker, Liberty National. 

Ramac Operations in a Combination 
Company — Turner B. Baxter, Rio 
Grande National; Arthur W. Clark, 
Home Security. 

Home Office Debit—Mail Pay—Evans 
M. Clements, National Life and Acci- 
dent; William E. Wolfel, Sun Life In- 
surance. 

District Office Clerical Procedures— 
Tohn_S. Cook, Life of Georgia; Joseph 
W. Gawthrop, Pilot Life. 

Job Enlargement—William A. Knight, 
Life of Virginia; Tames H. McCary ITI, 
Southern Life and Health. 

(Continued on Page 6) 





Eubank Retiring at Pru; 
Special Ass’t of Shanks 


30 YEARS WITH PRUDENTIAL 








Succeeded by Fred Smith who Joined 
Prudential as a Vice President 
in 1955 





Carrol M. Shanks, president of Pru- 
dential, announces that Rear Admiral 
Gerald A. Eubank, USNR, will retire 
from the company as special 
sistant effective April 30 and that Fred 
Smith, vice president, will replace him 
in that position. 

Admiral Eubank, whose affiliation with 
The Prudential dates back more than 
30 years, has been Mr. Shanks’ special 
assistant since 1949. Until last May he 
was also co-manager with Hiram Hen- 
derson of Prudential’s Downtown Agency 
in New York City, an agency now man- 
aged by Mr. Henderson. Since May 


his as- 


Mr. Eubank has devoted his time to his 





GERALD A, EUBANK 


responsibilities as the president’s special 
assistant. 

In announcing the retirement Mr. 
Shanks pointed out that Admiral Eubank 
has had a significant part in Prudential’s 





FRED SMITH 


decentralization program which started 
in 1947. He was instrumental in setting 
up the first regional home office in Los 
Angeles and handled many of the ar- 
rangements for several other regional 
home offices. Also, he helped establish 
Prudential’s agency activities in his 


(Continued on Page 6) 
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Hancock Liberalizes 
Employe Medical Plan 


PAY 75% OF HOSPITAL CHARGES 





May Elect To Use One-Half of Group 
Life Coverage For Major Medical 
Or Surgical Costs 


Boston—Greater benefits, designed to 
help its retired members meet the in- 
creasing costs of serious illness, were 
announced by John Hancock Mutual 
Life. 

Retirees of the company may now use, 
if they so elect, up to one-half of the 
amount of their Group life insurance 
coverage, to help pay for the cost of 
long and serious illness involving them- 
selves or their dependents. The amount 
of Group life insurance payable to the 
retiree’s beneficiary at the time of his 
death would be reduced in the 
amount. 





same 


Surgical Benefits Increased 


Such “Major Medical” coverage would 
pay 75% of the hospital 
charges, surgeon’s fees, doctor’s fees and 
cther medical care charges for services 
and supplies (to the extent such charges 
were not reimbursed by the basic hos- 
pital and surgical coverage) after the 
retired employe has paid a “deductible” 
of $100. 

At the same time the company an- 
nounced an increase in surgical benefits 
for all] employes who retired before July 
1, 1954, with a new maximum benefit of 
275. It is the same schedule now in 
effect for all employes who retired after 
that date. Also, the lifetime maximum 
for all surgical operations performed dur- 
ing retirement has been increased by $275 
to a total of $550. These benefits will 
apply to all retired members of the com- 
pany at no increase in cost to them. 

An example of how the new John Han- 
cock Major Medical plan for retirees 
would work is this. If the amount of 
Group life insurance of a retired employe 
were $5,000, he could receive up to $2,500 
for Major Medical expenses. If the total 
of such benefits paid before his death 
amounted to $1,000, the Group life death 
benefit would be $4,000. If the total of 
such benefits paid were the maximum 
of $2,500, the death benefit would be 


necessary 





Four Appointed Managers 
By Mutual Of New York 


Mutual Of New York has appointed 
four men to new agency manager posts. 
They are Delmar D. Stevens, currently 
manager of MONY’s Oak Park, TIl., 
agency, and Evans M. Jacobson, Edward 
F. Brophy and J. F. Wagner, currently 
managerial trainees at the home office. 

Mr. Stevens will become manager of 
Grand Rapids agency, replacing Daniel 
P. Cahill, CLU. who has resigned. Mr. 
Stevens joined MONY as a field under- 
writer in 1947, was promoted to assistant 
manager in 1948, and has been manager 
in Oak Park since January, 1957. 

Mr. Jacobson will replace Mr. Stevens 
as manager in Oak Park. He has been 
in the insurance field with MONY and 
the Mutual Savings Life since 1948. 

Mr. Brophy will take over one of the 
New York City agencies, replacing John 
F. Erdman, who has resigned. Mr. 
Brophy joined MONY as a field under- 
writer in 1950 and was promoted to 
assistant manager in 1953. He has been 
a member of the home office staff since 
last November. 

Mr. Wagner has been promoted to 
manager of the Waterloo, Iowa, agency. 
He replaced Edward L. Schnee, who has 
been named manager of MONY’s new 
Bakersfield, Calif.. agency. Mr. Wagner 
has been with MONY since 1954. He 
was named assistant manager of the 
Billings agency in 1957, and has been a 
member of the home office staff since 
November, ‘1959. 





(Seated, left to right): Goldie Dietel, Manager, Advertising and Promotion 
Division; Vice President Charles R. Corcoran, who heads the department; Henry 
Lloyd, Manager, Press Relations Division; (standing, left to right) Richard E. 
Sieber, Director, Art and ‘Production Division; Walter Bussewitz, Assistant Man- 
ager, Community Relations and Special Events; Daniel J. Lyons, Assistant Man- 
ager, Information and Press Service; Bruce Roberts, Editor, Agency Items, and 
Forest J. Skogvold, Manager, Publications Division. Unable to attend photo session 


was Joseph Graham, Editor of Equinews. 


Expansion of Equitable Life Assurance 
Society’s Advertising, Publications and 
Press Relations Department into four 
divisions under the overall supervision 
of Vice President Charles R. Corcoran 
has been announced by James F. Oates, 
Ir., president. 

Named as Advertis- 


manager of the 


ing and Promotion Division is Goldie 
Dietel, formerly supervisor of Sales Pro- 
motion. Miss Dietel, a graduate of St. 
Lawrence University, has been with 
Equitable since 1953. She was formerly 
with LIAMA in Hartford. 

The Press Relations Division comes 
under the supervision of Henry Lloyd, 








Agents’ Career 
Opportunities 
in Europe... 


New England life insurance com. 
pany with over $400,000,000 in 
force and soundly established in 
Europe desires to expand its field 
force abroad. Outstanding fy. 
ture for American citizens. Com. 
plete line of non-par and some 
par policies; all necessary sales 
helps, training furnished. Liberal 
contract and commission sched. 
ule; vested renewals; excellent re. 
tirement plan; production bonus 
plans. Address qualificatons to; 




















ERNEST TSOUROS 


Overseas Secretary 





UNITED LIFE AND ACCIDENT 
INSURANCE CO. 


White Street, Concord, New Hampshire 
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SUN 





Progressive 





a progressive company 
in 
a progressive industry. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Active in the United States since 1895 


LIFE 












formerly director of publications. \f 
Lioyd has been a member of Equital 
for 32 years. Named as assistant ma 
ager, Information and ‘Press Service 
that division is Daniel J. Lyons, lofi to Bu 
active in the Society’s advertising aj eneral as 
press programs. Another new post, thifent of 
of assistant manager in charge of Cotvistion 
munity Relations and Special Eveneneral ay 
goes to Walter Bussewitz, former. has y 
financial writer with the ‘Associat@, pensic 
Press. Mr. Bussewitz came to Equitab nd been 
in 1959. ect mail, 
Appointed manager of Publicatiog 
Division is Forest Skogvold, a memb# The ¢C 
of Equitable for 23 years. He was fom{ytual L 
merly editor of Equinews, the monthifork ha 
magazine for company employes. Nam@pry of § 
to succeed him is Joseph Graham word, 1 
has had long experience with the S#j 


EI 


psts in L 
















programs as well as staff positions on th 
New York Times and Newsweek. 
Bruce Roberts and Richard E. Siebghen 
continue as editor, Agency Items, anguction 
director of the Art and Production Die of i 
vision, respectively. 





No. Amer. Toronto Option 
For Guaranteed Purcha 


North American Life of Toronto ¥ A spe 
issuing a Guaranteed Purchase Option iffhe insti 
the United States and Canada _ whicftently el 
may be added at ages 0-37 to any Penn M 
dinary life or higher premium plan he has 
$5,000 or more with premiums payall 
to at least age 25. The option guarantecfthe stee 
the right to purchase an additional polit Mr. F 
on one of the anniversaries of the polie ual’s G 
on which the assured is aged 25, 2! 
34, 37 or 40 nearest birthday and withou 
evidence of insurability. Upon electiog 
by the policyholder the additional policpence. 
may also contain a Guaranteed Purchas 
Option rider which provides a priviles 
similar to the option in the OrigiM™hy Kin, 





policy. Life in 
steady 
PRUDENTIAL NAMES SLYKER son 


Henry E. Slyker, training consultant" }yi. 1. 
the south-central home office of !* 
Prudential, has been named manager ! patient 
the company’s Sandusky district, acOOW ior Rel 
ing to an announcement by Charles AThere 
Campbell, vice president in charge Pations 
Prudential’s south-central operations. 1" jj 
replaces Leroy J. Metzler, who retired 
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HEARD On The WAY 













agency of Edwin R. Erickson in 
falo of John Hancock has for the 
¢ 10 years led the other general 
encies Of the company. Born in 
eden he came here when he was 2 
j had his first experience in sales 
3@f fing his own newspaper and mag- 
‘ ine route. He became a part-time 
H@s§ bat of Hancock when a student in 
mell. In 1926 he was made a super- 
ee for in Syracuse after which he held 





cretary 


EDWIN R. ERICKSON 










Service 


oat wsts in Decatur, Ill., and St. Paul, mov- 
‘ S, 10 


ng to Buffalo in 1930 where he became 
eneral agent in 1943. He has been pres- 
lent of Buffalo Life Underwriters As- 
> of Cotfciation and currently heads that city’s 
elifeneral agents and managers association. 
We has written and spoken extensively 
pension and employe benefit plans, 
nd been unusually successful with di- 
ect mail, 





i memh The Carr R. Purser Agency, Penn 
Was l0Mfutual Life, 355 Lexington Avenue, New 
> montlifork, had a production month in Jan- 
es. Nam ary of $5,296,000, breaking the agency’s 
"Becord. This production was an increase 
Pi 33% over Jan. 1959. The agency, the 
itys leader for Penn Mutual, was 
ons on tMtarted in 1946, practically from scratch. 
ek. This business was produced by 24 
E. Siebqmen with a total monthly average pro- 
tems, anguction in excess of $200,000 per man. 
iction J) ‘ve of its agents in January were among 
he company’s first ten producers. Their 
January production for the month fol- 
OWS : 

: Theodore L. Mander, CLU, $881,000; 
ption eintick C. Orth, $646,000; Robert W. 
archa bling, Jr, CLU, $578,000; Robert R. 

‘Powan, $464,000; Sadler Hayes, $384,000. 
oronto § A special sales drive had been made at 
Option #he instigation of Charles R. Tyson, re- 
da whicftently elected executive vice president of 
. any OPenn Mutual on whose board of trustees 
1 plan fhe has been-a member for 10 years. 
s payabl@Before joining Penn Mutual he was in 
uarantecfthe steel industry. 
nal polit Mr. Purser is president of Penn Mu- 
the policftual’s General Agents Association, chair- 
25, 28, Sifman of New York City cancer committee 
d withoufand is first vice chairman of NALU’s 
1 electiogveneral Agents and Managers Confer- 
nal policpence, 
Pos 

rh 
ape B. is good news to learn that Wheeler 
. King, general agent of New England 
Life in midtown New York, has shown 
steady improvement in recent months in 
LYKER f°°vering from the serious brain oper- 
sultant it tien pertormed some 16 months ago. 
» of The any friends will be interested to 
rcptow that he spent 31%4 months as a 
anage! “Bnatient at the {, : 
t, accor: the famous Kessler Institute 
, for Rehabilitation j . 
harles W Th ilitation in West Orange, N. J. 
-harge © adee he responded to speech and occu- 
“tions. Ht ional therapy treatment, regaining 


‘0 retired hailty to walk and to do things for 



































WHEELER H. KING 


“graduated” from the Institute and is 


Dissolve Transamerica Life 


Dissolution of Transamerica Life In- 
surance Co., wholly-owned subsidiary of 
Transamerica Corp., San Francisco, has 
been announced by Transamerica Presi- 
dent Horace W. Brower. Transamerica 
Life was incorporated May 18, 1959. 

me i ; 

Now that Transamerica has acquired 
a majority interest in the American 
Surety Co. of New York, it is no longer 
necessary or practical to operate the 
Transamerica Life,’ Mr. Brower said. 

Among the subsidiaries of American 
Surety is the American Life Insurance 
Co. of New York, which writes most 
forms of life insurance and is licensed 
in 46 states. 





OCCIDENTAL NAMES RAMSEY 


Joe Ramsey has been appointed as- 
sistant branch manager in the Fresno, 
Calif. branch office of Occidental Life 
of California. He joins Occidental after 
a one-year association with Equitable 
Life in Fresno. 





continuing his treatment there as an 
“outpatient” four days a week. His new 
address in Montclair, N. J. is 10 After- 
glow Ave., near the Verona border line. 


Uncle Francis 


Met. 1959 Protection 
For 42.3 Million People 


ASSETS PASS $1740 BILLION 








Company’s Life Insurance in Force 
December 31, 1959 Reached Total 
of $90.002 Billion 





Metropolitan Life, 92 years old last 
year, made three new records in 1959. 

Payments to policyholders and their 
families reached the sum of $1,599,423,- 
481. 

The amount of life insurance in force 
reached the total of $90,002,863,337. 

At end of the year, 42.3 million people 
were protected by some form of Metro- 
politan insurance. 

During the year, policyholder funds 
were invested at the rate of $6 million 
each working day, giving impetus to the 
economic growth of the United States 
and Canada. New long-term invest- 
ments totaling $1,545 million were made 
during 1959. 

Additional facts from annual state- 
ment issued this week will be published 
in next week’s issue of The Eastern 
Underwriter. 


































"If you can persuade two people a week 
to save $5.00 a week, 


you can earn $15,000 a year." 











—Chas. E. Becker 


An agent cannot long travel at a faster gait than the company he represents | 








DISTINGUISHED SERVICE SINCE 1884 








CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Three Billion Six Hundred Million Dollars of Insurance in Force 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 










EVERY DOLLAR 
COMES BACK! 


Young men can’t resist this “Capital 
Return” Plan...o/der men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
of dividend earnings 
throughout. 





And “assurance” 
is something we 
always give you. 
We specialize in 
having specialists 
whoare known for 
working through 
with a case... 
successfully. 


As close to you as your telephone 


Matt Jaffe Associates, Ltd. 


431 FIFTH AVENUE,N.Y. © MU 4-5779 ! 
General Agents i 

The Canada Life Assurance J 

Company, Toronto,Canada J 


Eubank Retiring 


(Continued from Page 3) 


after Prudential 
area for many 


available 


home state of Texas 
had been out of that 
years. He will continue to be 
for advisory assignments 
Fred Smith’s Career 


Mr. Smith joined Prudential in 1955 


as vice president after serving as a con- 
sultant for several years, The new Pru 
dential executive, born in Fort Wayne, 
Ind., studied at tansy of Michigan 
and William and Mary College. He has 


had wide experience Wi ih advertising and 
public relations firms in New York, and 
in governments il activities in Washing- 


ton, D.C. He assisted in establishing the 
Advertising Council during World War 
II, and was assistant to the Secretary 
of the Treasury in Washington during 
1943-44. Upon leaving government serv- 
ice, Mr. Smith became vice president in 


charge of advertising, promotion, public 
relations, research and public service of 
American Broadcasting Co. In 1946 he 
established Fred Smith & Co., Inc., New 
York public relations and advertising 
firm, which served numerous important 


clients, including The Prudential. Mr. 
Smith, a member of the Cloud, Bankers 
and ee, League clubs, resides 


in Short Hills, N. J 


Lee Cazort Jr. President 
Union Life of Little Rock 


Lee Cazort Jr., an attorney and general 


agent at Little Rock for Government 
Personnel Mutual Life of San Antonio, 
has been elected president of Union 


Life of Little Rock which was acquired 
last September from J. Wythe Walker 
and other members of the Walker family 
by the investment firm of Stephens, Inc. 
of which Jack T. Stephens is president. 
Mr. Stephens is chairman of Union Life. 

Mr. Cazort is a graduate of University 
of Arkansas Law School, a former Little 
Rock assistant city attorney and son of 
a one-time Arkansas lieutenant governor. 
He was also a deputy county prosecut- 
ing attorney and served as chief of the 
legal division of the Office of Price Ad- 
miuistration before entering the Navy 


in World War II. 





Connecticut General 
Assets At $2 Billion 


HAS $10 BILLION LIFE IN FORCE 





President Frazar B. Wilde Reports New 
Insurance Sales at $1,165,541,000; 
Large Benefit Payments 





Connecticut General Life recorded ex- 
cellent sales results during 1959, accord- 
ing to Frazar B. Wilde, president. Dur- 
ing the year the company passed the $10 
billion mark in life insurance in force 
and $2 billion in assets. Funds for policy- 
holders’ and beneficiaries’ security were 
increased by $10,204,000 compared to $9, - 
404,000 in 1958. 

Connecticut General reported total new 
life insurance sales at $1,165,541,000, a 
substantial increase over 1958. There 
were also increases in the number of in- 
dividual accident and health policies 
“This is an encouraging sign that people 
are voluntarily providing protection 
against the rising costs of hospital and 
medical care,” Mr. Wilde said. 

In 1959 Connecticut General paid out 
$207,476,000 in benefits to policyholders 


and beneficiaries, an increase of $18,- 
571,000 over 1958. Seventy-three per cent 
of all benefit payments were to living 


policyholders. 


Period of Growth 


Describing the 1950’s as a period of 
‘great growth,” Mr. Wilde cited the 
following f acts: On January 1, 1950, Con- 
necticut General had $3,181,501,000 of life 
insurance in force and assets of $759, - 
096,000. Ten years later these figures 
were $10,522,576,000 and $2,083,544,000. 
The 1959 payments to policyholders and 
beneficiaries were nearly four times the 
amount paid 10 years ago. 

Premium income during 1959 from all 
lines of individual and Group life, acci- 
dent and health insurance and pensions 
amounted to $347,778,000. 

In addition to sales progress, Mr. 
Wilde noted that during 1959 the com- 
pany embarked on a new program of 
financial aid to colleges and universities 
which attracted comment from business 
and education leaders. The plan is based 
on a unique formula which helps to re- 


piace endowment income, and also in- 
cludes a m:z atching gift program. 
In commenting on the federal tax 


situation, Mr. Wilde said, “This new tax 


R. L. McMillon to Address 


New Jersey Sales Congress 


R. L. MecMillon of 
secretary of National Association of 
Life Underwriters, will be the keynote 
speaker of the spring sales congress of 
the New Jersey State Association of 
Life Underwriters. Title of Mr. McMil- 
lon’s talk is “Penetrating Oil.” 

The New Jersey sales congress will be 
held on the afternoon of March 17 in 
the Pelican Room of Mutual Benefit 
Life in Newark. Tickets are $1.00 for 
members, $4.00 for non-members, and 
may be obtained at the office ot the 
New Jersey State Association of Life 
Underwriters or at local life insurance 
agency offices. 

A special feaiure cf this St. Patitek’s 
Day Meeting will le selections of {trish 
songs by the Prudeutial Chorus, a zroup 
of 20 men and women members of the 
Prudential home office staff under the 
direction of Durwood D. Rees, with 
Kevin Lynch as _ soloist. 


Abilene, Texas, 


Manufacturers Annuity Rates 


Manufacturers Life of Toronto 
nounces lower rates for single 
immediate annuities. The new rates rep- 
resent substantial reductions when the 
single premium paid is $10,000 or more. 
For example, at age 65 (male) the fol- 
lowing single premiums will provide an 
income at $100 a month: life annuity, 
$14,170 (a decrease of $220); life annuity 
—10 years certain—$15,390 (a decrease 


an- 
prenuum 


of $240;) instalment refund annuity— 
$16,380 (a decrease of $350) and cash 
refund annuity—$16,900 (a decrease of 


$370). 

These reduced rates reflect higher 
turns on investment now 
the company. 


re- 
available to 





law on life insurance companies, in addi- 
tion to being much higher, is exceedingly 
complicated. This gives rise to many 
problems of interpretation, so that we 
can expect a long period during which 
various provisions will be tested in the 
courts. A problem of broader concern 
bears on the discouraging effect of 
heavy taxation on thrift institutions with 
possible unfortunate consequences to 
savings which are essential to the growth 
of the economy.” 
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(On page 1 of every individual loss-of-time policy) 
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Expansion program provides openings for qualified General Agents in selected areas. 


Loyat Protective Lire INSURANCE COMPANY 
BOSTON 


15, MASSACHUSETTS 











WANTED—Life Executive + 
act as consultant to group form. 
ing large life insurance company, 
Write Box 2757, The Eastern Un. 
derwriter, 93 Nassau Street, New 
York 38, N. Y. 











LOMA Forum 


(Continued from Page 3) 


The second day’s program (Tuesiy 
March 29) opens with two panel ( 
cussions. The first is on “Mechaniz 
Procedures for Debit Policy Issues,” a 
includes presentations by John Trey 
Metropolitan; W. E. Tucker, Americ] 
National; L nna H. Campbell, Gulf Li 
and N. Wilson Norv ell, Life of Georg 
The second panel, ‘ ‘Debit Premium 4 
counting Procedures,” is comprised 
Robert B. Rhoads, Jr., Empire Life a 
Accident; J. A. Bindewald, Liberty Li 
Frank J. Beebe, Prudential; and 
Gerow Hodges, Liberty National. 

Tuesday afternoon is devoted to ¢; 
cussions of the morning topics and 1 
lated matters under the chairmanship 
Charles J. Skarke, Jr., American NX 
tional. The first, “Mechanized Pr 
cedures for Debit Policy Issue and Oth 
Debit Policy Issue Operations,” will | 
run by J. J. Diersing, Western aj 
Southern Life, and Oliver S. Mow 
London Life. Discussion on the seco 
topic, “Debit Premium Accounting P: 
cedures and Related Operations,” \ 
be moderated by J. W. Gawthrop, Pi! 
Life, and Jack H. Quaritius, Peninsu 
Life. 

The program for the final 4 
(Wednesday, March 30) will be open 
with two panel sessions, both moderat 
by John W. Knight, American Gener 
The first, “The Responsibility for Ser 
ice to Policyholders,” includes James } 
Young, Rio Grande National; Jam 
Davis, Prudential’s Southwestern Ha 
Office; and Haney J. O’Kon, Southla 
Life. The second panel, “Putting Polic 
holder Service Into Practice,” is ma 
up of James H. P. Sherritt, Rio Gran 
National; C. E. Moody, Home State Lii 
and Edgar J. Menard, Jr., Prudential 


New Orleans District Office. 
H. Clay Evans Johnson, preside 
Interstate Life and Accident, will dé 


liver the forum’s closing address at ab 
11:30 Wednesday morning. His to 
will be, “The Who, When and What 
the Combination Underwriter.” 
The LOMA Debit Forum Progra 
Committee is headed by Walter 5 
Jearden, National Life and Accide 
Other committee members _ inclu 
Messrs. Hamlet, Hatch and Skarke, pli 
Noel D. Barron and Ted Montague, }! 
Interstate Life and Accident; John 


Hoyt, Metropolitan; and Mz irden Milk 
South Coast Life. Everett H. Law 
3oston Mutual, is the Association 


liaison director. 





Colonial Life Increases 


Its Non-Medical Limi 


Effective immediately, the non- -medit 
limits for the purchase of new Ordinat 
life insurance have been increased ! 
the Colonial Life of America 

The new non-medical limits apply ' 


= 


the following ages and policy amoun' 
Policies Other Term and 
Than Term Re ducing Ter 
Ages Insurance Policies 
0-9 ' $10,000 wtde 
10-30 25,000 $12,500 
31-35 15,000 7,500 
36-40 5,000 3,000 
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Home Life Reports 
Record 1959 Gains 


IN FORCE EXCEEDS $2 BILLION 





President Worthington Reports Assets 
More Than $400 Million; Earned 
Interest Rate 4.08% 





A $19,399,000 gain in assets coupled 
with a new high of life insurance in 
force is shown in the 1959 annual report 
of Home Life, New York, by President 
William P. Worthington. 

Home Life’s assets rose to an all-time 
high of $401,765,000, a 5% gain over 1958. 
During the past decade the 100-year-old 
company’s total life insurance in force 
has increased from $835,819,000 in 1949 
to last year’s record-breaking figure of 
$2,113, 581,000. 

Describing the company’s 1959 results, 
Mr. Worthington pointed out that busi- 


ness in force, investment earnings and 
benefit payments were all at record 
highs. 


Total insurance in force is composed 
of $1,704,269,000 under individual life 
insurance policies and $409,312,000 under 
Group life policies. Last year individual 
life insurance in force increased 6% and 
Group life 5%. 

New individual and Group life in 1959 
totaled $246,913,000. New individual life 
insurance accounted for $204,582,000 of 
the total, about 3% less than the com- 
pany’s all-time high in 1958. New Group 
life insurance amounted to $42,331,000, 
topping the previous year by 4% 

The net interest rate earned i in 1959, be- 
fore deducting Federal income tax, was 
408%, compared to 3.93% in 1958. A 
decade ago, in 1949, the earned interest 
rate was only 3.21%. 

Surplus and contingency reserves, in- 
cluding a security valuation reserve, at 
the end of 1959 amounted to $27,999,000. 
This figure compares with 1958’s total 
of $25,353,000 and represents a safety 
margin of 7% of assets. 

Reflecting the steady growth of life 
insurance in force, a total of $34,055,000 
was paid or credited to Home Life pol- 
icyowners and beneficiaries in 1959, an 
increase of $2,726,000 over the previous 
year. Almost two-thirds of these funds, 
or $22,468,000, were in the form of bene- 


fits to the living, including dividends, 
matured endowments, annuities, dis- 


ability income, and waiver of premium 
benefits, cash ‘values, and Group health 
insurance benefits. The remaining 34%, 
or $11,587,000, consisted of death bene- 
fits to beneficiaries of policyowners. 

The company’s average size individual 
policy in force was $8,718, compared with 
$8,452 for the previous year. According 
to the latest available industry figures, 
Home Life has led in av erage size policy 
in force for 16 consecutive years. The 
ee policy purchased in 1959 was 

The report points out that 38% of new 
life insurance purchases from the com- 
pany last year were by people who were 
already Home Life policyowners. ‘ “This,” 
the statement continues, “is impressive 
evidence that the broad range of policies 
and service provided continues to meet 
our clients’ family and business protec- 
tion needs.” 

In addition to presenting Home Life’s 
financial position, the 1959 annual report 
to policyowners devotes several pages to 
4a comparison of life insurance in 1860 
and today. The company will celebrate 
its 100th anniversary in May of this year. 

ummarizing Home Life results for the 
year, Mr. Worthington stated, “Both the 
year and the decade which ended De- 
tember 31, 1959, saw a strong financial 
Position improv ed and an impressive ex- 
pansion of services to policyowners.” 





National, Canada, In LIAA 


The National Life Assurance Co. of 
Nada, located in Toronto, was elected 
‘Omembership in the Life Insurance As- 
sociation of America. President of Na- 
tional Life Assurance Co. is Harold R. 
awson. The company’s assets at the 
tnd of 1958 were $49,170,725 and its in- 
‘urance in force at that time $328,786,867. 


Awards to Berkshire Life Leaders 


Top agency and individual awards were 
presented to 1959 company leaders dur- 
ing the annual General Agents’ confer- 
ence at Berkshire Life’s new home office 
in Pittsfield, Mass. General Agents 
Joseph L. Speyer, CLU, Boston, and 
James E. Bettis, CLU, Indianapolis, were 
named winners of the 1959 Outstanding 
Agency Awards for best overall perform- 
ance in sales, 
building. 

Top Berkshire individual awards went 
to Richard V. Arnold, New York City, 
leader in life volume; Herman J. Eaton, 
CLU, Kingston, N. Y., leader in total 
paid premiums; James E. Snapp, West 
Palm Beach, leader total cases, and J. I 
McCombs, Washington, 
volume. 

Winners among new full time Berk- 
shire agents (less than three 
the business) were Daniel R. 
Buffalo, “Rookie of the Year” 
all-around performance 


conservation and agency 


insured pension 


years in 
Kumiega, 
best 
also leader 


for 
and 


in life volume for 1959; Thomas N. 
Belton, Indianapolis, leader in paid pre- 
miums; and A. Byron Crocker, James- 
N. Y., leader in total cases. 

Results of the company’s year-end 
“Berkshire Boosters” campaign were also 
announced at the conference. The S. S. 
Wolfson Trophy for best performance by 
an agency went to General Agent James 
B. O’Brien, Jr., Albany. 

Twenty Berkshire agencies went over 
the top of their individual quotas during 
the six-week sales drive, resulting.in the 
company reaching 109.1% of campaign 
quota for a total of $354,579 in pair pre- 
miums, 

Keynote of the 1960 Berkshire Gen- 
eral Agents’ conference was expressed by 
Agency Vice President George D. Covell, 
CLU. He pointed out that in ’59 the 
company had built a firm foundation for 
the “Golden Sixties.” 

The new home office was completed 
in September. A new and competitive 
line of accident and sickness policies was 
introduced, as well as a family plan rider, 
guaranteed insurability option and other 
new products. 


town, 








* 
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contract 





Joseph E. Boettner, C.L.U., President 








* » * hard-won unity of 


Old Glory has grown to a 


world stature heretofore unknown. 


Likewise born from the many different financial needs 
of our population is the 


PLICO SERIES 
A symbol of low-cost protection, THE PLICO SERIES is a ser- 
ies of preferred rate, $10,000 minimum issue policy contracts. 


* the PLICO SELECT 
guaranteed rate, ordinary life 

* the PLICO PREFERRED 
participating ordinary life 


* the PLICO PROTECTOR 
a 5 year renewable and convertible term 


* the PLICO 65 
guaranteed rate, life paid up at 65 


AND, as new stars were added to our national banner 
to symbolize the addition of new states, 
Philadelphia Life has added a new star to complete its 


PLICO SERIES 


* the PLICO 20 
a guaranteed rate, 20-payment life contract 


Other standard and special life insurance 
contracts available for every conceivable need. 


Philadelphia Ni ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


% 
x 


* 


* 
orn from a need to 


symbolize the 


a new nation, 


James H. Burdick, Agency Vice-President 


























$21,000 Average Policy 
In 1959 for Rosen-Vogel 


The fast-growing Rosen-Vogel agency 
at 95 Madison Avenue, New York City, 
of Continental American Life gave a 
dinner last month to its staff, agents and 
wives, in Luchow’s’ Restaurant. <A 
spirited affair there were no speeches. 
Introduced to take a bow for special 
achievements were two leaders—Alvin 
Golden and Leon Weinstein. 

A novel feature of the affair was that 
it was held in the Lillian Russell rooms 
of the restaurant on the second floor, 
the only insurance agency which over a 
long period has given such a function 


there. The rooms were named after 
Lillian Russell, for three decades an 
operetta queen and the nation’s out- 


standing professional beauty. She made 
her debut when 16 at Tony Pastor’s 
Theatre almost directly across the street 
from Luchow’s. The restaurant after 
her death turned part of its second floor 
into a museum where are exhibited her 
gowns and programs. 

The Rosen-Vogel agency with its 1959 
paid production of $14,500,000 led the 
company for the second straight year. 
From the home office came Patrick H. 
Yeoman, superintendent of agencies, and 
Donald H. Warren, assistant secretary. 
Mr. Yeoman presented a special recogni- 
tion award to the general agents. The 
agency, now in its fourth year, has a 
full-time organization of 27. Average 
new sale is $21,000 

Mr. Rosen, who studied law at night in 
Brooklyn Law School, and Mr. Vogel 
who has a master’s degree in psychology 
from New School of Social Research, 
met while with another company. 





American General Acquires 
Knights Life, Pittsburgh 


Houston—At the 35th annual meet- 
ing of the stockholders of American 
General Insurance Co., the five-for-three 
stock split recommended by the execu- 
tive committee and the company’s di- 
rectors was unanimously ratified. This 
was coupled with the announcement by 
Gus S. Wortham, president of American 
General, that the directors of Knights 
Life Insurance Co, of Pittsburgh, has 
approved the proposal by American Gen- 
eral whereby the Houston company 
would acquire the outstanding 55.1% of 
the Eastern company’s stock. The con- 
tract offered in January by American 
General has been ratified, and will be 
presented for the approval of the 
Knights Life stockholders at a special 
March 15 meeting. It is based on an 
exchange of shares between the two 
firms. 

Successful completion of the_trans- 
action would give the American General 
Group a total of $1,560,000,000 of life in- 
surance in force, relating to the status of 
the insurance accounts of the group’s 
four life companies as of December 31, 
1959, Mr. Wortham said. Assets would 
exceed $242,000,000. 

In reviewing the year just past for the 
stockholders, Mr. Wortham pointed out 
that 1959 was a most successful year for 
the American General Group in all phases 
of its operations. 





Educators Mutual Awards 
H. O. Construction Contract 


The general contract for construction 
of the new home office of Educators Mu- 
tual Life, Lancaster, Pa. has been 
awarded, according to J. Laurence 
Strickler, president. Ground breaking is 
planned for the near future, with oc- 
cupancy expected by the spring of 1961. 

The 25,000 square foot brick building 
will be erected on a 20-acre plot in the 
eastern suburbs of Lancaster, along the 
Lincoln Highway. It will be air-con- 
ditioned throughout, and have an ad- 
jacent parking lot. 

This is the eighth expansion move 
since 1947 for Educators, which is ob- 
serving its 50th anniversary this year. 
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Zimmerman on Facing Up to Potential 


Talking from the theme “The Known 
and the Unknown,” Connecticut Mutual 
President Charles J. Zimmerman, CLU 
told the company’s general agents that 
human desire is the catalyst that trans- 
forms known potential into heretofore 
unknown accomplishments. 

“We know that the company is at a 
peak of strength from the standpoint of 
financial, human and spiritual resources,’ 
he declared. Financially, we have just 
put a good year on top of a great year. 
Our investment picture continues to be 
excellent. Our reserve strength has never 
been better. As for human and spiritual 
resources. I believe we have one of the 
finest sales organizations in the world, 
backed by an equally fine home office 
staff. 

“The only unknown is your desire, 
and I know enough of what you are 
determined to do for your company, for 
your agency associates, and most im- 
portantly for yourselves, to be confident 
that you will turn 1960 into another great 
year in Connecticut Mutual history.” 

After outlining some of the company’s 
future plans, Mr. Zimmerman com- 
mented on several developments in re- 
cent years, including minimum deposit 
plans. 

“Minimum deposit insurance is not per- 
manent insurance,” he declared. “It is 
permanent insurance stripped of the 
flesh and blood of its cash and loan 
values, leaving only the bare skeleton 
of ever-decreasing protection at ever- 
increasing cost. 

“I am not criticizing the sophisticated 
seller who sells minimum deposit insur- 
ince to a sophisticated buyer in face of 
a full disclosure of the facts,” he con- 
tinued. “I do maintain, however, that the 


buyer should not be left under the de- 
lusion that he is buying permanent life 
insurance. 

“In our opinion, permanent life insur- 
ance, cash value life insurance, is the 
right buy for the average man. It is 
right because men do need to save, be- 
cause they do have emergencies, because 
they do forget, or are unable, to pay 
premiums when due. 

“The difficulty we have to face is a 
difficulty of human nature—people just 
simply refuse to face up to their prob- 
lems until they become acute. This is 
the challenge that is presented to us as 
life insurance men—to persuade men to 
face up to their responsibilities to pro- 
vide for future needs which they know 
they will have. 

“It has been said that human life by 
its very nature has to be dedicated to 
something—‘to an enterprise, glorious or 
humble; to a destiny, illustrious or tri- 
vial.” There has to be some purpose in 
life,” Mr. Zimmerman said. 

“We in life insurance, to a greater ex- 
tent than any other group except, per- 
haps, those in the ministry, medicine or 
education, have the opportunity to build 
and to dedicate ourselves to a worth- 
while purpose. We have it in our power 
to replace fear with safety, despair with 
hope, insecurity with security. The op- 
portunity is there, the need is there. The 
only unknown is desire, our desire to 
build for those whom we serve and 
for ourselves. 

“If you dedicate yourselves to the job 
at hand, if you do your best as you see 
it, day by day, then you will never be 
among those tragic men who, looking 
back, must say: “This year went by, and 
I was not worthy of it.” 


Ray Simpkin Sees Good Market in ’60s 


Citing forecasts of lower unemploy- 
ment and higher job satisfaction for the 
years ahead, Agency Vice President Ray- 
mond W. Simpkin declared that life 
insurance will have a “very favorable” 
market in 1960, but that increased em- 
phasis on recruiting and retaining top- 
quality manpower is necessary if full 
advantage is to be taken of the oppor- 
tunities for growth and expansion. 

“It is up to us to prove that the op- 
portunities and rewards of a career in 
life insurance can be matched by few, if 
any, other fields,” he declared. 

Mr. Simpkin outlined figures developed 
by LIAMA to disprove the theory that 
the trend toward lower premiums is hav- 
ing serious adverse effects on agent’s 
pocketbooks. 

For the Connecticut 
ticular, he said recent studies showed 
that a “slight increase” in the percent- 
age of Term sales has coincided with a 
drop in sales of endowment and retire- 
ment plans. These shifts have been off- 
set by greatly increased volume of 
Ordinary Life and Life Paid at 65, he 
said. 

In specific terms, he revealed that in 
the last ten years, although average pre- 
mium per thousand dropped 24%, the 
average policy size rose 110% reins the 
average premium per policy was up 60%. 

“These figures for our company are re- 
flected in the fact that our agents’ earn- 
ings have been, and still are, increasing 
steadily,” he said. 

. Following Mr. Simpkin’s talk, a four- 
man panel took up specific areas of con- 
cern to general agents. 

William L. Camp, CLU, director of 

sales promotion, said results of the Con- 
necticut Mutual’s national advertising 
were “extremely encouraging.” Success 
of the campaign, he said. was revealed 
not only in high readership and favor- 
able public reaction, but also in enthu- 
siastic and successful use of merchandis- 


Mutual in par- 


“ 


ing materials by agents in the 
advertisements into sales. 

James L. Russell, CLU, superintendent 
of agencies, spoke on Regul: ition 39 of 
the New York Insurance Department and 
then demonstrated the Connecticut Mu- 
tual’s continuing favorable competitive 
position despite the fact that it offers no 
special high cash value policies. 

Clifford R. Walker, CLU, comptroller, 
called on the general agents to keep a 
close watch over agency finances be- 
cause “there is little likelihood that the 
upward trend of expenses will change in 
the foreseeable future.” 

E. G. Walls, Jr... CLU, superintendent 
of agencies, predicted even tighter com- 
petition in the brokerage field. How- 
ever, he said, “With the Connecticut 
Mutual’s outstanding product, this can 
be turned to our advantage by increased 
activity and aggressive selling in and 
through brokerage sources.” 


turning 





Deferred Compensation Plan 


Assistant Agency Vice President E. A. 
Starr, assisted by Paul A. Hoefer, coun- 
sel, advanced sales division, and Norris 
Maffett, CLU, general agent at Philadel- 
phia, gave a comprehensive picture of the 
opportunities for life insurance sales of- 
fered in the field of deferred compensa- 
tion. 

Pointing out that thigh taxes have 
motivated most deferred compensation 
plans. Mr. Starr said “Such plans do not 
constitute tax evasion. Rather they ac- 
complish tax advantage, which is not 
only a legitimate aim, but also a bene- 
ficial aim under our tax laws. They are 
simply a means of increasing an em- 
ploye’s pay in the future, rather than in 
the present. 

“We are, of course, interested in de- 
ferred compensation plans because of 
the opportunity they present for the 
sale of life insurance,” Starr con- 





President Charles J. Zimmerman (3rd from left) of Connecticut Mutual Life, is 
flanked by the five general agents who were this year’s winners of the President's 


Organization Trophy. 


Holding the banjo clocks are Frank R. Anderson, 


general 


agent at Miami (left), and Wayne B. Glasgow, general agent at Nashville (right), 


this year’s first time winners. 


The other three winners, all of whom received plaques 


in lieu of the clocks won by their agencies in previous years, are (from left) General 


Agents DeWitt Jones, Jr., of Denver 
A. Rosenfelt of Toledo. 
Conference held in Hollywood, 


Fla. 


; Halsey D. Josephson of New York; and Floyd 
The presentation took place at the annual General Agents’ 





Panel on Challenge of Sixties 


The challenge of the Sixties was ex- 
amined by a three-man panel in terms 
of “What Shall Be Done? Why? How? 
Who?” with discussion led by Horace 
R. Smith, CLU, assistant agency vice 
president. 

Citing a study made of the ten leading 
first-year agents of Connecticut Mutual 
in 1957, 1958 and 1959, Mr. Smith re- 
vealed that last year these thirty men 
sold a total of $22,397,000 on 1,840 lives, 
or an average of $746,000 on 61 lives. 

A composite of the thirty men, Mr. 
Smith said, is this picture of “Mr. Suc- 
cessful First-Year Agent :” 

34 years of age, married, 
dren. 


two chil- 


Above average in physical stature. 
Minimum five years residence in city. 
Two or more years of college. 

Four months of 


pre-contract negotia- 





Scheidler on Money Outlook 


Under the title “Money at Work,” As- 
sistant Vice President George A. 
Scheidler gave a comprehensive picture 
of Connecticut Mutual investment opera- 
tions, particularly as affected by the 
current tight money situation and higher 
feder ral income tax, 

“Our booming economy, the lag in sav- 
ings relative to the need for capital, the 
requirements for refinancing the federal 
debt, and the efforts of the Federal Re- 
serve Board to keep the lid on inflation- 
ary pressures—these factors are all con- 
tributing to tight money,” he said. 

“The only real answer to the current 
money shortage is to increase supply 
through a stepped-up rate of savings, 
and in this respect the work of life in- 
surance men takes on added and vital 
importance,” he declared. 

Mr. Scheidler predicted that “high in- 
terest rates will be with us for some 
time,” since there is every indication that 
the currently strong demand for capital 
funds will continue during the Sixties, 
and little likelihood that the money sup- 
ply will be able to catch up. 





tinued. “A company that undertakes the 
liability of such a contract should fund 
its obligation to make certain it can 
meet it when due without straining its 
resources.” 

Citing a case to show how life insur- 
ance can be used to fund a deferred 
compensation obligation, Mr. Starr con- 
cluded that “A deferred compensation 
plan funded with life insurance results 
in modern magic, Everyone gains; no 
one loses. And such a plan can be made 
attractive to all types of companies, large 
and small.” 


tions. 

At least 30 days of pre-contract train- 
ing. 

“What is there about these thirty 
men that represents an impossible ob- 
jective for each of us each year?” Mr. 
Smith asked the general agents. Then 
he declared, “I cannot believe there is 
any lack of confidence that there are 
plenty of men just as good that can be 
brought to light through diligent search 
in your Cities. 

“Nor can I believe there is any lack 
of confidence on your part that, having 
found such challenging candidates, you 
can recruit them, get them off to a fast 
start, and bring their success levels to 
early fruition in the first year.” 

Robert B. Proctor, CLU, superintend- 
ent of agencies, called successful and 
sustained recruiting of men like these 
as “the difference between pain and 
profit” for the general agents as com- 
petition for manpower and money inten- 
sifies in the future. 

Although complimenting the Connec- 
ticut Mutual’s general agents for their 
past recruiting success, Mr. Proctor 
cautioned against a letup: “Taking a 
breather to consolidate our gains would 
in reality be the first step toward com- 
pounding our losses. 

“Recruiting can be simply a matter of 
hiring more men, but recruiting profits 
will depend on our putting on more men 
who will succeed,” he pointed out, adding 
that “the best way to avoid the painful 
losses of financing men who fail is not 
to hire them in the first place.” 

William H. Whorf, superintendent of 
agencies, took his cue at this point to 
launch a discussion of selection in the 
recruiting process. 

Citing studies made by the Connecti- 
cut Mutual, he described five definite 
“success factors” to look for in deter- 
mining any man’s potential for a life 
insurance selling career. 

“Among recruits who ranked favorably 
on all five counts, the three-year success 
ratio has been 50%,” he said, pointing 
out that the rate of failure among fe 
cruits where even one factor was nega 
tive has been “startlingly higher. 

“Don’t rationalize potential weak- 
nesses,” he declared. “Unless a man 
measures up to all minimum standards; 
the odds against his success are t0 
high to risk the time and money it- 
volved in hiring him.” 

Mr. Smith concluded the discussion 
by challenging the general agents “to 
recognize, and then close the gap be 
tween the mask of what we would like 
others to think is true of our agencies 
and what we know in our hearts our 
agencies really are. Let’s make our ag‘ 
cies actually be what we want peoplt 
to believe they are.” 


Marcel 
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Made Agency Secretary 


J. M. CHARTRAND 


Oakland — California Life has 
moted J. M. Chartrand to the 
created office of agency secretary. 
Mr. Chartrand has been agency super- 
visor since he joined the company in 
1955. He entered life insurance in New 
York in 1946 with United States Life as 
special project supervisor. He remained 
with the company successively as super- 
visor of life premium accounting and as 
manager of Group administration until 
he joined California Life. 


pro- 
newly 


JOHN NEWTON RUSSELL AWARD 





Recommendations for 1960 Award Now 
Being Solicited from Life Insurance 
Business-At-Large 
Recommendations for the 1960 John 
Newton Russell Award are now being 
solicited from the life insurance business 
at-large. A recommendation blank ap- 
pears in the March, 1960 issue of “Life 
Association News,” official monthly pub- 
lication of National Association of Life 
Underwriters, which administers the 

award, 

The John Newton Russell Award was 
established by John Henry Russell of 
Los Angeles as a tribute to his father, 
who was a past president of NALU and 
an outstanding life insurance leader. The 
first awards were made in 1947. 

Any person connected with the in- 
stitution of life insurance may submit 
a suggested name on the official recom- 
mendation blank or a facsimile thereof. 
The awards committee suggests that 
sustained and meritorious service by a 
living person as viewed in retrospect— 
as well as specific action during a single 
year—be the criterion for recommenda- 
tion, 

_ The awards committee of distinguished 
judges representing various life insur- 
ance Organizations and past award win- 
ners will evaluate thousands of recom- 
mendations to select that person who has 
tendered service “above and beyond the 
call of duty.” The name of the Russell 
Memorial Award winner is made public 
tach year during the NALU annual con- 
vention. 

_ The Russell Memorial Award is made 
m three forms: The recipient’s name is 
figraved on a permanent plaque that 
8 displayed in the headquarters of the 
National Association; a minature of the 
plaque, suitably engraved, is presented 
‘o the recipient—together with a “tribute” 
describing his outstanding services to life 
Msurance; an inscribed watch is pre- 
sented to the award winner. 

Chairman of the 1960 Russell Memorial 
Award committee is A. Tack Nussbaum, 
Milwaukee, third immediate past presi- 
dent of NALU. Last year’s Russell 
Award winner was Claris Adams, Wasli- 
ington, D. C., executive vice president 


and general counsel, American Life Con- 
Vention, 


Washington National Gains 
In Force, Income, Assets 


New life insurance issued by Washing- 
ton National Insurance Co. during 1959 
totaled $349,799,695 according to a recent 
announcement by Chairman Raymond 


J. Wetterlund. Life insurance in force 
climbed to $1,773,304,734. 
The company closed the year with 


assets of $285,149,180 representing an in- 
crease of $17,182,489 over 1958. Reserves 
and other liabilities amounted to $220,- 
631,666 and excess security to policy- 


owners is $64,517,514. For each $100 of 


liabilities, the company now has $129 
of assets. 

Total premium income for the year 
amounted to $82,918,973. Of this, $5,- 
641,970 represents accident and sickness 
premiums and $37,277,003, life insurance 
premiums. 

These results were accompanied by 
continued expansion and increased yields 
from the company’s invested assets. Sur- 
plus increased by $3,933,274. On Decem- 
ber 4, the new $4,000,000 addition to the 
home office in Evanston, Ill., was dedi 
cated. 

Agency field operations — Industrial, 
Group, and Ordinary—continued to in- 
crease in scope throughout the year 
showing great gains over the previous 
year. 





OW 


can an Agent 


W. Johnson Group Manager 
For Security Mutual Life 


William C. Johnson has been appointed 
district Group manager in the Group 
sales division of Security Mutual Life 
effective March 1. Mr. Johnson most 
recently has been connected with the 
Group claims division of the Group de 
partment, and has served with the Se- 
curity Mutual Life in various capacities 
for the past 12 years. 

Mr. Johnson will be based at the Bing- 
hamton sales office. In this new capacity 
he will be engaged in sales activities in 
the New York State-New England area. 


make life insurance ownership 
a status symbol? 


Life insurance is popular. Witness the number of people who own it. But it’s 


rarely the life of the party. Let a man get into conversation, and the talk concerns 
what “my broker says about the market” or “how many shares I have after the 


stock-split”. Let a man buy a new car and he’s off to demonstrate its horsepower. 
Or enter his new house, and he’s quick to show off its modern conveniences. 
People strive for “status symbols”. 


Never much talk . 


.. never much show .. 


much life insurance he left his family. 


How...during his own lifetime...can a man be recognized for adequately 
protecting his family through life insurance? Is there not satisfaction and pride 


to be shared beyond one’s immediate family? Can life insurance purchases be 


related to “status symbols”? 


General American Life has provided one interesting answer with its “Certificate 
of Commendation”, believed to be the first policvholder award of its kind. It is 
a personalized framed certificate testifying to the policyholder’s effective use of 
life insurance values in his financial security program. This symbol of a man’s 


its case” when hung in a man’s home or office. 


economic stability won't rev up like a powerful sports car, but it quietly “states 


Company agents apply for the Certificate on behalf of their clients, giving infor- 
mation on financial responsibilities and needs and on solutions for those needs. 
Decision is made by a home office committee on the basis of current circumstances. 


The Certificate of Commendation is one of the stimulating ideas and selling tools 


available to General American Life representatives. 





HOME OFFICE: 1501 LOCUST STREET, ST. LOUIS, MISSOURI 


eye 


ee 


. about the establishment of a fine life 
insurance program. Strange, because when a man dies, the talk is all about how 
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Manager of Mortgages 
For Home Life, N. Y. 


DONALD R. MORGANSON 


Home Life, New York, 


has announced 


the advancement of Donald R. Morgan- 
son to manager of mortgages and real 
estate. Two other members of the de- 
partment, Edmund J. Jacobs and David 
S. McAdam, also have been advanced 
to mortgage supervisor and mortgage 


field supervisor, respectively. 

Mr. Morganson became 
with Home Life in 1941 and thereafter 
handled legal matters in the mort- 
gage and real estate areas. He was ap- 
pointed mortgage attorney in 1946, and 
in 1950 he was transferred to the com- 
pany’s law department and made an 
officer with the title of assistant counsel. 
In 1958 he was also appointed assistant 
secretary. He attended New York Uni- 
versity and graduated from New York 
University Law School, Mr. Morganson 
is a member of the New York Bar. 

Mr. Jacobs joined the company in the 
mortgages and real estate department in 
1947 and was appointed mortgage field 
supervisor in 1953. He attended Ford- 
ham University and is a member of 
American Institute of Real Estate Ap- 


associated 


— 


praisers. 

Mr. McAdam joined Home Life in 
1953 and, after two years of military 
service, returned to the mortgages and 


real estate department. He was named 
mortgage field assistant in October, 1959. 
A graduate of Lel uigh University, he is 
engaged in postgraduz ite studies at New 
York University. 





United Ins. Co. Gains 


J. R. Hogan, president, United Insur- 
ance Co. of America, Chicago, announced 
at its annual stockholders’ meeting that 
life insurance sales during 1959 were the 
greatest in the history of the company 
with total life insurance in force now at 
an all time high of $708,834.983. which 
represents an increase of $50,677,589. 

The company’s total income for 1959 
was $81,566,623. Investment income 
showed $4,936,712, which was an increase 
of 18.06 over the preceding year, and 
increased United’s rate of return on in- 
vestments to 4.10 as compared with 388 
in 1958. 

Cash dividends paid to stockholders in 
1959 totaled $1,462,500. which represented 
an increase of 46.2 over 1958. A 50% 
—_ dividend was also distributed in 
1959 

Total assets of the company were in- 
creased bv $11,999.968 and now total 
$113,466,116. 


McDUFFIE PROMOTED 
Berry A. McDuffie, Jr., training con- 
sultant in the south-central home office 
of The Prudential, has been promoted to 
sagnant of the Birmingham district of- 
ce. 








W. Richard Foster Named 


Colonial Agency Assistant 

Appointment of W. Richard Foster as 
home office agency assistant for Colonial 
Life of America was announced by W. 
Thomas Fiquet, vice president, Ordinary 
agencies. Mr. Foster will work under 
the direction of Lorne S. Brown, super- 
intendent of Ordinary agencies. 

Mr. Foster is a graduate of Rutgers 
University where he received his Bach- 
elor of Business Administration degree 
and attended Seton Hall University Law 
School. While at Rutgers, he was a 
member of the varsity tennis and soccer 
teams. He served in the Army at Fort 
Jackson, S. C. 

Mr. Foster began ihis life insurance 
career with the Colonial as an agent in 
the East Orange branch office in 1958. 
Always a consistent personal producer, 
he was one of the leaders of his agency. 
Later, he joined Connecticut General in 
Newark 


Occidental of N. C. Reports 


Record °59 Business Gains 


Record production in first year pre- 
miums, paid volume, and insurance in 
force marked the 1959 operations of 
Occidental Life of North Carolina. Presi- 
dent W. H. Trentman reported insur- 
ance in force increased by 13% over the 
previous year, the largest gain in Oc- 
cidental history. Operational gains ex- 
ceeded those of 1958 and assets reached 
an all-time high. Stockholders approved 
a stock dividend of approximately 25% 
payable to stockholders of record as of 
February 26. 

James K. Dorsett, Jr., 
Raleigh, N. C., was elected a director 
of the company. Company promotions 
went to David D. East, named assistant 
vice president and agency director; Bur- 
ney R. McCotter, assistant vice president 
and agency administrator; and R. How- 
ard Britton, agency superintendent and 
training director. 


attorney of 





Manager. 


Street, New York 38, N. Y. 








TOP INSURANCE EXECUTIVE AVAILABLE SOON 
Heavy experience in personnel and management. 
Resume upon request. Will relocate. 
low five figures. Write Box 2772, The Eastern Underwriter, 93 Nassau 


Prime Loss Dept. 
Salary requirement, 





SEC Rules on VA 


(Continued from Page 1) 


that where, as here, an investment com- 
pany’s securities are sold on a periodic 
payment plan basis with a larger sales 
charge imposed in the first year than 
in later years, the sales charges must be 
spread over the life of the plan so as to 
average not in excess of 9% of all the 
payments. In the case of Valic, the 
sales charge is 50% of the first year’s 
payments and 5% of the payments for 
the next eleven years; and in the case 
of Ealic, 40% of the first year’s pay- 
ments and 5% of the payments for the 
next nine years. 


Since the larger first year’s sales 
charges are, in effect, prepayment for 
future purchases and services, the Act 


requires that the net proceeds of these 
periodic payment plans be placed in a 
separate trust with a bank, thus ensur- 
ing fulfillment of the plan in the event 
the sponsor should abandon it. The Com- 
mission exempted the applicants from 
this separate trust requirement in view 
of the protections provided by the in- 
surance law to which they are subjected; 
but this exemption does not relieve them 
from the Act’s requirement that the 
charges to be made by the companies 
for adiministering the contracts shall be 
in such reasonable amount as the Com- 
mission shall prescribe, and jurisdiction 
was reserved for this purpose. The ad- 
ministrative and other charges which 
the companies propose to deduct are, in 
the case of Valic, 5% oi the payments 
in the first year, 9% in each of the next 
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A WELL-BALANCED COMPANY 


REPORT ON A DECADE 


In the Past Ten Years Fidelity... 


@ Increased annual sales volume each year. 
Sales for 1959 were 248% of those in 1949. 


@ Increased insurance in force by 99%. 


@ Increased assets by 56%. 


e Established one of the best policyholder per- 


sistency records in the business. 


Insurance-in-force over $1,240,000,000 
Assets over $360,000,000 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA, PENNSYLVANIA 





ll years and 11% thereafter; and in the 
case of Ealic, 10% in the first year, 7% 
in each of the next nine years and &% 
thereafter. Valic proposes to deduct from 
the value of the contract holder’s inter. 
ests an annual administrative charge oj 
1.8% of such value, and Ealic proposes 
to deduct 1% of such value annually 
— the right to increase the deduction 


0 18% 


Terminology Changes; 
Denied 


Exemptions 


The Commission noted that in order 
to grant the requested exemptions it was 
required to find such exemptions in the 
public interest and consistent with. the 
protection of investors, and that it could 
make such findings only upon the ey. 
pectation that the companies will revise 
the insurance and other terminology of 
their contracts which impede, rather than 
foster a clear understanding of their 
effect. 

A request for exemption from prohibi- 
tions of the Act against transactions with 
affiliates to permit the companies to 
make advances or bonus payments in 
unlimited amounts to affiliated persons 
was denied by the Commission in view 
of the possible adverse effect of these 
“insider” transactions on the companies 
common stockholders. The Commission 
indicated it would consider any modified 
request which appropriately limits the 
amounts of such advances or bonuses 
The Commission refused to enter an 
order permitting the companies to limit 
their Group variable annuity contract 
holders to one vote if the local insurance 
law does not so require. All other 
variable annuity contract holders and 
the common stockholders, as required by 
the Act, will be entitled to vote accord- 
ing to their financial interests in the 
company. The Commission also refused 
to relieve the companies from the pro- 
hibitions of the Act against postponing 
for more than seven days after a request 
for redemption is made, the payment of 
the redemption value of the variable an- 
nuity contracts. 

In the Ealic case, an exemption was 
denied from the Act’s requirement of a 
uniform public sales price for redeem- 
able securities. Ealic sought this  ex- 
emption to enable it to sell its variable 
annuity contracts to individuals who 
combine their separate purchases to 
obtain the more favorable Group con- 
tract prices. In both the Valic and Ealic 
cases an exemption was granted con- 
sistent with the Commission’s Exemptive 
Rule 22d-l(e), to permit a lower public 
sale price on Group contracts sold to 
pension or profit sharing plans qualified 
under the Internal Revenue Code. 

The decision recognizes that, apart 
from the corporations themselves. the 
variable annuity arrangement involves 
separate investment companies either as 
a “fund” or “trust,” comprised of the 
variable annuity contract holders and 
the proceeds of their payments, The 
commission exempted these separate in- 

vestment companies from registers 
under the Act since Valic and Ealic are 
both registered under the Act and the 
contract holders thus receive its protec: 
tions. 





Callahan Group Manager 


Oakland—Appointment of Robert E 
Callahan as manager of the Group de 
partment of California Life has beet 
announced. The position is a new one 
created to meet the growing needs of 
the company’s Group department. 

Mr. Callahan has been in life insut 
ance since 1948. He comes to California 
Life from California Physicians Serviet 
where he was chief underwriter. Pte 


viously he was a Group underwriter for 
Occidental Life. 
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National L.& A. Gains $340 Million 


Promotions of Knopp, Collins, Abernathy, Buchanan, Clements 
And Orr Announced at Annual Meeting; Outstanding 
Gains Reported by E. W. Craig, Board Chairman 


With a gain of $340 million of life 
insurance in force during 1959 National 










LY 


L. CG, KNOPP 


Life and Accident, Nashville, increased 
its total outstanding life insurance to 


te 


Yt 
Bn 
; 


SAM A. ABERNATHY 


$5,616,000,000 at the end of the year, the 
company’s stockholders were told by 


CARROLL E. BUCHANAN 


Edwin W. Craig, board chairman, who 
presided at their recent annual meeting. 





W. C. COLLINS 


The gain in insurance was substanti- 
ally greater than in 1958 and in this re- 
spect marked the year as one of the best 
in the company’s 60-year history. In- 
crease in the weekly premium debit was 
$100,700 for the year, more than twice 
that of 1958. 

The most significant item in the entire 
report was the impact of the new Fed- 
eral Life Insurance Income Tax Act, Mr. 
Craig told stockholders. Mainly because 
of the new law, the total of National 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 





PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2825 








“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
jangle 53-7362 














A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 








Life’s Federal, state and municipal taxes 
incurred on 1959 operations was $12,- 
670,000. This amount was increased to 
$16,100,000 by the retroactive provision 
of the law. Federal taxes alone were 
86% higher than for the previous year, 
while the total taxes paid amounted to 
more than 10% of the company’s pre- 
mium receipts for the entire year. 

Following a meeting of the company’s 
directors subsequent to the stockhold- 
ers’ meeting, Chairman Craig announced 
these promotions: 

Knopp, assistant secretary, was 
made assistant vice president; W. 
Collins, formerly an assistant secretary, 
was promoted to assistant secretary and 
manager, field research, planning and 
development department. 

The following were advanced to as- 
sistant secretary: 

Sam A. Abernathy, assistant manager, 
records division; Carroll E. Buchanan, 
administrative assistant, industrial de- 
partment; George L. Clements, manager, 
records division; and Charles D. Orr, 
administrative assistant, Ordinary de- 
partment. 

Mr. Knopp has been associated with 
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UNITED LIFE AND ACCIDENT INSURANCE CO. 





EST. 1913 


Va.* 





CONCORD, NEW HAMPSHIRE 


Overseas territories available 


Brokerage opportunities available 





Write H. V. Staehle, Jr., C.L.U., Field Management Vice 
Pres., United Life, 10 White Street, Concord, N. H. STATES 
SERVED: Cal., Conn., Del.,* D. C., Ind.,* La., Me., Md.,* 
Mass., Mich.,* N. H., N. J., N. C.,* Ohio,* Pa.* R. I., Vé., 


*General Agency opportunities available 








the company since 1921, having started 
as a file clerk. The next year, he was 
transferred to the actuarial department 
where he operated the first tabulating 
machines used by the company, fore- 
runners of the extensive IBM 705 instal- 





GEORGE L. CLEMENTS 


lation which Mr. Knopp directs at Na- 
tional Life today. He was made assistant 


CHARLES D. ORR 


manager of the actuarial department in 
1927 and assistant secretary in 1943. He 
has been associated with the company’s 
methods department since it was created 
in 1955. 

Mr. Collins started his National Life 
service as an agent in 1940. The follow- 
ing year, he was made traveling auditor 
and remained in that capacity until the 
outbreak of World War II when he went 
into military service. After more than 
two years in the Army, Mr. Collins re- 
sumed his work with the company. In 

(Continued on Page 15) 
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Myron I. Specht Agency 
Opens Long Island Branch 





MYRON I 


SPECHT 


Myron I. Specht, general agent for 
Mutual Life, 26 Court Street, 
announced the 


Security 


Brooklyn, has opening 
office lo 
Avenue, Merrick 


of the 


Long Island branch 
cated at One Merrick 


The Specht Agency 


ot a new 


is one largest 


life producing units of the company 
country-wide 

Assisting Mr. Specht in the super- 
vision of this new branch office is Mar- 
tin J. Wechsler, who has had many 
years of diversified experience in the 
life, accident and health field. In addi 
tion to servicing agents and brokers in 
the Long Island area, the new branch 
will concentrate on the development of 


a full time sales force 

Mr. Specht has been in the insurance 
business since 1947 at which time he was 
associated with The Prudential. He be 
came general agent for Security Mutual 
in 1952 

Mr Specht has served as pres dent of 
the Brooklyn Life Supervisors 
tion and has mary oe 


Assc Cla 
many years as 


a member of the LU’ faculty. Present 
ly he is treasurer of Cub Scout Pack 
186, Merrick. He is also active in the 


Masonic Order. Mr. Specht saw service 


in the Army during World War II with 
the Criminal Investigation Department 
in the Philippines where he received 


Presidential citation. He resides in Mer 
rick with his wife and three children. 


Jefferson Standard Votes 
Two-for-One Stock Split 


Stockholders of Jefferson Standard 
Life, in special session at the home 
office in Greensboro, N. C., recently, 
voted approval of a “two-for-one” stock 
split proposed by the board of directors 
at its annual meeting on January 25. 
The stockholders also approved a pro- 
posal to modify cert ain terms and pro- 
visions of the company’s retirement plans 


for employes and agents, making both 
plans non-contributory 
The stock split, as approved, involves 


an amendment to the company chz arter 
authorizing reduction in the par value 
of capital stock from $10 to $5 per share, 
and an increase in the total number of 
shares from 2,500,000 to 5,000,000. Stock- 
holders of record at noon, March 1, the 
effective date, will be entitled to par- 
ticipate in the recapitalization plan. 

Management has stated that, follow- 
ing the recapitalization, a dividend rate 
will be recommended to the directors 
“which, though lower on the new shares 
that the present quarterly rate of 25 
cents, would result in larger cash divi- 
dends to stockholders” than the present 
25-cent quarterly rate. 





Equitable Society Had 
Ordinary Sales Gain 


$1,785 MILLION ORDINARY SALES 


President James F. Oates, Jr., Reports 
Business in Force at $34,353 Million; 
Assets Exceed $9,663 Million 


The Equitable Life Assurance Society 
set new records in 1959 in Ordinary in- 
surance sales, premium and annuity in- 
come, and benefit payments, James F. 
Oates, Jr., president, said in the 100th 
annual report. 

Sales of Ordinary insurance 
new high of $1,785,706,000, an 
of $54,833,000 or 3.2% over 1958. Insur- 
ance premiums and annuity considera- 
tions received totaled $1,099,801,000, an 
increase of $56,704,000 over the previous 
year. Benefit payments to policyholders 
and beneficiaries, including dividends, 
amounted to $850,555,000, a gain of $50,- 
495,000 or 6.3% over the previous high in 
1958. 

Insurance in force climbed to $34,353,- 
682,000, up 6.4% over a year ago. About 
$14,580,051,000 of this amount represented 
Ordinary life insurance. Group life in- 
surance in force totaled $19,773,631,000, 
exclusive of Group insurance reinsured 
in other carriers. 

The Society’s admitted assets reached 
a new high of $9,663,974.000, an increase 
during 1959 of $366.312,000. Gross invest- 


rose toa 
increase 


ment income in 1959 was $407,210,000, 
a gain of more than $26 million over 1958. 
The net rate of return before Federal 
income taxes was 3.82% compared with 
3.71% in 1958. 

The average size of new individual 


insurance policies sold increased from 
$8.178 in 1958 to a new high of $8,961 in 
1959. 


Group Insurance Sales 


Sales of Group life insurance amounted 


to $841.371000 in 1959 compared with 
$1,132,640,000 in 1958. But Group life 
insurance in force increased over $1,- 
182,000,000 reflecting extensive new cov- 
erages purchased by existing Group 
clients 

Mr. Oates said, “The Group insurance 
production decline from 1958 was due 
in part to the effects of the prolonged 
steel strike in many areas of the coun- 


try. One of the interesting Group de- 
velopments during the year was that an 
all-time high of 2.703 new Group app!ica- 
tions came to the Society wf 

Discussing investments, Mr. Oates said 
that during 1959 Equitable “initiated 
program which contemplates the acqui- 
sition of common stocks on a continuing 
basis over a period of years. 

“New York insurance law permits life 


companies to purchase common stocks 
up to 5% of assets or 50% of surplus, 
whichever is the lower. In our case the 


latter governs. 

“The Society seeks to purchase stocks 
in sound companies selected for their 
promise of sy te and prospering 
in the future development of our nation’s 
economy. While dividend yields on these 
stocks are currently lower than yields 
obtainable on debt issues, we believe that 
over the long term, dividends on stocks 
so acquired will provide increasing and 
satisfactory returns based on average 


cost. ws 
On the subject of inflation, Mr. Oates 
said that while “creeping inflation con- 


tinues as a national problem, we are en- 
couraged to believe that progress is 
being made toward its containment.” He 
applauded the work of the Federal Re- 
serve Board in limiting growth of the 
money supply to amounts consistent with 
sustained growth of the economy at 
stable prices. 

Mr. Oates stated that the Society is in 
the process of consulting with social 
scientists, “looking forward to the utiliza- 
tion of these skills in the development 
of new life insurance policy forms and 
new security for the people of America.” 

He also said that increased emphasis 
will be placed on recruitment and train- 
ing of college graduates to fill the long 
term needs of agents in the field, as well 
as managerial positions. 

The report said the Society’s new 42- 
story home office building in the Radio 





in the country — if: 


working with brokers 


New York 38, N. Y. 


Kentucky to Salute NALU 
With Life Insurance Week 


The 1960 mid-year meeting of National 
Association of Life Underwriters will 
be welcomed to Kentucky, March 20-24, 
statewide proclamation of Life 
Week by Governor Bert T. 
Combs. The NALU mid-year will be 
held in the Brown Hotel in Louisville. 
Arrangements to have Governor Combs 
declare a Life Insurance Week were 
handled by R. R. Sullivan, Louisville in- 
surance broker, who is a member of 


by a 
sae ance 


NALU’s national public relations com- 
mittee; and Jack W. Horan, CLU, pub 
licity chairman of the Louisville Asso 


meeting committee. 

It is expected that local life under 
writer associations throughout Kentucky 
will implement the statewide observance 
Special Life Insurance Week materials- 
newspaper releases, radio and TV 
scripts, posters, printed pieces, blue- 
prints for public service programs, etc 

-have been distributed by the NALU 
money relations department to all 16 
local associations in the 

Two innovations will feature the 1960 
mid-year meeting, notes NALU Execu 
tive Vice President Lester O. Schriver, 
they are a community affairs forum on 
Tuesday morning, March 22; and an ex 
tra half dav’s session of the national 
council — NALU’s delegate body — on 
Tuesday afternoon. 

The Tuesday morning forum will pin 
point the several community service pro 
jects currently sponsored by NALU 
They include the anti-inflation, Public 
Service Award and Social Security “con- 
tainment” programs; association school 
liaison, establishment of shelves of life 
insurance hooks in libraries, and promo- 
tion of the U. S. Chamber of Commerce's 
economic discussion groups. 

Much of the advance planning for the 
NALU mid-year meeting is oe Tee han 
dled by a special committee of the Louis- 
ville Association of Life ig ihe p53 
It is headed by co-chairmen Harry 
Hamilton, CLU and Robert H. teeny 
CLU, with publicity activity directed by 
Jack W. Horan, CLU. 

Other committee members are 
K. Nelson, local executive  secre- 
tary; J. T. Ruby, John A. Rogers, CLU, 
Allen H. Anthony, James L. Walsh, Jr., 
E. O. Mershon, Jr. and Ralph J. Schulz 


ciation’s mid-year 


state. 


Jean 


Asst. Manager of Training 


F. Earl Mulcahy has been appointed 
assistant manager of training in the 
agency department at American United 
Life, Indianapolis. He was an agent be- 


fore joining American United in 1957 
as agency assistant, accident and sick 
ness. 





City area of New York is expected to 
be ready for occupancy in April or May 
of 1961. Construction proceeded through- 
out the year although the steel strike 
delayed erection of the structural steel 
in the last quarter. 


eT en cn 


OPPORTUNITY. 


. » « to be considered for appointment as REGIONAL 
DIRECTOR OF SALES is offered by Life company — an 


affiliate of one of the largest fire and casualty companies 


1. you have an obvious success background and experience 


2. you are a college graduate 


you are doing well in your present position but want 
opportunity for rapid progress 


Location —- MIDWEST and WEST 
Write to Box 2778, The Eastern Underwriter, 93 Nassau St., 


Replies strictly confidential 
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Hi UAH 


Chicago Appointment by 


Colonial Life Announced 





KEITH H. 


THORP, JR. 
Appointment of Keith H. Thorp, Jr, 
superintendent in 
Life of 
Thomas Fiquet, 


resident 
Colonial 
Was announced by W. 
president, Ordinary agencies. He 
will be 175 West 
Boulevard, Chicago which office is under 
the direction of Walter T. Griffith, 
dent superintendent. 

Mr. Thorp is an alumnus of North- 


as assistant 
Chicago for America 
vice 


located at Jackson 


resi- 


western University where he received 
his bachelor of science degree in the 
Commerce School. He served in the 
Army as an intelligence NCO. Upon his 
discharge, he received his direct sales 
experience with an office equipment firm. 

He began his life insurance career as 
an agent in Chicago in 1954 with the 
Lawrence Agency of Massachusetts Mu- 
tual. He was promoted to a staff super- 
visor in 1958. He is a graduate of the 
Massachusetts Mutual Career School for 
Agents and the Staff Supervisors Schoo! 
He has also completed studies in ad- 
vanced business and taxation affecting 
life insurance. 


Made Occidental Director 

Harry W. Colmery, Topeka, Kansas 
attorney, has been elected a director 0 
Occidental Life of California. He 1 
senior partner in the law firm of Colmery 
and Smith with offices in Topeka an! 
Washington, D. C. He is also president 
and general counsel of Pioneer Nationa! 
Life Insurance Co., Topeka. He has bee? 
a director of Occidental’s parent com 
pany, Transamerica Corporation, »4" 


Francisco, since January, 1959. 
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Made Vice Presidents 
LAA Eastern Round Table Program a ape aban Central 


Arthur S. Flemming, Secretary of 
Health, Education and Welfare, will 
address the 1960 Eastern Round Table 
of the Life Insurance Advertisers As- 
gciation at the Shoreham Hotel in 
Washington, D. C. on March 17-18. 
His talk will be on “Our Senior Citi- 
zens.” 

Other highlights of the two-day pro- 
gam will be a return to “How To” 
ound tables, presentations on successful 
jirect mail programs, developing brok- 
wage business, and a concentrated study 
of political issues as they relate to life 
insurance people. Theme of the meet- 
ing is “Pow-Wow on the Potomac.” ? 

Mr. Flemming has made a career of 
federal administration, serving ten years 
an the Civil Service Commission, work- 
ing with the Hoover Commission, and 
directing the Office of Defense Mobiliza- 
ion through the first Eisenhower term. 
\s a member of the Civil Service Com- 
mission under former President ‘Roose- 
velt, he instigated the establishment of 
a program to honor outstanding young 
men Who were making a career of Fed- 
eral Government service. The Junior 
Chamber of Commerce took over the 
program, set up an annual Arthur <4 
Flemming Award for such men, and has 
heen presenting it for many years. 


C. G. Heitzeberg Featured 


Principal speaker on the first day 
session will be Charles G. Heitzeberg, 
(LU, agency vice president, Mutual 
Benefit Life. Mr. Heitzeberg’s talk is 
titled, “The Wild Blue Yonder.” 

Mr. Heitzeberg has been chief agency 
oficer of Mutual Benefit Life since 1955. 
Mr. Heitzeberg is a graduate of Culver 
Military Academy and attended Wash- 
ington University. He has been active 
in OLU Chapter work, Life Underwrit- 
ers Association activities and local gen- 
eral agents associations as well as serv- 
ing on committees of the American Col- 
lege and American Society. During 1951, 
he was on leave of absence from the 
company and served in the Department 
of State as a special assistant to the 
Deputy Under Secretary for Administra- 
tion. 

“Change in Climate” that the field man 
is experiencing and how the Life Ad- 
vertisers Association can help will be 
discussed by Harry I. Warren, general 
agent at the Baltimore office of Aetna 
Life. Mr. Warren began his life insur- 
ance career in 1935, serving successively 
as associate agent, supervisor, and gen- 
eral agent for several other companies 
in the field. He served as a member of 
the House of Delegates, Maryland Legis- 
lature, during 1938-1950 and as a member 
of the Maryland Legislative Council in 
1941 and 1942. He has also heen active 
on various committees appointed by the 
governor since his release from active 
duty with the Navy in World War II. 

Lewis A. Shaw, public realtions man- 
ager, Massachusetts Mutual, Springfield, 
Mass, will talk on pressures in public 
relations and his subject will be “To 
Stand or Not To Stand.” Mr. Shaw was 
director of athletic publicity at Brown 

Niversity prior to joining Massachu- 
setts Mutual in 1959. He was named the 
Outstanding Young Man of the Year for 

Y in Springfield and subsequently 
received a similar honor for the entire 
State. He is president of the Connecticut 
Valley Brown Club, director of publicity 
tor Wilbraham Academy, a director of 
the Adult Education Council, and a mem- 
bet of the Public Relations Society of 
America and the American Public Rela- 
tions Association. 

William A. Loubier, manager, adver- 
‘ising and field publications, State Mu- 
wal of America, Worcester, will head 
Up a panel on direct mail at Fridav’s 
Morning session. Mr. Loubier will be 
‘sisted by Donald J. Kipp, sales promo 
me assistant for Paul Revere Life and 

latt C. Holden, sales promotion and 

Weesing assistant for Connecticut 
Feng Life. Mr. Loubier has been as- 
weep rector, of the LAA educational 
its shop and is presently chairman of 

educational committee. 


’ oj TR ; President G. D. Kincard of Kentucky 

Your Place in Politics” will be dis- Central Life and Accident announces 
cussed by Richard A. Armstrong, execu- iis Delicriel stg bo hie 
tive director of the Effective Citizens ‘at the tollowing have been made vice 
Organization of the National Chamber _ presidents: E. A. Ford, CLU, director 
of Commerce. Mr. Armstrong joined of training; Tom Ford, director of agen- 
Effective Citizens Organization in 1957 cies; E. H. Speckman, Jr., director of 


and has been responsible for the de- itil Geieiee. gua WO Nets. 
velopment and programming for this POCY2OCers  s +35 : 


organization as its executive director. Yates, resident counsel. Also E. J. W. 


This activity has included the participa- Fennell, former Deputy Insurance Com- 
tion in over 30 workshops in 23 states missioner was named vice president of 
across the country. Kentucky Central Insurance Co., re- 
Round table leaders and additional cently formed multiple-line subsidiary 
speakers will be added to the program. of Kentucky Central Life. 
eer 














$300 Million in Force in7 Years of Active Operation. 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 





Announcing — 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 

Father Age 30-$5,000; Mother Age 30-$1,000. 

All Children and New Arrivals—$1,000. All this for one 
LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 












































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
Policy Death Paid- Cash Paid- Cash 
Year Benefit up or Death up or 
End Insurance| Loan Benefit Insurance} Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
| 15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 | 161,422 























ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advan~e Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 


Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 

Also complete line of very competitive policies! 

Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 

Columbia — Ohio — Missouri and 29 Other States 





JUST ENTERED 
CONNECTICUT! 











Write or wire: JAMES B. SISKE, Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY of FLORIDA 
600 Brickell Ave., Miami 32, Fla. 














JAMES G. RANNI, PRESIDENT 
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Dominion Life’s 1959 
Gains are “Best Ever” 


PRESIDENT A. S. UPTON REPORTS 





New Business at New High of $145,634,- 
192; Expect to Reach $1 Billion in 
Force Some Time in 1960 





A. S. Upton, president of The Domin- 
ion Life of Waterloo, Canada, in his 
71st annual report at the recent annual 
meeting termed the 1959 gains as “the 
best ever” in Doiminion’s history. He 
also issued a warning that while “infla- 
tionary pressures have had a tendency 
to diminish in recent months, it is much 
too soon to assume that we are out of 
danger.” 

The Dominion’s 1959 new business 
again reached a “new high” for the 
company, totaling $145,634,192—an_ in- 
crease of 18.3% over the 1958 figure. 
Average size policy reached an all-time 
high of $8,405. Business in force reached 
$949,482,664 at the year-end, and the 
anticipation is that The Dominion will 
become a billion dollar company some 
time in 1960. 

President Upton also reported that 
assets last year increased by over $11,- 
000,000 and now stand at $187,437,879. 
Mortgage investments, he said, continue 
as a large part of the company’s invest- 
ment activity—43.2% of the total. First 
Ph loans are now up to $81,092,- 


The company continued to experience 
an improvement in its net interest rate 
earned—a trend which has been evi- 
denced since 1947. The rate last year was 
4.9%, compared to 4.7% in 1958. 


Payments to Policyholders, Beneficiaries 


During the year $14,072,398 was paid 
out to policyholders and_ beneficiaries, 
which was an increase of $1,213,029 over 
1958. An additional sum of $8,249,692 was 
set aside for future payments to policy- 
holders. These two items, totaling $22,- 
322,090, represent the extent of the 
company’s service in providing security 
for policyholders and their families. 

President Upton pointed out that costs 
of doing business, including taxes, com- 
missions and operating expenses, were 
maintained in 1959 at approximately the 
same level as in 1958. “Over the past 
five years, despite increasing price levels, 
The Dominion has been able to control 
the costs of doing business. To realize 
further economies made possible by the 
growth of its business, we have recently 
ordered an electronic data processing 
system.” 


Mortality “Best Ever” in 1959 


Mortality experience for 1959 was one 
of the best ever recorded by the com- 
pany. “During the year death benefits 
amounting to almost $4,000,000 were paid, 
and while this figure is up more than 
11% from 1958, most of the increase is 
due to the much larger amounts of in- 
surance exposed to risk,” Mr. Upton 
explained. 

The company also continues to con- 
tribute, along with other life insurance 
companies, to many research projects 
designed to promoted longevity and as- 
sist in prevention and cure of disease. 

Policy reserves at the year-end totaled 
$147,532,742, a figure considerably in ex- 
cess of the amount required by the 
Ontario Department of Insurance. A 
surplus of almost $2,000,000 reflects the 
company’s favorable experience under 
three main factors affecting its opera- 
tions: interest, mortality and expense. 





Albert N. Beardshear Editor 
Of Rough Notes Magazine 


Albert N. Beardshear has been ap- 
pointed editor of life and health publica- 
tions of Rough Notes Co., Indianapolis 
which include Insurance Salesmen and 
Estate-O-Graph. Since 1956 he has’ been 
advertising manager of American United 
Life and prior to that was with Ohio 
National Life. He is a graduate of 
Denison University. 
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Franklin’s Eastern Division in Feb. 
Meet Inspired by J. B. Tisdale of Ala. 


By Wa ttace L. CLapp 


Center of attraction at the recent mid- 
winter meeting of The Franklin Life’s 
eastern regional division—second largest 
in 1959 production—was James B. Tis- 
dale, MDRT life member, who is asso- 
ciate manager of the company in Mont- 
gomery, Ala. His Southern charm and 
generously given advice on “Selling the 
PPIP Policy,” the approach, sales pres- 
entation and close of a sale, captivated 
his audience of 230 Franklin agents, gen- 
eral agents and district managers. 

The meeting, held in Barclay Hotel, 
Philadelphia, with Eastern Regional 
Sales Director Claude L. Freed as host, 
was also attended by these guests: Wil- 
liam Chamberlin Jr., southeastern regional 
sales director, Montgomery, who brought 
Mr. Tisdale into the life insurance busi- 
ness 13 years ago; F. J. Budinger, 
executive vice president of The Frank- 
lin Life, who represented the home of- 
fice and was the dinner speaker; Wil- 
liam Jackson, managing director of the 
Franklin Institute, Philadelphia, and 
Mrs. Jackson; Jonathan B. Hillegas, at- 
torney of Norristown, Pa. and Mrs. 
Hillegas. 

J. D. Wasserman’s Agency 1959 Leader 

The meeting got under way with wel- 
coming remarks by Mr. Freed, who in- 
troduced William D. Clements, Jr., Camden 
general agent, as presiding officer. Mr. 
Clements announced that in January 
the eastern division’s agents closed 758 
sales for a total volume of $4,391,072. 
Top ranking producer that month was 
James Hobbs, district manager at Potts- 
ville, Pa. who paid for $197,682 on 491% 
cases. 

The division’s 1959 leading agency was 
the Joseph D. Wasserman Agency, Jer- 
sey City, repeating its 1958 performance. 
In recognizing Mr. Wasserman, Mr. 


Clements paid tribute to his top pro- 
ducers—Anthony Cortellessa, Bayonne, 
and Roe Sharabba, Kearney. Mr. Was- 


serman brought 12 men and wives to 
the meeting including a contingent from 
Lakehurst headed by Manager James 
Clifton. 

John Pearce of Wilmington, Del. was 
hailed for his top personal production. 
Congratulations were then extended to 
three agents—Ronald Leach, Arnie Graf 
and Victor Kliwinski who qualified for 
Franklin’s Order of the Diamond by 
producing last year 24 Family Protector 
sales 

Also in the spotlight was Charles Getz, 
Lancaster, Pa. one of Franklin's top 
ranking producers, who is the eastern 
division’s first qualifier for the com- 
pany’s new Million Dollar Conference, 
scheduled to hold its first gathering in 
May. 

Mr. Clements also announced a new 
Family Protector contest under the 
terms of which an agent will receive one 
share of Franklin Life stock if he sells 
13 FP policies in any 13-week period. 
He can continue on in the contest 
throughout the year. Another idea be- 
ing used advantageously in Mr. Clem- 
ent’s agency is a phonograph record, 
produced by Earl Nightingale of Chi- 
cago, called “The Top 5%,” which he 
described as “one of the best stage-set- 
ters for an interview I have ever seen.” 
The plan is to take it to the home of a 
mat fore and leave it overnight for hus- 
band and wife to play. Then the agent 
returns the next evening for the sales 
presentation and close. In a two-week 
period a group of Mr. Clements’ agents 
put 31 records in circulation and made 
23 sales for annualized premiums of 
$5,005. 

Before Mr. Tisdale took the stage Re- 
gional Director Chamberlin spoke brief- 
ly. He urged the Franklin agents to 
look into the sale potential of guaran- 
teed life annuities and said: “The GLA 
is selling well among Alabama _ school 
teachers.” He then introduced Mr. Tis- 
dale, his protege, who in addition to his 





anything else to make a success, 
Tisdale outlined as follows the qualities 
needed in 
tive: “ 
how to influence people to buy; 
must 
PPIP policy and, at the same time, make 


JAMES B. TISDALE 


million dollar production in 1959 helped 


recruit and train four men who are 


now successful producers. 


Tisdale on How to Achieve Success 
Declaring that he than 


Mr. 


wanted more 


order to achieve this objec- 
We first must acquire the know- 
then we 
these people our 


strive to. sell 








EMIL PANGAL 





all Will Lp Happy fo Soo You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 


On WQXR (Cocktail Hour) 5 p.m. every other Saturday, 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 





commission money for ourselves. 

“Actually, to be a success, we don’t 
have to go out and change the world. 
We first must change our own frame of 
mind, A man can make his own circum- 
stances and those I desire most are har- 
mony in my own affairs, confidence and 
respect of people around me, friendly 
cooperation and prosperity. However, 
these desirable circumstances cannot be 
acquired if our thinking is slowed down 
by doubt, resentment, envy, anxiety or 
fear. The mind moulds circumstances 
and what we think is what we are. 

Mr. Tisdale further declared that 
achievement of a goal requires a lot of 
hard thinking and planning. He called 
thinking “the most creative thing one 
can do,” but the trouble is that many 
people can’t or won't concentrate. He 
prescribed this procedure: “Decide what 
vou want and think about it day and 
night. Don’t pray for signed applica- 
tions, pray for ideas and then get out 
and work. If you set $1,000,000 as your 
goal, give a million dollars worth of 
service, courtesy and good cheer. We 
earn everything that we get; we can’t 
get it for nothing. So determine to have 
faith in your own ability, your product 
and in your prospect. In so doing you 
increase your power and effectiveness.” 

Tips on Answering Objections 

‘Mr. Tisdale’s technique in answering 
objections is to conduct himself in a 
calm, cool and pleasant manner. He said 
that objections in most cases are the 
signal that the prospect hasn’t been told 
enough about a policy. He wants to be 
encouraged and reassured that he’ll be 











NEW 


W. F. KELLY 


First Year Cash Value... 


Commission: 55%, First year—5%, Nine Years 
Dividends paid at end of first year (contingent) 
2. $650,000 retention without re-insurance. 
3. $150,000 available on double indemnity. 
4. Marked Reduction Single Premium Annuity Rates 
Example: Male Age 65—Installment Refund 
immediate Annuity Rate per $10 month is $1,715. 


MAXIMUM CASH VALUES 
Allowed under New York State regulation 


Phoenix Mutual Life's 
LEADING BROKERAGE AGENCY 


Average size policy: $62,649 
Average premium: $2,152 


1. Maximum Executive 25 and Executive 25 specials. 
Example: Age 40—Executive 25—$100,000 


NEW NEW 


from 





5. Five-Year Term issued to Age 65, 


WILLIAM F. KELLY, Manager 


MIDTOWN BROKERAGE AGENCY 
Suite 604, Chrysler Building 


135 East 42nd Street 
JOHN P. FoLey, Group Supervisor 


Ordinary Life to Age 80. 


YUkon 6-6585 
New York, N. Y. 
DONALD A. CHANDLER, Supervisor 











doing the right thing in buying. At the 
same time he wants to feel that the in- 


itiative is his “so don’t let him think 
you are taking it away from him.” How- 
ever, Mr. Tisdale made clear that he 
does not spend much time. with an 
opinionated man. His over-all advice 
was: 


“Do not insist that your own opinion 
is ‘the gospel’; don’t ridicule the pros- 
pect’s objections; do not be any smarter 
than you need to be, and try always to 
rephrase objections.” 

Over the years he has perfected what 
he called “power phrases” which, used 
effectively, help to close sales. Here are 
some of them: “Now listen to what ] 
say... “Did you understand what T just 
said?” “Now here is why I think this fits 
you and me.” “Here is your advantage 
in doing this...” “I know you know 
how best to proceed.” 

Approach, Presentation, Close 

In closing the speaker offered time- 
tested pointers on the approach, sales 
presentation and the close. He said that 
a formal introduction to the prospect is 
helpful. “Plan what you are going to 
say. Certain words will evoke certain 
responses. Stay away from words that 
bring up doubt and fear. Be relaxed 
and get your prospect in that frame of 
mind. Talk slowly, pause for a smile at 
times. Remember always that you're 
helping him solve a big problem so make 
certain he doesn’t give you a ‘no’ answer.” 

To close a sale Mr. Tisdale will ask: 
“Are we being reasonable in discussing 
$25 per month? Well, that’s fine. Every- 
thing else being equal that probably 
would be a good start. Now, here’s a 
suggestion on how to handle this mat- 
ter. We’re together now and have time 
{o put down some information. Suppose 
I make the company a file copy of this 
data so that they can look it over. Then 
when I come back to see you in a few 
days we'll be ready to complete the 
case.” 

Mr. Tisdale said he tries never to get 
mad or impatient in an interview. He 
never sits in a deep chair between hus- 
band and wife; a straight-back chair is 
his preference. He refrains from asking 
the point-blank question, “do you want 
to buy?” but leads his man gradually 
and patiently to the close, talking softly 
and loud alternately. “I don’t always 
sell the hard cases,” he said, “I just want 
to be expert enough to sell the easy 
ones. If I miss out on a sale, disap- 
pointment never shows. I'll tell the 
man: “Someday I’ll do business with 
you.” 

Budinger’s Dinner Talk 

In his dinner talk that \ 
Budinger saluted the eastern division 
for its 47% paid-for increase in 1959 
which, he said, is a reflection of Claude 
Freed’s leadership. He paid tribute to 
the wives and their understanding of 
their agent-husband’s jobs and_ then 
pointed to what’s coming in The Frank- 
lin Life: 

l. The company will soon go on a 4% 
discount basis and an excess interest 
basis of 3%; (2) The Family Protector 
rider will be available in more states as 
soon as approvals are received; (3) @ 
junior insurance savings plan film is in 
the making; (4) revision in guarantees 
life annuity will be ready soon and (5) 
non-medical limits are being increased. 


Mutual Trust Officers 


Mutual Trust Life of Chicago has ap- 
pointed William N. Georgeson as vice 
president, bond division, and Joseph 
Goggin as treasurer. Mr. Georgesom 
holds a master’s degree in finance from 
University of Chicago. Mr. Goggin at 
tended Illinois Institute of Technology: 


evening Mr. 
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Kansas City Life Sales 
Totaled $163,339,928 


New paid-for business of Kansas City 
Life totaled $163,339,928 in 1959 com- 
pared with $161,550,155 in 1958, W. E. 
Bixby president, told stockholders in 
the annual report. Insurance in force 
was $1,373,557,221, an increase of $53,- 
460,695. a 
Total premium income in 1959 in- 
creased $650,979 over 1958 to a total of 
$34,806,172. Investment income increased 
from $14,889,107 in 1958 to $15,880,364 in 
1959. Increase in total-assets was $15,- 
933,864 compared with a gain of $16,- 
988.916 in 1958, making total assets on 
December 31, 1959, $390,291,445. 
Payments to policyowners and _ their 
beneficiaries aggregated $20,184,637 
against $18,587,724 in 1958. Liability for 
future payments to policyowners and 
beneficiaries increased by $13,536,251 from 
$332,688,598 in 1958 to $346,224,849. The 
increase in this item in 1959 includes an 
additional reserve of $1,197,723 set up to 
meet the requirements of New Jersey 
which the company recently entered. 
Federal income taxes on 1959 business 
were $2,024,243 compared with $1,499,- 
322 on 1958 business. 

After dividend payments to stock- 
holders of $400,000, unassigned surplus 
increased by $2,039,864 to a total of 
$30,488,036. In 1958 unassigned surplus 
increased by $3,240,621 after stockholder 
dividend payments of $320,000. 

There was no change in the company 
capital of $4,000,000 and its special con- 
tingency fund of $5,000,000. Unassigned 
surplus of $30,488,036 brings the com- 
pany’s total of capital, special contin- 
gency fund and unassigned surplus for 
additional security to policyowners to 
$39,488,036, over 10% of its assets. 

Kansas City Life had a net return 
of 3.94% on its assets, against 3.78% in 
1958. Holdings of government bonds 
increased from $54,669,545 to $57,238,990; 
municipal bonds increased from $47,030,- 
416 to $53,478,474, and corporates rose 
from $30,756,703 to $34,592,041. Preferred 
stock investments were $3,003,084 down 
from $3,718,052, and first mortgage real 
estate loans increased from $182,510,- 
542 to $183,987,700. 





National L. & A. 


(Continued from Page 11) 


1947, he was transferred to the home 
ofice as a record supervisor and in May, 
1953, became supervisor in the field re- 
search, planning and development de- 
partment, 

Mr. Abernathy has been associated 
with National Life since 1947, having 
started in the actuarial department. He 
became a section head in 1949 and in 
1953 was made supervisor in the field 
records division, and assistant manager 
in 1954. 

Mr. Buchanan began service in 1940 as 
an agent in the field and joined the In- 
dustrial department in the home office 
in 1950. He was made administrative as- 
sistant a year ago, with responsibility 
for directing programming and proced- 
ures in the Industrial department, as 
well as methods and personnel admin- 
istration. 

Mr. Clements served in numerous field 
capacities after becoming associated with 
National Life in 1939. He was traveling 
auditor, cashier of the Cincinnati branch, 
agent and staff manager in Huntington, 
West Va. and staff manager in Harris- 
burg, Pa. before moving to the home 
office, where he became record super- 
visor in 1946. In 1953 he was made as- 
Sistant manager of Ordinary records 
and since August, 1954 has been manager 
of the records division. 

Mr. Orr joined forces with National 
Life in 1947 as agent in Nashville. He 
Went into the home office in 1948 as 
Supervisor in the renewals division and 
Moved up to head that division as man- 
ager in 1953. He had a major part in 
the company’s electronics program from 
iS inception as the Ordinary depart- 
ide chief programmer and coordin- 

or, 


Union Mutual Life Records 


9.3% in Force Increase 

In his annual report to policyowners, 
President Rolland E. Irish, of Union 
Mutual Life, Portland, Me., reported that 
life insurance in force increased $86,676,- 
211 or 9.3%, to a new high of $1,018,478,- 
257. Group life sales for the year 
amounted to $67,385,822. Sale of new 
Ordinary amounted to $19,292,389. Non- 
cancellable and guaranteed renewable 
sickness and accident premiums earned 


totalled $3,625,419, up 1.7% from last 





year. The company’s total assets in- 
creased from $105,414,419 at the close 
of 1958, to $111,499,372, an increase of 
$6,084,953. Benefits paid to policyowners 
and beneficiaries amounted to $22,827,865 
during 1959. This was up from $19,639,- 
477 during 1958. 

The company’s investment department 
reported a gratifying gain in net earn- 
ings on investments over the past year. 
For 1959, Union Mutual’s earnings 
amounted to 3.82% for the year as com- 


pared with 3.48% in 1958, an increase of 
34 percentage points. 


A ten-year comparison of the com- 
pany’s position shows considerable 
growth. Total assets were up from §$52,- 
953,543 to $111,499,372 over the period 
from 1949 to 1959. Income increased from 
$13,915,096 to $38,805,663 in ’59. Policy- 
owners’ surplus was up from $3,137,650 to 
a new high of $9,398,388. Dividends to 
policyowners were $692,921 in 1949 and 
$2,758,045 in 1959. Life insurance in force 


increased from $224,026,275 to a new 
high of $1,018,478,257. Life premiums 


totalled $9,546,658 in 1949 and in 1959 
these totalled $17,492,918. Similarly, 
sickness & accident premiums were up 
pe $1,781,884 in ’49 to $14,730,027 in 
959. 
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HIGHLIGHTS OF 1959 
NEW BUSINESS $145,634,192 





AN INCREASE OF OVER $22,500,000 


BUSINESS IN FORCE $939,483,000 
AN INCREASE OF OVER $88,000,000 


ASSETS $187,437,000 


AN INCREASE OF OVER $11,000,000 


PAID OR SET ASIDE 


FOR POLICYHOLDERS & BENEFICIARIES 


$22,322,000 


A COPY OF OUR COMPLETE ANNUAL REPORT 
SENT ON REQUEST. 





LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, New Jersey 


* * * 


WALLACE LITCHFIELD, Branch Manager, Southern New Jersey 
130 North Broadway, Camden 2 


* * * 


BEN L. GOLDENBERG, C.L.U. General Agent 
1049 Asylum Ave., Hartford, Conn. 


O 
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MPA-Paul Revere Appoints Allen 
Moorefield, Sutherland and Wyeth 


Four staff promotions have been an- 
nounced by Paul Revere Life and Massa- 
chusetts Protective Association, Inc. 

Advanced by appointment were Robert 
Allen, Jr., to second vice president and 





ROBERT ALLEN, JR 

associate superintendent of the claim de 
partment; James L. Moorefield to second 
vice president and assistant general coun 





JOHN M. SI 
sel; John M. 


vice pr esident 
Willard H 
dent and 
departinent 

Allen and Moorefield 

Mr. Allen, a native of Massachusetts, 
joined the Worcester firms in 1940 as 
claim examiner. Subsequently 
named supervisor of Group 
claims, supervisor of Group service, and 
director of Group sales and service for 
the Paul Revere. Last May he was 
named associate superintendent of the 
companies’ claim department. He is a 
graduate of Colby College. 

Mr. Moorefield, a graduate of Concord 
College and the University of Virginia 
Law School, has been associated with 
the MPA-Paul Revere organization for 
the past seven years. He is a member 
of the American, Massachusetts, and 
Worcester County Bar associations. Cur- 
rently he serves as chairman of the tax 
subcommittee of the Health Insurance 
Association of America’s committee on 
legislation. 


ITHERI 


Sutherland, Jr., to second 
and associate actuary; and 
Wyeth to second vice presi 
manager of data processing 


AND, JR 


assistant 


he was 


Sutherland and Wyeth 
Mr. Sutherland joined the companies 
in 1947 after graduating from Yale Uni- 
versity. He is a Fellow of the Society 
of Actuaries and member of the Ac- 





JAMES L. MOOREFIELD 


tuaries clubs in both Boston and Hart- 


ford. 
Mr. Wyeth is a native of New Hamp- 





WILLARD H. WYETH 

shire and a graduate of Dartmouth Col 
lege aud the Amos Tuck School of 
Business Administration, He joined the 
companies in 1950 and for seven years 
was associated with their personnel and 
planning departments. He was named 
manager of research in 1957 


Craftsman Life Director 

Oliver H Wellesley, 
Mass., semor consultant with Scudder, 
Stevens & Clark Investment Counsel, 
has been elected a director of Craftsman 
Life of Active in business and 
civic affairs, Mr. Schar rnberg is vice pres- 
ident and director of the Scudder, 
Stevens & Clark Common Stock Fund: 
chairman of the board of directors of 
Chisholm Industries of Salem: director 
and voting trustee of Essex Research of 
Needham; and, chairman of the executive 
committee of Socnctt-Kennedy Labora- 
tories of Boston 

In addition, Mr. Scharnberg is-chair- 
man of the board and the executive com- 
mittee of the Greater Boston Division 


Scharnberg of 


Boston 


Stock-Purthase Agreements 


Book by National Life, Vt. 


National Life of Vermont has just pub- 
lished an 84-page book covering the 
latest developments affecting stock-pur- 
chase agreements and the close corpora- 
tion, The book was written by Alden 
Guild, J. D., of the company’s law de- 
partment, in collaboration with Presi- 
dent Deane C. Davis and David F. 
Hoxie, associate counsel of National Life. 

The foreword is written by Mr. Davis, 
current president of Life Insurance As- 
sociation of America, and author of the 


book, “Life Insurance and Business Pur- 
chase Agreements,” which drew much 
praise from lawyers throughout the 


country. 

Complimentary copies of the new, 
clothbound book are available to lawyers, 
trust officers and executives of corpora- 
tions. The book takes into account the 
many changes that have occurred during 
the past few years in the tax laws and 
their interpretation, in business practices, 
and in life insurance procedures for 
funding the agreements. 

The book reviews the 
of stock-retirement and cross-purchase 
plans, cites the estate-tax implications 
in determining the fair value of a stock- 
holder’s share in the business, analyzes 
the problem of unreasonable accumula- 
tion of earnings, and discusses distribu- 
tions in redemption of stock and the 
attribution rules. 

Other features include citations to the 
commentary on controlling law, refer- 
ences to individual state laws pertaining 
to purchase by a corporation of its own 
shares, and specimen agreements which 
can be very useful as form guides for at- 
torneys. 


relative merits 


Columbian National Life 
Reports Substantial Gains 


Columbian National Life of Boston, 
uow a subsidiary of the Hartford Fire 
Insurance Group, reported new life in- 
surance for last year amounting to $166,- 
663,884, which included $89,728,000 life 
insurance on employes of the companies 
in the Hartford Fire Group and new 
Ordinary insurance of $45,484,377, which 
was an increase of 38% over the previous 
year. Total life insurance in force at the 
end of the year was $646,979,435. 

In a consolidated report of the Hart- 
ford Fire Group, J. C. Hullett, Hartford 


Fire president, said of Columbian Na- 
tional Life: 
“Before the middle of this year we 


contemplate changing the name of the 
comeuny to the Hartford Life Insurance 
Company, which will for the time being 
continue as a Massachusetts corporation 
with its principal office in Boston. Since 
the acquisition of Columbian National 
the year has been largely spent in mak- 
ing surveys and plans for the future. 
The consolidation of the Group insurance 
activities of the Columbian National and 
the Hartford Accident and Indemnity 
Company into a single integrated group 
department is proceeding at the present 
time along lines carefully worked out and 
studied for several months. Manpower 
to permit the life company properly to 
cover and service the Hartford repre- 
sentatives is a prime need and the selec- 
tion and training of the desired people 
is neither easy nor rapid. Key appoint- 


ments of regional life managers in the 
ag offices in Hartford, New 
York City, Chicago and Atlanta have 


been made; in addition, the life posts in 
several of the branch offices in the East- 
ern Department area have been filled. 
The officers of the fire company, the cas- 
ualty company and the life company are 


working in close cooperation upon a 
program of planned expansion. This 
contemplates taking full advantage of 


the opportunities over the years, but only 
at a pace that will permit a level of 
service in this field that will be on the 
same high plane that has characterized 
the Hartford organization in the past.’ 


of the Massachusetts Heart Association, 
and a director and executive committee 
member of the state organization. 


American National 
Passed $5 Billion 


PLAN EXPANSION THIS YEAR 


Executive Vice President Vogler Reports 
Results and Tells Plans for 
Future Growth 


American National Insurance Co., of 
Galveston, passed $5 billion in force on 
December 15, in one year and eleven 
months after reaching $ billion, accord- 
ing to an announcement of year-end 
results made by W. L. Vogler, its execu- 
tive vice president. The event indicates, 
he pointed out, a continuation of the 
company’s growth acceleration record 
in that it took 38 years (1943) to reach 
the first billion, six years (1949) to reach 
the second, five years (1954) to pass the 
third, and three years (1957) to reach 
the 4th billion in force figure. Insurance 
in force at year end for 1959 was $5, 
(20,000,000, 

The insurance in force gain for 
was 11.3% as contrasted with the indi- 
cated average of 8.2% for the industry, 
Assets increased 8% during the year as 
contrasted with the 6.9% average gain for 
each of the five previous years. 

Sales of Ordinary plans of life insur- 
ance by American National were up 34% 
for 1959 as compared with a reported 
national average of 0%, said Mr. Vogler, 
and sales of weekly premium types of 
policies increased 4% contrasted with an 
indicated national decrease of 2%. At 
the same time sales were increasing a 
total of 38%, the amount of in-force gain 
was 45% greater than the 1958 in-force 
— indicating a higher persistency of 
sales. 


1959 


Expansion Program 


American National’s expansion pro- 
gram continued at an increased pace in 
1959, stated Mr. Vogler, the company 
opening 80 new sales and service agencies 
during the year; more than double the 
twenty-eight such expansions in 1958, 
and contributing mainly to the 38% in- 
crease in sales. 

The Accident & Sickness 
sales division was expanded rapidly in 
the year; the number of sales agencies 
growing from 96 at the end of 1958 to 205 
at the end of 1959, Sales by the A. & S 
field men increased from 11,820 policies 
to 42,186 during 1959; up 256% 

Life insurance and Accident & Sick- 
ness insurance sales facilities, stated Ex- 
ecutive Vice President Vogler, are now 
maintained by American National in all 
states except New York, New _ Jersey 
and the New England States, including 
Puerto Rico and the new states of 
\Miaska and Hawaii. This sales territory 
is serviced by 220 Ordinary insurance 
offices, 325 Industrial offices and 205 
\. & S. sales agencies. It is the com- 
pany’s program to expand these still 
further in 1960. 


insurance 


Woodmen A. & L. Manager 


L. J. Melby, vice president and di- 
rector of agencies, Woodmen Accident 
and Life, Lincoln, Nebraska has an- 


nounced the appointment of Donald C 
LaFave as agency manager for the State 
of Arizona. His agency office will be 
located in Phoenix. 

Mr. LaFave has served for the last 
two years as agency assistant in tie 
home office. He joined the company in 
1954 as a district manager in the San 
Francisco Bay area. He was named 
assistant agency mnager for Northern 
California in 1956 and served in that 
capacity until his appointment as agency 
assistant in 1958. 





Removes Maximum Limits 

Equitable Life of Iowa has announced 
to its field force the immediate adoption 
of a new company policy which elimin- 
ates fixed maximum issue limits Under 
the new plan, the limit for any life will 
be based upon underwriting considera- 
tions. The company’s previous maximum 


limit was $400,000 
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_ | Manager Boston Agency of | Washington National Names iesie” Male, ag ig ieee L Verne Relitz at Detroit 
ilion Massachusetts Mutual Life Plowman in Lubbock, Texas has been honored by Franklin Life as Verne R. Relitz has been appointed 
: . \ ; its general agent of the month for Feb- 4 Group representative for Mutual Bene- 
YEAR Elton Plowman has been appointe: ruary. A Franklin general agent since fit Life of Newark, N. J. at the Detroit 
pe ae Teeas Tor 1051, Mr. Marion was a life member of regional Group office, 
ashington National Insurance Co., ac- 308 He aioe | tout Mutual Benuht (if 
lepers cording to an announcement by Comp: iny the 1959 Million Dollar Round Table. Mr. Relitz Ww m4 in ‘Chad po yon with 
President P. W. Watt. - Massachusetts Mutual Life. Active in 
Mr. Plowman entered the insurance of the Insurance Marketing School of business and civic affairs, he is a member 
Co., of business in 1951 as a writing agent for Southern Methodist University. of the Detroit Life Underwriters, the 
rce on American General Life, and he estab- Mr. Plowman is choir director of St. Detroit Group Representatives Associa- 
eleven lished an impressive record with that Paul's Episcopal Church. He is past tion, and vice president of the Taylor 
rccord. company. He is a graduate of Texas president of the South Plains Associa- Junior Chamber of Commerce. Mr. Relitz 
ar-end Technological College, and he has com- tion of Life Underwriters and a former is an Army veteran of the Korean Con- 
execu. pleted the LUTC life and accident and director of the Texas Leaders Round _ flict in which he received five battle stars 
licates, sickness courses. He is also a graduate Table. and a unit citation. 
of the 
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Ip 34% Robert L. Newbert | NSU ran Ce Depa rT ent 
ported WILLIAM S. BRAUNIG 
V ogler, 
pes of Massachusetts Mutual Life has ap- Py a 
vith an pointed William S. Braunig manager of th 
Zo. At — its agency at 80 Federal — Boston, t | lf d 
Sing a succeeding his father, J. S. Braunig, who 
ce gain F has retired after 22 years as general 
n-Lorce agent. 
ney of William Braunig, a World War II 
veteran, received his education at Suf- 
field (Conn.) Academy, Colgate Univer- 
1 pro- sity, and John Hopkins University. He 
pace ah joined the Braunig Agency as a sales 
mpany representative in 1947, and was appointed 
sencies agency supervisor in 1952, assistant gen- 
le the va el in 1955, and co-general agent 
95 in 1958. 
&, ps A graduate of the Insurance Research 
and Review School, the Life Underwrit- 
uurance ers Training Course, and the Massachu- 
idly in setts Mutual's ‘Agency Management 
rencies School, Mr. Braunig is active in the Bos- 
to 205 ton Life Insurance and Trust Council 
. &S and is a past president of Boston Life 
rolicies Supervisors Association and a_ former 
director of the Boston Junior Chamber 
, Sas of Commerce. 
ed Ex- Re en ae a 
re now 
mal) Lincoln National Life 
cluding President’s Trophy Awards ms 
ttitorw | The R. E. King Agency in Charlotte, 
ureuee N. C, has been announced as sweep- 
nd 205 stakes winner in the Lincoln National . 
> come Life’s 1959 President’s Trophy contest, “ 
e still and seven other agencies have been THREE DOZEN gaya 
named winners or runners-up in divi- i 
sional competition for the award, accord- 
ing to Henry W. Persons, vice president ‘ ; 
and director of agencies. In winning There is no greater responsibility than that Our industry has grown and matured in a 
lager sweepstakes honors, the King Agency : ; f 
od & 1 et first’ among all Lincoln Life carried by the life insurance business. It closely healthful manner. It has discharged its re- 
cident Ghgencies were divided into four divi : : f Th ibilities faithfull d well. This is due 
a halon alee tad gest eevtoten- involves the lives of most of us. ere are sponsibilities faithfully and well. S ; 
‘ \ ance, x “ ‘ . . . P re pS 
State son TT" complete Tist-of winners millions of policyholders and beneficiaries. in great measure, to the excellent spirit of 
cludes ivision I: the R. E. Kine ; : : : : jee a 
ial Agency, Oharlotte, frst, and the Feustel- There are owners of homes and business prop- coordination and cooperation that exists be 
eee erglas os Ss, seconc ‘ ‘ : eae : - 
me Divison Mf: §.'W. ‘Prete Agency. Tam. erties financed by insurance companies. Most _ tween the State of New York Insurance Depart- 
wits: pa, first, and F. G. Lotito Agencv. Chi- eats a iad . ans 
Sal cago, runner-up; Division TI: Al Hal- | everyone benefits from the many municipal ment and the many officials of individual 
pie seth & Associates, Fresno, first, and P. . 2 4 F fre £ 
rthert JG. Delman Agency, Sioux City, runner- services that are made more readily available companies. Our entire industry benefits from 
. up; Division TV: Robert A. Frisch ’ aN ; , : 
— Agency, Philadelphia, first. and E. M. as a result of the investments of life insurance __ that relationship, dedicated always to the pro- 
Ussery Agency, Columbia, S. C., runner- ‘ : Oe 
4 companies. tection of the public interest. 
Lincoln National Life’s President’s 
nits Trophy competition recognizes outstand- 
F Ig work in recruiting and developing 
yunce new sales manpower. 
option o& 
linn re M ‘{ 
Under : UTUAL ol New io lmomay!> 
ie Canada Life Names Rogers The Mutual Life Insurance Company Of New York, New York, N. Y. 4 wy 
eve Canada Life announced the appoint- Sales and service offices located throughout the United States and in Canada js ee 
Ment of Irving Rogers as general agent ee 


in Toms River, N. J. For Life, Accident & Sickness, Group Insurance, Pension Plans, MONY TODAY MEANS MONEY TOMORROW! 
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Northwestern Mutual 
Had 20% Sales Gain 


EARNED INTEREST RATE 4.14% 





New Sales for Year $872,071,725; Assets 
at $4.041 Billion; In Force 
$9.898 Billion 


1959 annual 
Mutual Life 
reached in al] important 


Northwest- 
new high 


The 
ern 


report of 
shows 
areas. Assets, in- 
dividends paid, sales 
102-year 


investment rate of 


surance in force, 


and other figures were at highs 
return was 


Donald 


and the 
the best in 25 
C. Slichter, 


years, reported 
president. 

Assets; Investments; Interest Rates 
At 1959 year Mu- 


tual’s billion, an 


Northwestern 
$4.041 


increase of $148 million in twelve months 


end, 
assets stood at 


The figure included $2.26 billion in se- 


curities and transportation equipment, 
and $1.48 billion in 


and 


56% of total assets; 


loans 
of the total. 

Earnings upon total reached 
4.14% after all investment expenses but 
before providing for federal income tax. 
This was well above the 401% figure 
of 1958 and was the highest rate since 
1934. After federal income tax, the rate 
earned in 1959 was 3.68% and in 1958 
was 3 52¢ c 

New 
lon in 


mort 


mortg: investment real 





assets 


1959 of $142 mil- 
$225 million in 


estate are pro- 


investments in 
and 
real 


securities 
gage loans and 
ducing an average yield of 5.45%, 
the most satisfactory rate in 25 years. 
Insurance in force with Northwestern 
Mutual was $9.898 billken on December 
31, a gain in the year of $562 million, or 
6%. The average size of new policies sold 
in 1959 was a record $11,196, 10% 
the 1958 figure. The number 
in force reached 1,655,665 at year end. 
Premiums, investment income’ end 
funds left with the company totaled $546 
million in 1959 compared with $529 mil- 
lion in 1958. Benefit payments to policy- 
owners and beneficiaries, including divi- 
dends, amounted to $462 million. Oper- 
ating expenses and taxes totaled $64 mil- 
lion. General safety funds received $7.3 
million from current gains and another 
$2.3 million was added to mandatory se- 
curity valuation reserve. 
Included in total oblig 





gross 






above 
ot policies 


$4.041 


rations of 


billion were $3.260 billion in policy and 
annuity reserves, $37.9 million in man- 
datory security valuation reserve; $227 


million in general safety funds (surp! us), 
and $366 million in policy benefits left 
with the company for future payments. 


Sales; Dividends 
Sales during 1959, dividends paid in 
the year, and dividends set aside for 


1960 were at new 
viously announced, 
The final 1959 s 


record high, as pre- 


sales figure was $872 
071.725, a gain of $142,445,777, or nearly 
20%, over 1958. Dividend additions and 
the conversion of term insurance into 
permanent forms brought the total in- 


surance issued to over one billion dollars 

The amount set aside to be distributed 
as dividends 1960 is $00 million, 9.1% 
more than was allocated for 1959. The 
1960 dividends will include Northwest- 
ern Mutual’s eighth consecutive annual 
increase. 


Makes Rate Reductions 

Protective Life, Birmingham, has an 
nounced rate reductions for female lives 
and for decreasing Term riders 

Fe male rate reductions have been 
made for ages above ten on most of the 
company’s plans. Generally, this was 
accomplished by using the same rates 
and values for females as for males three 
years younger. At age 12, the set-back 
for females is two years, at age 11, one 
year, and at age ten or below, there is 
no set-back 

Significant rate reductions 
made in the premiums for 
and mortgage protection 
ing to the announcement. 


been 
income 
accord- 


have 
family 
riders, 


Rhode Island Legislation 


A bill to require all life insurance com- 
panies doing business in the state to in- 
some of Rhode 
Island securities and real estate was in- 
troduced in the state legislature by Rep. 
Crist D. Chaharyn of Woonsocket. Un- 
der the measure, insurance companies 
would be expected to make Rhode Island 
investments in an amount equal to 25% 


vest their reserves in 


of the legal reserves they are required 
to maintain under the laws of their home 
State 


Life of Va. Elects Two 
Officers As Directors 


Insurance Co. of Virginia has 
named as directors E. Claiborne Robins, 
president of the A. H. Robins 
Company, 


Life 


Pharma- 
Life of 
Siegel Jr., fi- 


and 
John B. 


president ; 


ceuticals two 
Virginia officials, 
nancial vice and 
Albright, agency vice president. 

Directors approved a stock dividend 
based on one new share for each 24 
shares outstanding. 


George F. 



































*‘To a Milder Clime’’ 


WALTER HASKELL HINTON 


In 1751 Lawrence Washington, George Washington’s half-brother, be- 
came ill and his doctor advised him to spend the winter at the Barbados 
Islands. George went along as his companion. In 1752 Lawrence died 
and George inherited Lawrence’s Mount Vernon estate. 


This reproduction is one in a series of eleven original oil 
paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 


A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 
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Monarch’s Hulme Agency was 
Second in °59 for Life Sales 


FRED A. HULME 


Fred A. Hulme, general 
Monarch Life of Springfield, Mass. 
East Orange, N. J., enjoyed his best 
production year to date in 1959 by pay- 
ing for $3,401,594 of Ordinary life busi- 
ness and $107,734 in annualized A, & H. 
His agency ranked second 
year 160 Monarch Life 
in life volume and eighth in 
A. & H. production. 


agent of 


premiums. 
for the among 


agencies 


Biggest month was last December dur- 
ing which the Hulme 
$955,185 in life insurance, leading the 
company for that month. Gerald Cauza, 
the 1959 leading agent of the office with 
a life paid-for of $1,059,862, ranked No. 2 
in the company for the year and in first 
place for December. Other Hulme pro- 
ducers who ranked among the Monarch’s 
first ten in production for December 
were John Tomasko, Weller B. Evans 
and Clifford W. Johnston, who ranked 
fifth for the year among Monarch’s 
leading life producers. 

The Hulme Agency now has a full- 
time staff of 12 agents, three of whom 
started in last July. 


Agency paid for 





Bankers of Des Moines 
Reports Substantial Gains 


Substantial gains for Bankers Life of 
Des Moines were reported to the com- 
pany’s board of directors by D. N. War- 
ters, president. Increases in benefits paid 
to policyowners and beneficiaries, assets, 
investment earnings, Ordinary insurance 
sales and total insurance in force were 
included. 

Benefits paid to living policyowners 
and beneficiaries during 1959 amounted 
to $105,481,241. An additional $54 mil- 
lion was set aside for future payments. 
bringing reserves and other funds held 
for the protection of outstanding policies 
and contracts to more than $1.4 billion. 

New paid-for life insurance totaled 
over $500 million. with Ordinary sales 
accounting for $285,827,309 of this total, 
a gain of more than 10% over the pre- 
vious year. New Group life insurance 
sales for the year amounted to $214,078, 
635. 

Life insurance in force increased by 
over $276 million to a new high total 
of $3,549,304,147, Ordinary life insurance 
in force A the year end amounted to 
$1,969,319,234 and Group life reached 
$1,580,074, O13. 

Assets increased by nearly $56 million 
to a new high total of $1,029,702,440. Dur- 
ing 1959 the rate of interest earned on 
the company’s invested assets, after in- 
vestment expenses but before F one ral in- 
come tax, was 4.09% compared to 3.99% 
in 1958. 
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DeBiasi Joins U. S. Life in 
Margate City, New Jersey 


DEBIASI 


ARTHUR W. 


Gordon E, Crosby, Jr., vice president 
and director of agencies for The United 
States Life, has announced the appoint- 
ment of the Arthur W. DeBiasi agency 
in Margate City, N. J. 

Mr. DeBiasi, who joined U nited States 
Life as a full time agent in Newark, 
N. J., later worked with the Equitable 
Life Assurance Society and was then 
general agent for the Franklin Life. He 
rejoined the United States Life as gen- 
eral agent in the accident & health and 
Group fields. 

A veteran of Army Air 
Mr. DeBiasi is vice commander of 
local American Legion post. 


Force service, 
his 


Jesse Heiges, Glenn Head 
Elected U. S. Life Directors 


Election of Jesse G. Heiges and Glenn 
O. Head as directors of the United 
States Life is announced by Raymond 
H. Belknap, president. 

Mr. Heiges is secretary and general 
counsel] of Charles Pfizer & Co., Inc., 
drug and chemical manufacturer of 
Brooklyn, N. Y. Mr. Head is vice pres- 
ident and actuary of the United States 
Life. 

Prior to joining Pfizer as an attorney 
in 1950, Mr. Heiges practiced law with 
the New York law firm of Mudge, Stern, 
Williams & Tucker. During World War 
II, he served as a lieutenant in the U. S. 
Navy. 

Mr. Heiges, who graduated from 
Ursinus College and University of Penn- 
sylvania Law School, also attended the 
advanced management program of the 
Harvard Business School. He is a di- 
rector of Ursinus College and a member 
of the American Bar Association, New 
York State Bar Association, and Asso- 
ciation of the Bar of the City of New 
York. 

Glenn O, Head joined the company in 
953 as associate actuary and was named 
to his present position four years ago. 
A graduate of the University of Tllinois, 
he is a Fellow of the Society of Actu- 
aries and is an associate of the Casualty 
Actuarial Society. 

Prior to joining the United States 
Life, he was with the Iowa Life as gen- 
eral manager and actuary. 





Opens Agency in Anchorage 


Mutual Of New York has opened new 
Managing agencies in Anchorage, Alaska, 
and Bakersfield, Calif. This will bring 
MONY’s total number of agencies to 156. 

James A. Power, currently district 
Manager in Alaska, will head the Anchor- 
age unit. Edward L. Schnee, manager 
of the Waterloo, Ta. agency, has been 
appointed manager in Bakersfield. 


Massachusetts Mutual’s 
Leading First-Year Men 


Massachusetts Mutual Life has an- 
nounced the winners of its “Freshman 
Five Award” selected from all field rep- 
resentatives completing their first con- 
tract year during 1959. Chosen on the 
basis of volume, first year commissions 
and number of lives were: H. William 
Freeman, Los Angeles; Eugene Spur- 


geon, Wichita; Robert Brosterman, The 
Pierce Agency of Miami; James R. 
Jenkins, San Antonio; and Harold H. 


Bristol, Jr., Syracuse. _ 
As a group, the “Freshman Five” 
$4,818,999 in volume, 269.6 in lives, 


had 


and 





$65,478.17 in first year commissions, Com- 
positely, the “freshman” is 38 years old, 


with two and a half years of college 
and six years of military service, mar- 
ried, with 2.6 children. The group rep- 
resents every geographical section of 
the country and ranges in age from 27 to 
54. 

Mr. Freeman, with sales of over a mil- 
lion dollars in individual life insurance 
last year, was Massachusetts Mutual’s 
First Year Man of the Month in April. 
A native of Ann Arbor, Mich., he at- 
tended the University of Michigan and 
was graduated from the University of 
Southern California. A navigator in 
World War II, 











U nother 


he was awarded the Air 


Joanning Asst. Treasurer 
Pacific Mutual Life announced the pro- 


motions of Harold T. Joanning to as- 
sistant treasurer, and Raymond I. Col- 
bourn and Howard C. LaBresh to de- 


partment managers. Joanning had been 
manager of the planning and coordin- 
ating department since 1957, and La- 
Bresh, a senior methods analyst, now re- 
places him in that post. Colbourn be- 
comes manager of the general account- 
ing department. 





Medal and the Purple Heart with two 
clusters. 








ASSETS 


United States Government Bonds 
All Other Bonds 

First Mortgages on Real Estate 
Real Estate 

Stocks 

Policy Loans 

Cash 

Other Assets 


Total 


LIABILITIES 


Reserves for Insurance and Annuities 
Policyholder Funds at Interest 


Reserves for Dividends Payable in 1960 


Incomplete Claims . 


Reserves for Taxes and Niniilienenees 
Purposes .... 


Contingency and fidieebas Vv aeidinn 
Reserves 


Surplus 
Total 


GROWTH IN TWENTY YEARS 


Premium 
Year Income Assets 
1939 $27,911,827 $253,357,833 
1949 44,724,045 511,012,616 
1959 82,582,456 861,043,465 


* Includes $118,251,267 group insurance 


Phony Mutual Life Insurance Company 


OF HARTFORD, CONNECTICUT 





.. 15,251,508 
47,787,481 


$ 42,869,236 
334,299,272 
367,436,965 

17,922,542 
16,244,106 
60,558,347 

3,189,290 
18,523,707 


$861,043,465 





@ An all-time high in Sales 
@ An all-time high in Benefits to 


Policyholders 


. $625,086,092 
141,271,017 
10,922,613 
2,861,689 


17,863,065 


Nineteen fifty-nine was an outstanding milestone 
in the one hundred nine years of the company. 
Purchases of life insurance were the highest on 
record and amounted to $384,910,000, including 


$66,568,000 of group. Insurance in force in- 


. $861,043,465 


creased $239,921,000 — the largest gain for any 
year — and brought the total insurance in force to 
$2,317,013,000. Premium income also set a new 
record, totaling $82,582,000, for the year. Benefits 


becoming payable to policyholders and benefici- 


$59,971,000. 


Insurance 
in Force 


$ 674,361,669 
1,066,060,504 
2,317,013,765 * 


aries were the largest for any year and totaled 


To our field organization and to our loyal bro- 
ker-surplus writer friends goes sincere apprecia- 
tion for making this substantial growth possible. 
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Canada Life Appoints 
Nashem General Agent 


TO REMAIN IN 42ND STREET 


Was 1959 Agency Lander of Mutual 
Benefit Life; Began With 
Metropoliian 


ashem, for some years gen- 
eral agent for Mutual Benefit Life at 110 
East Forty-second Strect, New York City, 
has resigned from that company and on 


Leland O. N 


April 1 will become general agent of Can- 
ada Life Assurance Co. of Toronto i the 
sime location Both companies issued 
statements which in part follow: 
Mutual Benefit Statement 
Lee Nashem, general agent in New 


York City for Mutual Benefit Life, has 
resigned, effective March 31. He has 
accepted a position as general agent 
with another company. 

One of the outstanding general agents 
in the company’s nationwide field force 
he developed his agency in 12 years from 
nearly scratch to a position among the 
company’s leaders. He climaxed his 
company career in 1959 when his agen- 
cy led the company with an all-time 
Mutual Benefit Life production record 
of nearly $29 million 

Mr. Nashem began his life insurance 
career in 1932 with Metropolitan Life. 
He served that company as agent, as- 
sistant manager and personal assistant 
manager. After five and a half years 
with Metropolitan he joined Acacia Mu- 
tual as manager of the Se: attle office. 
He transferred to this company’s home 
office in Washington, D. C. as super- 
visor and later was named assistant to 
the field vice president. In 1943 he 
moved to Chicago as branch manager 
there. He joined Mutual | Benefit Life 
as general agent January 2, 1948 


Canada Life Seentinihes 


Assurance Co. an- 
Nashem Agency, 


The Canada Life 
nounces that the Lee 





“Meet Mr. Lincoln” Awards 


The award-winning “Meet Mr. Lin- 


coln” tel 


evision program, presented by 
Lincoln National Life and NBC-TV on 
Februar y 11 for the past two years, re- 


cently won three more coveted honors 
the Sylvania Award, the Thomas Alva 
Edison Award, and the Freedoms 
Foundation Award 

In addition to these three awards, 
“Meet Mr. Lincoln” previously won an 
Emmy and the Robert E. Sherwood 
Award, and was selected to represent the 
United States at the Prix Italia Exhibit 
in Italy. Also, it was chosen for show- 
ing at the International Edinburg Festi- 
val and at La Biennale de Venezia in 
Venice. 


Colonial Appoints Massey 

Appointment of Norman G. Massey, 
Jr.. CLU, as resident superintendent of 
agencies for Colonial Life of America 
was announced by W. Thomas Fiquet, 
vice president, Ordinary agencies. Mr. 
Massey will continue to maintain offices 
in Lancaster, Pa. Previously, Mr. Mas- 
sey was manager of Colonial’s Lancaster 
Ordinary branch office. 

Mr. Massey has been associated with 
the life insurance business in Lancaster 
County since 1938 when he began his 
career with Metropolitan Life. Later, he 
was promoted to office account repre- 
sentative in the Lancaster district for 
that company. Prior to joining Colonial 
in March, 1958, Mr. Massey was a dis- 
trict manager with Jefferson Standard 
Life. During World War II, he served 
with the Army for 3% years in the 
Asiatic Pacific Theatre, 





FRANKLIN LIFE SCHOOL 

About 40 field representatives of 
Franklin Life attended a sales training 
school February 28 to March 4 at the 
Radium Springs Hotel at Albany, Ga. 
Classes were conducted by Director of 
Training George J. Lamb and Vice Pres- 
ident James R. Maloy. 








LEE 


NASHEM 


Inc., will become associated with this 
company as general agent effective April 


1. The agency will remain in its present 
space, 110 East Forty-second Street, 
New York, across from Grand Central 
Station 


The Canada Life, established in 1847, 
is one of the oldest life companies on 
this continent. It has a total of billion 
life insurance and annuities in force, the 
last billion being added in 2% years. 
In the United States the company has 
offices in 34 states including Hawaii and 
also District of Columbia. The company 
Canada, United 


Bahamas and 


offices 
Ireland, the 


also has 
Kingdom, 
Trinidad 
Mr. Nashem built an organization in 
12 years which in 1959 produced §29 
million of new business to become the 
leading agency of the life insurance 
err with which he has been asso- 
Alec 


across 





Citizens Life Announces 


A New Non-Par Policy 


Citizens Life of N 
effective immediately 


New York announces 
a new form of its 
life paid-up at 95, non-participating. 
The policy has a substantial first year 
cash value. An annual renewable Term 
Insurance rider can be added, the face 
amount of which is equal to the cash 
value of the basic policy. The term rider 
is convertible up to age 60 for the 
amount of insurance then in force. 

As with all Citizens Life policies, 
policy loan interest operates on a reduc- 
ing scale to as low as 34%. 











Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 
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HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 


Established 1945 
220-02 Hempstead Avenue 


QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Julian Myrick 80 Years Old 


The elevator starters of Empire State 
Building, Fifth Avenue and Thirty- 
fourth Street, New York, thought there 
was some kind of a convention going on 
in the Richard E. Myer agency of Mu- 
tual Of New York Tuesday. It was be- 
cause so many people were coming in 
and asking them on what floor Julian S. 
Myrick is located. He was celebrating 
his 80th birthday. Although chairman 
of American College of Life Underwrit- 
ers and former vice president and a 
nianager of MONY he is now an insur- 
ance agent who has written more than a 
million during past two years. The 
agency contained so many flowers it 
looked like the Bronx Botanical Garden. 


About 1,000 letters and telegrams of 
good wishes came from all parts of 
U. A., Canada, and Australia. 





N. Y. Life Group Leader 


The Downtown Group-brokerage office 
in New York City led all New York 
Life’s Group-brokerage offices for the 
second consecutive year with premium 
income of $2.65 million in 1959, announced 
Arthur M. Browning, vice president in 
charge of Group insurance. 

The eight field men who operate out 
of the office, serving 1,500 brokers in the 
New York metropolitan area, placed $52 
million of Group life insurance on 27,- 
000 lives during 1959. 




















GROUP 
MAJOR 
MEDICAL 
10 Lives and Up 


Comprehensive or Superimposed 
Over Qualified Base Plan 


Call us for details and 


sales literature 


WHITE & 
WINSTON 


INC 


4 








General Agent 
The UNITED STATES LIFE 
INSURANCE CO 


Great-West Appoints 
Four Group Managers 


The Great-West Life of Winnipeg has 
announced the appointments of four 
Group managers. They are: W. J. Calla- 
han, Jr., at Minneapolis; D. M. Kall- 
meyer, CLU, at Toronto; T. W. McKay 
at Western Ontario with office in Hamil- 
ton; and C. W. Miller at Winnipeg. 

Mr. Callahan, formerly Group super- 
visor at Minneapolis, joined the com- 
pany in 1951 as an assistant Group super- 
visor at Detroit, and was appointed 
Group supervisor at Portland in 1954. 
He was named Group supervisor at Min- 
neapolis in 1956. 

Mr. Kallmeyer, formerly Group super- 
visor at Toronto, joined the company at 
Toronto in 1953 as a representative and 
was appointed a supervisor there in 1955. 
He was promoted to Group supervisor in 
1956. 

Mr. McKay joined the company in 
1946 as branch supervisor at Hamilton. 
He moved into the Group field in 1947 
as assistant Group supervisor at Hamil- 
ton and in 1950 was appointed Group 
supervisor for Western Ontario. 

Mr. Miller was formerly Group super- 
visor at Winnipeg. He joined the com- 
pany there in 1951 as a Group represent- 
ative and was appointed assistant Group 
supervisor in 1952. In 1954 he was nz amed 
Group supervisor at Vancouver, return- 
ing to Winnipeg in the same position in 
1956. 





Cowles Resigns as Officer 
Of New York State Ass’n. 


Chauncey D. Cowles, Jr., CLU, vice 
president of the New York State Asso- 
ciation of Life Underwriters, in a letter 
to Harry K. Gutmann, CLU, ‘State Asso- 
ciation president, announced his resig- 
nation as an officer of the Association. 
However, he said’ that he will continue 
in office for the balance of his term at 
which time the resignation will become 
effective. 
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Provident L. & A. Tops 
$333 Million in Sales 


IN FORCE UP TO $2.6 BILLION 





President Maclellan Reports Doubling of 
Assets in Six Years; A. & H. Volume 
Reached $77,396,469 


The 72nd year of Provident Life & 
Accident of Chattanooga was a period 
of outstanding progress and development, 
President R. L. Maclellan reported to 
stockholders at the recent annual meet- 
ing. 

The report showed new life insurance 
sales of more than $333 million during 





R. L. MACLELLAN 


1959. The net gain of more than $199 
million brought the total in force on 
December 31 last to $2,626,877,755. Acci- 
dent and sickness premium income in- 
creased by more than $6,600,000 to the 
record total of $77,396,469. 

Provident’s assets increased by $18,- 
862,000 to the December 31 total of $190,- 
631,705. Assets have more than doubled 
in the last six years, Mr. Maclellan re- 
ported. Benefit payments totaled $78,- 
483,000, a new record, and approximately 
$6 million more than the 1958 total. 

“Many new programs, resulting from 
careful planning in the home office and 
field, made possible this outstanding 
growth,’ Mr. Maclellan said. “The de- 
velopments of new policy coverages were 
also important, but of greatest impor- 
tance, is the high caliber of the members 
of our home office and field organiza- 
tions,” 


H. O. to Be Named Maclellan Bldg. 


After the stockholders’ meeting the 
board of directors voted a new name for 
the present home office building when 
the company moves into its new ‘home 
office this summer. The building will 
be named in honor of and in tribute to 
the late R. J. Maclellan and will be 
known as the Maclellan building. 

The present home office building was 
completed in 1924 during the presidency 
of Mr, Maclellan, who served the com- 
pany as an executive and as an in- 
spirational leader for more than 50 years. 

e started in 1905 as secretary, served 
as president from 1916 until 1952, and 
as board chairman from 1952 until his 
death in 1956. 


H. Rohan in Ft. Lauderdale 


Mutual Of New York has opened a 
new agency in Fort Lauderdale, Fila., 
with Harold E. Rohan as manager. With 

NY 13 years, he was assistant man- 
ager and brokerage supervisor in the 
company’s Miami agency. Formerly he 
Was operations manager for National 

irlines in Miami. 

A graduate of Miami High School 
Mr. Rohan attended University of Ver- 
mont. He is active in Knights of Colum- 
bus and Holy Name Society. 





G. B. Whitsitt Retires from 


Business Men’s Assurance 


G. B. Whitsitt of Business Men’s As- 
surance has retired from active service 
with the company. Mr. Whitsitt served 
as vice president in charge of — for 
BMA from 1954 to 1959. He has been 
associated with the company since 1927, 
when he joined BMA as a claim ex- 
aminer. He was named claim secretary 
in 1950 and assistant vice president in 
1953. He has served as claim coordi- 
nator during the last year. 

Mr. Whitsitt plans to devote his time 
after retirement to personal activities and 
travel. A native of Pleasant Hill, Mis- 
souri, he is a Deacon and Sunday School 
teacher at the Armour Heights Baptist 
Church. He is a member of the Down- 
town Optimist Club of Kansas City and 
a director of the Optimist Youth As- 
sociation. He is also a member of the 
Life, Health, Accident and Hospital 
Service Association and the Health In- 
surance Council of America. 





Richard Conboy Named at 
Boston for Manhattan Life 


Richard J. Conboy has been appointed 
general agent of Manhattan Life in 
Boston. Agency offices are at 89 Broad 
Street. 

Mr. Conboy has spent his entire busi- 
ness career in life insurance starting 
in 1939 with New England Life in Boston. 
During seven of his seventeen years with 
that company, Mr. Conboy was a medical 
underwriter. His background also in- 
cludes agency experience, starting in 
1956, when he joined a leading Boston 
insurance agency as brokerage manager. 
In 1959 he became manager of a well- 
known life insurance agency in Boston. 
During World War II, Mr. Conboy 
served in the U. S. Navy and the Marine 
Corps. 





Lillian Joseph Chairman 

Lillian L. Joseph of Home Life of New 
York will be chairman of a benefit spon- 
sored by the New York League of Busi- 
ness and Professional Women to aid 
the New York Infirmary and_ the 
Memorial Center for Cancer and Allied 
Diseases. It will be held on March 12 at 
Hotel Pierre, N. Y 











LONDON 


CONSULTING ACTUARIES INTERNATIONAL, INC 
Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 
NEW YORK 
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Kamataris and Bailey Promoted by Franklin 





GEORGE T. KAMATARIS 


Two home office promotions were ap- 
proved at the recent annual meeting of 
the board of directors of Franklin Life. 
George T. Kamataris was elected vice 
president and director of sales and Ray 
Bailey was appointed an assistant vice 
president. 


Mr. Kamataris joined Franklin’s sales 
force in California in 1947. He was suc- 
cessful in both personal sales and agency 
development before being named ex- 
ecutive sales assistant to Western Ex- 





RAY BAILEY 


A. Landis, of 


In this position he super- 


ecutive Director George 
Los Angeles. 
vised recruiting, training and administra- 
tion at Franklin’s California headquar- 
ters. In December, 1958, he joined 
Franklin’s home office staff as director 
of sales. 


Mr. Bailey has been a member of the 
Franklin home office staff since 1925. In 
1942 he was appointed comptroller of the 
agency department, in 
he has served ever since. 


which capacity 











AMERICA'S 


INFORMAL 


BUSINESS CAPITAL 


personnel. 


You will find at The Greenbrier the p=rfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, 
a theatre with a CinemaScope screen. Accommoda- 
tions are magnificent; the food is gourmet fare. For 
after-session enjoyment The Greenbrier’s recreational 
facilities are unsurpassed. And our staff of experts not 
only helps in planning your program, but they also 
handle the details to carry it through successfully, 


splendid banquet arrangements, and 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
EFFECTIVE DEC. 1, 1960-FEB. 28, 1961 


FOR INFORMATION write Charles L. Norvell, Dir. of Sales. 
Also reservation offices: New York, 17 E. 45th St., 
Boston, 73 Tremont St., 
ington St., RA 6-0624 + Washington, D. C., Investment Bldg., 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 «+ Seattle, 726 
Joseph Vance Building, MU 
2-1981 » Dallas, 211 N. Ervay, 
RI 1-6814 » Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS + WEST VIRGINIA 


MU 2-4300 
LA 3-4497 « Chicago, 77 W. Wash- 
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REMARKABLE GROWTH OF 
INSURED BENEFIT PLANS FOR 
WORKERS 


Insured benefit plans for wage earners 
in this country has experienced a phe- 
nomenal growth in the past decade and 
expansion of insured 


a substantial pen- 


sion plans can be expected with re- 


moval of the discriminatory tax advan- 
tage that has been held by trusteed pen- 


sion systems 


Approximately 60% of the nation’s 


civilian, non-agricultural work force is 
now covered by some type of employe 
benefit plan underwritten by life insur- 
ance companies, as compared with about 
30% of the work force with such cover- 
Last 


payments 


age ten years ago. over $3,- 
000,000,000 in 


workers from these 


year 


benefit went to 


Desai 
American employe 


employe plans, five times the benefits 


paid a decade ago, according to the In- 


stitute of Life Insurance. 
1950's 


as a period when 


The decade of the has been 
particularly significant 
employers, unions and employes worked 
together to provide on a voluntary basis, 
and through private life insurance com- 
panies, a basic floor of financial security 
health insurance 
benefits, 


Johnson, president of the In- 


through life insurance, 


and retirement according to 
Holgar ] 


stitute 


The confidence of the Federal Govern- 
ment in employe benefit planning through 
insurance companies was expressed dur- 
ing this period when it established 
insurance for 
180 life 


provide 


Group life its employes. 


Some insurance companies now 


this Group life insurance 
2,250,000 


single 


pro- 


tection for Federal employes, 


the largest Group life insurance 


program ever written. 


At the start of the 1950's there were 
about 17,000,000 workers covered for $40,- 
000,000,000 of Group life insurance pro- 
tection. Ten years later, the number of 
persons covered had gained by 120% toa 
total of 38,000,000 and 


their life 


insur 
ance in force had increased to about 
four times the 1950 figure, reaching 


nearly $155,000,000,000. Although the 
amount quadrupled, the 1959 cost for this 
protection, some $1,400,000,000, was only 
three times what it was ten years ago 


The major share of this cost was paid 


by the employers. 
Overall, 
surance 


the number of Group life in- 
master 150,000 at 
about triple the 


contracts was 


the start of this year, 


number ten years ago. 

The average amount of Group life in- 
surance owned by insured American 
workers in 1959 totaled about $4,000 com- 
pared with $2,300 ten years ago. 

While 
ing their basic Group life insurance over 
this period, the Institute noted, owner- 
ship of individually purchased protection 
in the United States increased by over 
$183,000,000,000, a rise of over 100% in the 
decade. 


American workers were increas- 


The annual flow of death benefit pay- 


ments to the families of Group insured 
workers who have died has almost 
quadrupled in a ten year period. In 1959, 


these benefit payments were near the 
$1,000,000,000 mark, compared with $259, 
000,000 paid in benefits ten years ago. 


Insured pensions continued to gain in 
importance in the employe benefit pic 
ture. Last year there were 26,000 insured 
pension plans in effect covering nearly 
5,000,000 nearly 
three times the 9,100 plans in force ten 


employes. This was 
and than twice the 
2,230,000 persons enrolled at that time 


$300,000,000. is 


currently being paid out to retired per 
sons under insured pension plans, more 


years before more 


Annual income of over 


than three times the income payments 
made ten years ago. Employers and 
employes put about $1,700,000,000 into 


their insured pension funds last year 
The reserves in these plans increased 
to nearly $16,000,000,000. 

The life insurance companies alone 


now cover about 15,000,000 workers under 
Group health insurance plans, 
mately 


approxi- 
twice the number covered ten 
years ago. It is estimated that $1,900,- 
000,000 was paid in Group health jnsur- 
ance benefits by the life 
1959, times 
paid by them ten years ago 


companies in 


almost seven such benefits 


Robert Lancaster, who has been chief 
examiner for the Kentucky Department 
of Insurance has resigned and plans to 
establish an insurance consultant office 
in Louisville. 





LIFE INSURANCE 
international offices in 
the life company’s new Frankfurt, 
business manager; 
INA manager in Frankfurt; 
the new Munich office. 


time the photo was taken. 


COMPANY OF 
Munich and Frankfurt, 
the opening ceremonies in Frankfurt (left to right) : 
Germany 
Leland T. Waggoner, sales vice 
and Wayne K. Brenengen, life 
Malcolm Dickinson, resident vice 
office for Europe—The Hague—was present on this occasion, but unavailable 


NORTH AMERICA opened its first 
Germany, January, 1990. Shown at 
Edward W. Bird, manager of 
John Bedford, [INA military 
president; Otto Schoeppler, 
company manager of 
president, of the head 
at the 


offic e; 





Frank A. Johnson, president of Endi- 
cott Johnson Corp., Endicott, N. Y., 
director of American 


has 
been elected a 
Reciprocal Insurers, it 
Schuyler Merritt, II, chairman. Prop- 
Endicott Corp. have 
been insured since 1900 by this exchange, 
oldest and largest preferred risk fire 
reciprocal in the United States and 
Canada. Mr. Johnson became president 
of his firm on February 4, 1957, 
previously served as vice president and 
general manager of the City- 
Binghamton plants. He elected a 
1946. The company 
founded by his grandfather and Mr. 


is announced by 


erties of Johnson 


having 


Johnson 
was 
director in was 
John- 
son represents the fourth member of his 
family to hold the chief executive office. 
Mr. Johnson is a director of the First 
City National Bank of 
Security Mutual Life 
organizations. 


Binghamton and 
and active in many 


3K * 


William J. Kennedy, now with Detroit 
Insurance Agency in Detroit, has an 
nounced his candidacy for the state 
senate, entering the Republic an primary 
in August. Mr. Kennedy is a Notre 
Dame graduate and a Korean war navy 
veteran. 

a ak * 


William B. Mintzer, general agent in 
New York for Security Mutual Life of 
Binghamton, N. Y., has been elected 
chairman of the company’s General 
Agents Advisory Council for 1960. This 
group serves as a consulting body, work- 
ing in cooperation with the company’s 
officers and management and as a liaison 
group for its field force. Mr. Mintzer 


has been associated with Security Mu 
tual since 1936. 
* * x 

Morris L. Yellen, St. Paul, Minn., gen- 
eral agent for Franklin Life, has been 
cited as the firm’s Man of the Month 
for February. A former assistant man- 
ager for Metropolitan Life, Mr. Yellen 


has been a Franklin associate since 1955. 
He recently was named a charter mem- 
ber of the newly-organized Franklin 
Million-Dollar Conference. 





ALBERT W. 


ANDERSON 


Albert W. Anderson 
pointed vice president and secretary ol 
London Life. He joined this company 
in 1923, and for several years was on 
actuarial department staff. He trans- 
ferred to the secretarial department as 
executive assistant in 1937 and was ap- 
pointed assistant secretary in 1946, comp- 
troller in 1951, and secretary in 1958 

By * + 


M. G. Follin, vice president of Pilot 
Life of Greensboro, N. C., has been 
elected president of the Mortgage Bank- 
ers Assn. of the Carolinas. Native ol 
Winston-Salem, N. C. and a B.S. in com- 
merce graduate of University of North 


has been ap- 


Carolina, he has been with Pilot Life 
since 1945, 
k * x 
R. G. Rincliffe, president, of Phila- 


delphia Ele« ‘tric Co., has been elected 
a director of Life Insurance Co. ol 
North America. He has been a director 
of Insurance Co, of North America since 
1955 and is presently serving on the 
executive committee also. 
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Retirement of “Bob” Watt 


Robert W. Watt, chairman of the 

Seaboard Surety, and one of the most 
colorful personalities in the insurance 
field, has retired as chairman of that 
company but will continue as chairman 
of finance committee, a director and a 
Seaboard consultant. He first attracted 
public attention as a baseball star at 
ieonbia Universtiy. 

Of the hundreds who have entered in- 
surance from the sports world, amateur 
as well as professional, Mr. Watt is one 
of the few men who became chief execu- 
tives of an insurance carrier, “Buck” 
O'Neill being another. 

Mr. Watt will continue numerous ac- 
tivities in connection with Columbia 
University of which he first attracted 
attention as the college’s star second 
baseman. He is a life trustee and vice 
chairman of the board of that university. 

As an undergraduate he was president 
of his senior class, chairman of the stu- 
dent board, fraternity president and 
member of the university’s committee 
on athletics. Shortly after his return to 
civilian life in September, 1920, he was 
named graduate manager of athletics. 
Other official alumni activities include 
or have included ithe standing com- 
mittee of Columbia College, the execu- 
tive committee of the alumni federation, 
chairman of the medical school develop- 
ment program and the alumni athletic 
award. It goes annually to the alumnus 
who has distinguished himself in Colum- 
bia’s athletic history and has maintained 
a Steady interest in the college’s athletic 
program since graduation. He was also 
chairman of Columbia’s committee on 
building and grounds. 

Most of the athletes entering insurance 
come from the football area. Irrespective 
of the sport where they win distinction, 
the bulk of them selects a sales career 
in insurance because at the start their 
popularity eliminates approach problems. 
Made to order for them is possession of 
a large pool of prospects formed by 
those who either have known these men 
or read in the papers about their ex- 
ploits. They possess the very qualities 
Necessary to victory on the gridiron, 
diamond or any other athletic field. 
Those qualities are courage, aggression, 
quick thinking, and the spirit to win. 
Those are the characteristics which make 
them keep fighting to reach their ob- 
jective in salesmanship and keep them 
irom discouragement if brushed off or 
brusquely treated. 

The best known of the sports stars 
who attracted attention in insurance was 
Christy Mathewson, pitcher of the New 
York Giants who started selling life 
insurance between seasons. His popu- 
larity with the public was so great that 
he had only ito appear in an office when 
Sales of insurance quickly followed. Ap- 
parently, most everybody wanted to 

st of having a policy which they 
bought from baseball's top hero. Another 
aseball star who sold insurance between 
Seasons was Harry Heilman of the De- 
troit Tigers. Babe Ruth’s personal man- 
4&er was Christy Walsh who wrote 
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syndicate articles for professional ath- 
letes and was sometimes their personal 
manager. He advised Babe Ruth to buy 
annuities and it was arranged—as a press 
stunt—that Heilman sell such a contract to 
Ruth in the office of the Equiable Life 
Assurance Society for which Heilman 
was a part time agent. Ruth’s appear- 
ance interrupted routine work in the 
company for an hour, 

Long a successful agent is Connie Titus 
of the Aetna Life Affiliated Companies, 
who was a world’s champion sculler. One 
of football stars, now vice president of 
Home Indemnity, is Mortimer E. (Bud) 
Sprague who spent several years playing 
for a Texas college and four years on 
the West Point football team. In tennis 
a number of crack players entered in- 
surance but always in the sales end. 
“Big Bill” Tilden was an agent for a 
time but flopped in that capacity. A 
number of the best golf players entered 
insurance, some having good success. 

Bob Watt's career included salesman- 
ship before he became an_ insurance 
executive. 

Born on a farm Mr. Watt had early 
experience in milking cows. That means 
getting up soon afiter the sun rises and 
doing the other innumerable chores 
which fall to the lot of a lad on a farm. 
These included a renewal of milking 
duty after school let out. He attended 
public school in Franklin, N. J., was 
graduated from the high school in Ham- 
burg, that state, and then for a year 
returned to ithe farm as a full-time job. 
It was a dairy farm with many cattle. 

Next, he entered Columbia University 
where he was rated as one of the best 
second basemen in the college. He was 
captain of the varsity teat when a senior, 
a team voted the Eastern intercollegiate 
champion of 1916. After college he 
played professional baseball for several 
teams. The first was the Detroit Tigers 
where the two stars were two of base- 
ball’s greats—Ty Cobb and Sam Craw- 
ford. Manager was Hugh _ Jennings. 
Watt, after being farmed to teams in 
the Virginia and Southern leagues, quit 
professional baseball. 

In the meantime Mr. Watt went into 
World War I as an aviation cadet being 
trained at University of Toronto in a 
ground school. 

Next he went to Texas where he re- 
ceived flying training at Fort Worth. 
Going overseas he received further train- 
ing near Tours in France and he saw 
action in the Argonne as a second lieu- 
tenant being a captain when he was 
separated from the service. Follow- 
ing the Armistice he was stationed in 
Germany where he remained until July 4, 
1919. 

His first job after leaving the service 
was with the Burroughs Adding Machine 
Co. for which he sold machines in the 
New York area, largely in the territory 
between Twenty-third and Forty-second 
Streets, now known as “the garment dis- 
trict.” He was very successful as a sales- 
man. It was while filling this position 
that he was offered ithe job of Columbia’s 
director of athletics which he accepted. 
In that post a player he had induced to 


enter Columbia became later one of the 
best known figures in baseball. This was 
the American League’s Lou Gehrig who 
played first base for the Yankees. When 
Watt was earning his way through Colum- 
bia by such jobs as manager of the fra- 
ternity house Gehrig’s father and mother 
were employed in this house and that’s 
where he first met Gehrig who was 10 
at the time. The latter was playing foot- 
bal] and baseball for a high school when 
Watt persuaded his parents to send him 
to Columbia. 

It was after he reported to Columbia 
for duty that Watt met a man who was 
to have the greatest influence on_his 
future. This was the late “Buck” O'Neill, 
general counsel of Royal Indemnity Co., 
serving on a part-time basis as Colum- 
bia’s football coach. A former: noted 
football star he had been coach at Syra- 
cuse University and had made his insur- 
ance debut as a lawyer in ithat city with 
a considerable practice representing in- 
surance companies in litigation. His 
good judgment and confidence- inspiring 
personality had attracted the attention 
of the Royal Indemnity’s home office 
executives. Brought to New York he 
became general counsel and then presi- 
dent of the company. 

In 1924 O’Neill said to Watt: 
do not plan to make college 
your life work, how about a career in 
insurance?” Mr. Watt resigned from 
Columbia and joined Royal Indemnity in 
April, 1924. 

year later “Buck” O'Neill said to 
Watt: “How would you like to go South ? 
It is to take the place of a special agent 
who is leaving Royal Indemnity. You 
would get some field training there.” 
When Watt said that was agreeable to 
him O’Neill asked when he could start. 
Watt said: “Right away,” and he took 
over the new post on the following morn- 
ing, Headquarters were in Atlanta, and 
field consisted of North and South Caro- 
lina, Georgia, Florida, Mississippi and 
Texas. 

Watt remained there for one year, 
much of his time being spent traveling 
from one town ‘to another on sleepers. 
That is one reason he is a staunch ad- 
vocate of air travel. He was transferred 
to the home office of Royal Indemnity 
at 150 William Street, New York, in 
December, 1926 and he continued with 
Royal until 1929, 

For a_ period, 


“Tf you 
athletics 


Watt in 1929 left the 
Royal Indemnity and joined Moody's 
Investors Service. Remaining with that 
outfit 17 years he became vice president 
and a director. His work had largely to 
do with sales. 

The Seaboard Surety was formed in 
1928. C. W. (“Bill”) French left the 
Royal Indemnity to become president of 
the Seaboard in 1932. After French died 
in 1946 Watt was asked to join the Sea- 
board which he did as president and a 
director in January, 1947, The company 
at the end of ‘that year had total assets 
of $10,046,000, and surplus to policyhold- 
ers of $6,314,000. By the end of 1959 the 
total assets had grown to $34 million and 
the surplus to policyholders had reached 
$18 million. Mr. ‘Watt was made chair- 
man of the board in 1958 as well as of 
the finance committee. 

Mr. Watt is on the boards of tthe 
Reinsurance Corporation of New York, 
American Irving Savings Bank (which 
has $180 million of deposits), and on the 
Insurance Society of New York. Also, 
he is a board member of Mathewson 
Foundation, set up by that family for 
special medical research and the Leonard 
Wood Foundation devoted to arresting 
the disease of leprosy. 

He lives in Morristown, N. J., and be- 
longs to Morris County Golf Club of 
which he is secretary, a director and a 
member of important committees. He is 
an avid reader of biography, his principal 
interests in that direction being Sand- 
burg’s Life of Lincoln and the careers 
of Sir Winston Churchill, Thomas Jeffer- 
son and the Adams family of Massachu- 
setts two members of which have been 
Presidents of the United States. Mrs. 
Watt was Margery Pellett. Their one 
child, Robert A., is a student of Colum- 
bia. 

In commenting on what abilities business 
institutions are searching for in finding and 
developing executives, Mr. Watt says 
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that they particularly are desirous of 
having in their organizations independent 
thinkers, men who are not afraid to 
assume responsibility and above all those 
who can make decisions. 

President of Seaboard Surety is G. 
Shettengren who entered the insurance 
field in 1925 with the fidelity and surety 
division of Hartford Accident & Indem- 
nity at Chicago, The company in 1929 
transferred him to Kansas City as man- 
ager of a fidelity and surety service 
office. He joined Seaboard Surety in 1930 
taking charge of its Chicago branch. In 
1933 he went to head office of Seaboard 
Surety in New York as vice president. 
In 1958 he was elected president. 

Asked by The Eastern Underwriter 
for an appraisal of Mr. Watt, Alan 
Hoey a leading figure in the financial 
field and vice chairman of the First Na- 
tional City Bank, said: 

“My association with Mr. Watt began 
in 1916 when he was captatin of the 
Columbia baseball team of which [ was 
a member. All of his teammates were 
impressed by those qualities of leader- 
ship, sincerity and integrity which later 
contributed so much to his reaching the 
high posts he has held in Columbia and 
in the business and insurance world.” 


ne wy 

Classification Schemes Sought 
The committee on special classifica- 
tions of the Special Libraries Associa- 
tion and the classification committee of 
the cataloging and classification section, 
resources and technical services division, 
American Library Association, are co- 
operating in a continuing project to de- 
velop and expand a loan collection of 
library classification schemes originally 
established by the Special Libraries As- 
sociation. This collection covers all 
fields of science, law, medicine, tech- 
nology, the social sciences and the 
humanities. 

New libraries or libraries with special 
collections are constantly asking for 
classifications in all areas of knowledge 
and it is imperative that the coilection 
be kept up-to-date through the addition 
of new schemes or with modernized 
versions of existing classification sched- 
ules. Curators of special collections, spe- 
cial librarians, and those individuals who 
have developed special classification 
schemes for specific types of material or 
for special subjects are invited to con- 
tribute a copy of their work to the col- 
lection. 

Classification schemes should be sent 


to: Dr. Jesse H. Shera, curator, SLA 
Loan Collection, School of Library Sci- 
ence, Western Reserve University, 


Cleveland, Ohio. 
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Federal Income Rises; 
Premiums Increased 8% 


EARNINGS AT $2.18 
Underwriting Earnings $5,004,000 Before 
U. S. Tax; Surplus $115,771,000, and 
Assets $219,364,000 


A SHARE 


Federal Insurance Co. and its whiolly- 
owned subsidiary, Vigilant Insurance Co., 
report consolidated net income for 1959 
of $6,734,000 after Federal income tax 
as against $5,990,000 for 1958. Federal 
income tax amounted to $3,874,000. These 
earnings are before realized capital gains 











and losses and equalled $2.18 and $1.94 


respectively on the 3,087,916 shares out- 
standing at each year end 
If the undistributed share of net carn- 


PERCY CHUBB 2nd 


ings wed subsidiary, the 
Colonial Life of America, were in- 
cluded, such earnings would be $2.33 in 
1959 versus $1.95 in 1958. 
Investment Earnings Rise 

Net premium written amounted to $72,- 
836,000, an f 8%. Unearned 
a $2,496,000 to $48, 
Before Federal tax, underwriting 
earnings totaled $5,004,000, an increase 
of over 23%. Investment earnings were 
$5,604,000, up almost 6%. 

The loss ratio for the 


increase ol 


premiums increased 


891,000 


year was 57% 
and the expense ratio 34.7% compared 
with 56.7% and 36.1% the year before. 
The combined ratio was 91.7% in 1959 
and 928% in 1959 

Surplus and Assets 

Surplus to policyholders increased $7, 
857,000 to $115,771,000. Of this increase, 
$4,948,000 arose from increases in market 
values of stocks. Admitted assets on a 
consolidated basis totaled $219,364,000, 
and for Federal alone amounted to $212,- 
098,000. 

The report to stockholders also in- 
cludes financial statements of Colonial 
Life. Colonial’s insurance in force in 
creased $41,966,000 to $536,799,000. Total 
admitted assets increased $6,047,000 
Colonial’s net income for the year 
amounted to $511,000 but included a non 
recurring credit of $338,000. 

In the annual report to stockholders 
Percy Chubb 2nd, president, points out 
that Federal had shared in the modest 
improvement that had taken place in 
automobile lines. On the other hand, he 
stated that certain specialized lines such 
as aviation, in which the company has a 
substantial interest, developed lower 
profits than in 1958. 

Mr. Chubb also said the management 


was giving particular attention to lines 
of personal insurance. As a result, Fed- 
eral’s two affiliates, Colonial and Vigilant, 
had developed and offered on a pilot 
basis in six states a program called Plan 
IV for the packaged selling of personal 
(Continued on Page 32) 


N. Y. Commission Bill 
Date Change Sought 


The Barrett-Russo New York commis- 
sion bill was sent back to the legislature 
Tuesday by Governor Rockefeller for the 
purpose of changing the effective date 
from “immediately” to some time in the 
future, possibly June 30, or later. Agents 
and brokers supporting this measure are 
elated because they feel certain that this 
minor change will be made by the state 
Senate and Assembly without opposition. 


—,_ 


While the bill did not contain the words 
“effective immediately,” absence of am 
specific date means the measure would 
have become effective upon approval by 
the governor. 

This bill requires that commission ad. 
justments and other changes in acquisj 
tion costs by fire and casualty insurance 
companies be based on past experience 
when rate filings are made, rather thay 
on judgment of the future. By inserting 
an effective date and not becoming lay 
now, the bill will not interfere with any 
present rate filings before the New 
York Insurance Department. 
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Agricultural Reports Increases 


In Assets, Surplus and Premiums 


The Agricultural Group of Watertown, 
N. Y.—including the Agricultural, Anchor 
Casualty and Queen City Insurance Co.- 
reported total admitted assets of $6/7,- 
688, 743 at the close of 1959, an increase 
of $4,053,323. Policyholders’ surplus at 
$22,036,097, was up $532,044 last year. Net 
premium income of $39,816,848 was up 
$4,383,977, or 12.4%. Underwriting results 


revealed a loss of $1,827,048, against $1,- 
018,449 in 1958. However, on an adjusted 
basis these underwriting losses become 
$1,134,697 for 1959 and $1,537,816 for 1958. 

Net investment income for 1959 was 
$1,569,613. With the underwriting 
the net loss from operations was $312,- 
873, but on an adjusted basis this figure 
would become an operating gain of $379,- 


loss 


478. The group reports a net gain of 
$780,123 last year, including $1,092,996 net 
realized capital gains. 
Underwriting Loss 

President R. G. Horr reports that “the 
sizeable increase in premiums added over 
two million dollars to the unearned pre- 
mium reserve, while in 1958 this reserve 
was decreased by just under a million 
dollars. Such an addition as occurred in 
1959 serves to increase underwriting loss, 
while the opposite effect was apparent in 
the 1958 account. Consequently, adjusted 
figures are shown in both years ‘which 
take into consideration the change in 
stockholders’ equity in unearned pre- 
inium reserves for each year. On this 








































































































best way to buy! 


More agents are selling more insurance at bigger premiums than ever 

with Home’s great continuous payment plan—TuiIco. After your first THICO 
sale, you’ll want to concentrate on selling all your customers this great 
way-to-pay. Here’s why the THICO PLAN is best for your customers, best for you: 


SUITS THE BUDGET. All Home lines, personal and 
commercial, are eligible. Complete insurance programs written 
by Home can be budgeted into easy instalment payments, 
with one payment plan covering the entire program. This 












































































































































Property Protection since 1853 


The Home Indemnity Company, an affiliate, 


makes it easier for customers to pay, easier for the agent 
to sell. Business history of this generation proves that 
people buy more and buy better when they can pay on 
convenient budget terms. And that’s just what the THICO 
PLAN makes available for paying insurance premiums. 


REDUCES AGENCY OVERHEAD. THICo has 
proved to be a great convenience and economy for the 
agent, too. He is able to offer top-quality insurance on 
an easy-to-pay basis, thus attracting those customers 
able to carry more coverage. THICO offers great variety 
to suit all, full commissions, protected renewals. For 
complete details, see your fieldman! 
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basis the results for 1959 are better by 
about $400,000. In both years, however 
large underwriting losses were incurred 

“Progress made in lowering the loss 
ratios for all companies in the group 
during 1959 is disappointing. Strenuous 
efforts are continuing to be made to 
correct this serious condition, but we 
believe that we can report some success 
in several lines and areas. Obviously 
much remains to be accomplished. It is 
never safe to predict what loss ratios will 
be, but with a better trend established 
in the industry and a tighter control over 
underwriting being maintained in our 
ywn offices, we are hopeful that no catas- 
trophies will interefere with better re- 
sults for 1960. 

“Much more encouraging has been 
the control of underwriting expenses 
achieved in 1959, for each company has 
contributed to an important drop in ex- 
pense ratios. In 1958 the companies com- 
bined reported a ratio of 43.4%, which in 
the 1959 consolidated account was re 
duced to 41.4%. This was accomplished 
without benefit of many economies that 
should accrue from closer coordination 
in operations already underway or pro- 
jected within the group, and in spite of 
the many hidden extra expenses that 
were incidental to the Agricultural’s pur- 
chase of the Anchor companies. We an 
ticipate a still lower underwriting ex- 
pense ratio in 1960. 

“The combined ratios of loss and loss 
expense and underwriting expense for 
1959 amount to 102.9%. This compares 
with combined ratios for 1958 of 104.4%.” 

A proposed amendment to the com- 
pany’s charter to change the date of the 
annual stockholders’ meeting from the 
fourth Thursday in February to the 
ond Thursday in March was approved 
The dividend will remain unchanged at 
40 cents per share each quarter. 

Hollenbeck and Horr, Jr., Advanced 

Allyn L. Hollenbeck was elected a vice 
president and Robert G. Horr, Jr. elected 
assistant treasurer. Mr. Hollenbeck will 
head the newly oriented New York de- 
partment for both production and under 
writing. He will celebrate his 45th anni- 
versary in October this year. He joined 
the Agricultural as a map clerk, and was 
an underwriter when he was appointed 
special agent for central New York in 
1925. 

Mr. Hollenbeck was named manager of 
the special risk department in 1935 and 
in 1938 was appointed assistant secretary 
He was elected secretary in 1943 and 
served in that capacity until his recent 
election as vice president. 

Robert G. Horr, Jr., went to the Agri- 
cultural in September, 1955, from the 
3ank of New York. In September, 1959, 
he was assigned to the investment de 
partment, and in the same year made 
assistant treasurer of the Anchor Casu- 
alty of St. Paul. In his new post as 
assistant treasurer,-Mr. Horr, Jr., will be 
closely associated with Harold W. Tom- 
linson, vice president and treasurer of 
the Agricultural. 
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Springfield-Monarch 
Show Excellent Gains 


RESULTS BEST SINCE 1953 





Statutory Underwsiiion Profit Reported; 
Consolidated Earnings of $2.88 
Per Common Share 


Operations of Springfield-Monarch In- 
surance Companies, Springfield, Mass., in 
1959 showed a profit of $6,187,411 after 
taxes. Property and casualty results 
were the best since 1953, with a statu- 
tory underwriting profit of $1,316,270. A 
continued high level of new business 
production and a marked reduction in 
lapse rates combined to bring about the 
largest yearly increase ever reported in 
premiums in force on life and health and 
accident policies 

In their joint statement to stock- 
holders, S. Dwight Parker, president of 
Springfield Fire and Marine, and Frank 
S. Vanderbrouk, president of Monarch 
Life, cited consolidated earnings of $2.88 
per common share after taxes and di- 
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vidends on the 
announced 
regular 


preferred stock. They 
that, in addition to the 
cash dividends, the board of 
directors declared a 5% dividend 
payable April 1 to common = stock- 
holders of record as of the close of 
business on March 4. It was further 
indicated that it the intent to give 
consideration to paying similar stock 
dividends annually should earnings and 
warrant such action 


; 
also 


stock 


results 
Premiums, Assets Surplus at New Highs 


Consolidated premiums written reached 
a new high of $95,789,357, and life insur- 
ance in force for Monarch and Spring- 
held Life was $547,005,271 at year end. 
Consolidated assets and capital, surplus 
and voluntary reserves attained new 
highs of $238,621,004 and $87,082,791, re- 
spectively Assets increased $15,756,601 
during the year and policyholders’ sur- 
plus increased $9,029,620 

Net investment income from the prop- 
erty and casualty companies was $3,831,- 
729 (including a dividend of $398,437 paid 
to Springfield by Monarch) and con- 
solidated net investment income for all 
companies was $4,750,179. 

The property and casualty 
written were $59,935,741, 
$58,952,440 in 1958. The and loss 
adjustment expense ratio to premiums 
earned was 55.2%, and the general under- 
writing expense ratio to written pre- 
miums was 44.0%, for a combined ratio 
of 992%, compared with 103.1% the 
previous year 


H. and A. and Life Premiums Gain 


Health and accident 
miums were $25,273,333, compared with 
$22,601,720 in 1958 with earned loss and 
loss adjustment expense ratios of 53.8% 
and 53.2% in 1959 and 1958, respectively 
Life insurance premiums increased $735, 


premiums 
compared with 
loss 


insurance pre- 
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472 to a total of $10,806,362. Total health 
and accident and life insurance premiums 
for the year were $36,079,695. 

In their annual stockholders’ report, 
Messrs, Parker and Vanderbrouk said, 
“Substantial progress was made in the 
consolidation of Springfield and Monarch 
field offices and other facilities in order 
to gain further economies from the af- 
filiation of the companies. 


“Major effort was also spent in equip- 
ping and training Monarch agents to 
write property and casualty insurance 


and Springfield agents to write health 
and accident and life insurance. New 
products and services, such as the S-M 
Autopolicy and the SysteMatic Monthly 
Premium Payment Plan, were introduced 
in order that all agents representing the 
companies will be well prepared to meet 
the challenges presented by today’s 
highly competitive insurance market.” 


Four New England States 
Approve 1959 Homeowners 


The 1959 homeowners 
proved in four New England 
Maine, Vermont, Rhode Island 
necticut. The approval 
February 15 in the 
England 
inception date set by RI 
Connecticut. 

An overall rate reduction of 17% for 
Maine policyholders is projected by 
Maine’s Insurance Commissioner George 
F. Mahoney. An average 12% cut in 
premiums is anticipated by Rhode Island 
Insurance Commissioner Hi irtley S 
Roberts in his release. It is reported 
that Vermont insureds will get an esti 
mated 12% reduction, while Connecticut 
will probably receive a similar lowering 
in rates over-all. By electing certain 
$50 and $100 deductible options, it is 
possible to receive an additional 10% 
reduction. 

The Massachusetts Insurance Depart- 
ment may not release its approval of the 
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two northern 


states, while February 


iode Island and 


new package form much before the 
middle of this month 
A feature of the revised homeowners 


policy is the inclusion of a new deductible 
rule which incorporates a modified fran- 
chise feature, eliminating deductible 
‘reams in excess of $500 and modifying 
the effect of deductibles on lesser losses 
This feature, variously referred to as a 
“variable deductible,” or a “disappearing 
deductible,” is expected to provide sales 
appeal 


SCOTTISH-AMERICAN FIGURES 

The Scottish-American Group reports 
net premiums written in 1959 of $9.465.- 
065, an increase of 3.35% and premiums 
earned of $9,680,401. After total under 
writing deductions the group reported 
a net underwriting loss of $242,413 


IBM RAMAC INSTALLED AT H. O. 


American Fire & Casualty Welcomes 
New Electronic Process as Means of 
Freeing Employes for Other Jobs 
An IBM RAMAC 305 has been in- 

stalled at American & Casualty’s 

home office in Orlando, Fla, Walter L. 

Hays, president of the American, 

announced. It is the first commercial 

electronic data processing installation in 
the city. 


Fire 


hs 


RAMAC is housed in a separate room 
in the tabulating department of the 
American building, with its own air con- 
ditioning unit to control the heat gen- 
erated by its operation. A far cry from 
the day in 1936 when the first IBM 
punch card installation in Orlando was 
made at the American, this IBM 
RAMAC 305 is one system of six sep- 
arate machines, with tremendous capa- 
city, centralized by a complicated oper- 
ating console. 

This electronic progress, instead of 
eliminating jobs, is actually creating 
more important ones, by opening up new 
areas with new facts, that employes can 
reason, and judge with, Mr. Bouton 
tabulating manager said. 

One of Mr. Bouton’s ideas—using 
cards punched for one job, with a few 
minor changes, to get two or three extra 
runs for “free” from original informa- 
tion—will be advanced and_ simplified 
with RAMAC, because of its storage 
facilities. 

The system can obtain any of the five 
million characters, organized into 50,- 
000 one hundred character records, 
without scanning through the interven- 
ing records with its random access mein- 
ory device, from which it gets its name. 

Programming work under Donald J. 
Stewart, Jr. has be en going on fora year, 
preparing to put the system to work im- 
mediately upon its arrival. Mr. Stewart, 
Mr, Bouton, and several other home 
office Americanizers were trained in pro- 
gramming and operating the system in 
Atlanta, IBM regional hez udquarters. 

Programming is now complete for both 
input and output on the agency records: 
individus il production reports, loss ratios, 
comparison reports, contest figures. Sta- 
tistical data for the convention state- 
ment information is nearly complete at 
this date, that is, premiums and losses by 
state and line, unearned premiums, pre- 
miums in force, etc. 

Once this is completed, work will be 
started on such items as account check- 
ing, rating and coding, cost distribution, 
premium financing, along with payroll 
checks, dividend checks, contingent com- 
missions. 

Mr. Bouton anticipates about a year- 
and-a-half of concentrated hard work 
to modify and refine the present control 
panels in order to get all the projected 
programs on RAMAC and make full use 
of the equipment the company is renting. 

One of the jobs in operation is the 
month end output report (contest and 
agency production figures) that formerly 
required about 3 days but is now accom- 
plished within 20 minutes after the last 
letailed cards are fed into RAMAC 





Trust Fund is Set Up 


By the Seven Provinces 


Sayre and Toso, Inc., United States 
managers for The Seven Provinces In- 
surance Company, Ltd., The Hague, Hol- 
land, announce that The Seven Provinces 
has established a trust fund of $500,000 
with the Chase Manhattan Bank of New 
York, as trustee, for the protection of 
American policvholders. 

The trust fund enures to the benefit of 
both American assureds and American 
companies reinsured by The Seven Prov- 
inces. The trust deed provides for the 
payment of American claims by the 
trustee where the policyholder has_re- 
duced his claim to final judgment. The 
trust is irrevocable for 10 vears or al- 
ternately for the lives of 10 individuals 
named in the trust deed but not to ex- 
ceed 10 vears. It became effective De- 
cember 31, 1958, 


= —. 
—= 


NEW HAMPSHIRE GROUP GAINS 


Underwriting Profit Shown; Net Oper. 
ating Earnings $4.99 a Share; New 
All Time Highs Reached 

In its 90th annual report the New 
Hampshire Insurance Group announced 
an underwriting profit and a continuance 
of its growth trends. New all time highs 
were reported for premiums written, in- 
vestment income, surplus and assets 

Admitted assets increased 4% to $87, 
016,599 from $83,624,218 at December 3], 
1958, and policyholders’ surplus increased 
7.5% to $28,635,223 from $26,636,556. Net 
premiums written of $46,067,997 in 1959 
were 10.2% greater than in 1958. After 
allowance for the addition of $1,410,288 
to the unearned premium reserve, earned 
premiums increased 11.5% to $44,657,700. 

Katios of losses to earned and ex- 
penses to written premiums were 60.19% 
and 38.34% respectively, compared with 
63.07% and 39.93% for 1958. A statutory 
underwriting profit of $115,293 compared 
with a loss of $2,132,973 in the preceding 
year. 

Investment earnings net of expenses 
were up 11% at $1,880,439 or $4.70 per 
share, compared with $4.23 the previous 
year. During the year 1959 portfolio 
values appreciated $1,482,129. Before 
realized capital gains, net operating earn- 
ings were $4.99 per share, compared with 
a loss of $1 per share in 1958. Net real- 
ized capital gains were $1,996,499 in 1959 
and $957,945 in 1958. Due to carry-for- 
ward benefits available, no Federal in- 
come tax was incurred on earnings, al- 
though $496,171 has been reserved for 
taxes on net realized capital gains. 

The board of directors has declared a 
dividend of 50 cents a share, payable 
April 1 to stockholders of record 


March 4 


Tanganyika Official 
Visits AIU Headquarters 


Getting his first closeup view of New 
York’s financial district, Julius K. 
Nyerere (Presumptive Prime Minister of 
Tanganyika after September elections) 
visited American International Under- 
writers Corporation recently. He was 
greeted by William S. Youngman, board 


chairm: an, and E, A. G. Manton, presi- 
dent, of AIU, 
During his AIU visit Mr. Nyerere was 


able to meet people in the intern: ee 
firm and affiliate companies. Also, 
had occasion to introduce some of th 
problems and desires of Tanganyika in 
the field of investment and economic de- 
velopment. In turn AIU had an oppor- 
tunity to outline the concept of the 
services that insurance can bring to the 
economy of a new country. 





Employers Mutual Fire 
Reports Gains in 1959 


Employers Mutual Fire attained record 
premium income in 1959 and registered 
an improvement in expense ratio for 
the year. Premium income totaled $8- 
098,136, up 11.29% from 1958. Greatest 
gains for the year came from expanded 
home owners’ coverages and _ increased 
underwritings in the mercantile and 
manufacturing fields. Losses totaled $3,- 
674,513 as claims increased by 12.2% over 
the previous year. 

An underw riting gain of $1,374,104 was 
reported for 1959. Dividends of $1,219, 
141 were declared ‘to policyholders and 
net gain to surplus at year-end totaled 
$552,937. This amount, plus appreciation 
in securities, brought the policyholders 
surplus account at year-end to $7,027,- 
900. Total company assets are now at a 
new high of $14,250,441. 





DRAGAN HEADS TOLEDO AGENTS 


Floyd J. Dragan, head of the insurance 
agency bearing his name, has_ beet 
elected president of the ‘Foledo, Ohio 
Association of, Insurance Agents. Other 
officers for 1960 are Robert Greene, first 
vice president; Ruel T. Brown, i 
second vice president, and Howard V 


Adkins, secretary and treasurer. 
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PROVIDENCE WASHINGTON 
Bancroft, Jaquith and Vandermark Are 
Elected Vice Presidents; Zehnder 
is Made Secretary 
At the l6lst annual meeting of the 
Providence Washington the following 
jromotions were made: Fred L. Jaquith 
10 vice president and treasurer, William 
\M. Bancroft and Gordon H. Vandermark 
‘vice president and William G. Zehnder 

io secretary. 

Mr. Bancroft, a graduate of Brown 
University, is a resident of Providence. 
He went with the Providence Washing- 
ion in 1950, was elected assistant_secre- 
tary in 1957 and secretary in 1958. He 
is in charge of reinsurance and is as- 
jstant to the president. 

Mr. Jaquith is a graduate of Boston 
College and Harvard Business School. 
After three years with a public account- 
ing firm, he joined the Providence Wash- 
ington in 1950. He was elected assistant 
treasurer in 1954 and treasurer in 1956. 
He is in charge of the accounting and 
statistical departments. 

Mr. Vandermark is a graduate of the 
University of Pennsylvania. He joined 
the company in 1950 in the New York 
fice, going to Providence in 1955. He 
was elected assistant secretary in 1956 
and secretary in 1958. He is in charge 
f the casualty department. 

Mr. Zehnder, a graduate of the Uni- 
versity of Virginia, served in the New 
York office from 1951 to 1954 when he 
went to the home office. He was elected 
assistant secretary in 1958, and is in 
charge of the inl: ind marine department. 





Wolverine Shows Gains 


In Premiums and Assets 
Wolverine Insurance Co. of Battle 
Creek, Mich., ended 1959 with gross earn- 
ings of $1,013,000 before Federal income 
taxes. Of this amount $526,000 was un- 
derwriting profit and the balance in- 
vestment earnings. Assets reached a 
new high of $24,172,500, and combined 
capital and surplus increased to $4,501,- 
10. Premiums written increased to $19,- 
300,000, also a record high. This was $1% 
million more than the previous year with 
gains in the fire, inland marine, bonds, 
and accident and sickness lines. 

At the annual meeting, stockholders 
approved authorization of an additional 
9,000 shares of Wolverine Class A $10 
par common stock, making the authorized 
capital account now $1,500,000. No action 
was taken at this time by the board of 
directors for the issuance of any of 
these new shares. 

Personnel changes announced by Pres- 
ident John Carton were that Paul Jack 
is promoted to vice president for opera- 
tions and James Wilson to assistant vice 
president for planning. 





Maine Fire Insurance 
Rate Cuts Announced 


Maine Insurance Commissioner Georg: 
F, Mahoney announces overall reduction 
in fire insurance premiums that will save 
property owners an estimated $783,000 a 
year, Although premiums for insurance 
on most classes of property will go down, 
there will be some increases 

The revision is the result of a study 
conducted by the Insurance Department 
amd the New England Fire Insurance 
Rating Association. Changes are based 
om experience with fire losses covered 
W insurance from 1953 to 1958, inclusive. 
Harold E, Trahey, the Department's 
ire rating analyst, said premium rates 
lor insurance on dwelling houses will 
drop an average of 8%. Apartment 
louses with accommodations for more 
than four families will have a premium 
ierease of about 17%. however. Sprink- 
ered non- manufacturing buildings and 
‘ontents receive a decrease of about 16%. 


HOME F. & M. DIVIDEND 

At the quarterly meeting of directors, 
tt Home Fire and Marine Insurance 
%. of California, one of The Fund In- 
surance Companies, declared a quarterly 
lividend of 40¢ per share on the capital 
Mock, payable March 15 to stock of rec- 
ord March 11. 


Michigan Not to Merge be consolidated with the Banking De- Walter J Kountz Dies 


partment_and the Corporation and Se- 


Insurance Dept. This Year curities Commission. Such a move thas Walter J. Kountz, 79, former county 
been consistently opposed in the past commissioner, member of the city’s 


Any fears of company or agency Or- hy the insurance industry and_ several Publicity and Efficiency Commission and 
ganizations that the Michigan Insurance spokesmen have indicated they have not head of one of Todelo’s oldest insurance 
Department shortly would lose its iden- eo their position on this issue. firms, died February 13 in Toledo, Ohio. 
tity through merger in a new super- The Governor, in a special message to Mr. Kountz was a lifelong resident of 


department were a when Gov. the state legislature, noted that several Toledo and was descended from one of 
G. Mennen Williams disclosed he will reorganization proposals had been rec- Toledo’s earliest families. The insurance 
make only one executive reorganization ommended to him by his researchers but firm which he headed has been in 


proposal this year. that he had determined to adopt a “go existence more than a century. 

Commissioner Frank Blackford, who slow” approach in the matter and would Known as the dean of Toledo insur- 
has been studying reorganization pro- confine his reorganization order this ance men, he was a former president of 
jects for the executive office, had year toa merger of the alcoholism board both the state and city associations of 
recommended that his own department with the state health department. insurance agents. 





Now you’re needed as t lair 
PARTNER IN SECURI 


Right from the start sound 
thinking people want to be sure 
that what they own is well 
protected. The best way to make 
sure is to have the counsel and 
services of an independent 
insurance man as their 
PARTNER IN SECURITY. 
That’s America Fore Loyalty’s 
advertising message appearing in 
national magazines during March. 
It’s part of our big promotion 
to put America Fore Loyalty 
agents in the spotlight... 
and keep them there. 




































America Fore Loyalty's 
National Advertising 
Appears In: 


THE SATURDAY EVENING POST 
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Ellis Sees Prosperity of Sixties 


Offering Agents 


The preponderance of insurance “ca- 
lamity howlers” in the past few years was 
helittled and an optimistic picture drawn 
for the independent insurance agent in 
the “Soaring Sixties” by Porter Ellis, 
Dallas, Texas, vice president of the Na- 
tional Association of Insurance Agents, 
in an address before the National As- 
sociation of Surety Bond Producers at 
Boca Raton, Fla. Referring to the head- 
lines which depicted doom for the Amer- 
ican Agency System and the independent 
agent, Mr. Ellis interpreted the Fifties 
rather as a period of transition during 
which many revolutionary changes were 
undertaken by the insurance industry. 

The effects of increased prosperity on 
the insurance market in the next decade, 
analyzed recently in a major study by 
a national consumer magazine, comprise 
the challenge of the 1960’s. “The op- 
portunities presented by these facts alone 
are so significant to me,” he said, “that 
I can hardly see how anyone in our busi- 
ness can face the future with anything 
but the greatest degree of confidence.” 


Expanding Surety Insurance Market 


Speaking specifically of the surety 
bond producer, Mr. Ellis felt it obvious 
that from an ever increasing personal 
income level and an expanding popula- 
tion, gross national product factors must 
resulting in increased construction 
business and an expanding surety in- 


rise, 


Solid Opportunities 


surance market. The expanded faciities 
that will be required by private industry, 
the continued boom in governmental! 
spending on general construction and 
additional defense program construction, 
will lead to increased surety bond ac- 
tivity, he said. Independent agents, can 
“face the Sixties with a spirit of hope 
and with a spirit of confidence,” he said, 
“provided we properly prepare ourselves 
from every standpoint to render unto 
the insuring public, our clients, the serv- 
ice to which they are entitled.” 

He then referred to the close alliance 
between the NAIA and the Surety Bond 
Producers Association, as evidenced by 
the fact that Donald H. Denton, vice 
president of the National Association of 
Surety Bond Producers, was also chair 
man of he NAIA fidelity and surety 
committee. 

The key to successfully meeting the 
challenge of the Sixties, he said, is serv- 
ice to the insuring public. Prerequisites 
of this essential function of independent 
insurance agents, he said, are an in- 
timate knowledge of the business, effi- 
cient and modern office equipment and 
capable personnel qualified to meet every 
requirement of the client. He concluded 
that the challenge of the Sixties would 
be met head on and that the independent 
insurance agency corps will prove to the 
public that “You independent insurance 
agent serves you first.” 





Agency Accountants Group 


Elect Henrich President 

John Henrich of Wallace Reid & Co., 
New York has been elected president of 
Insurance 
Accountants. S. Raymond Engel of Jaffe 
Agency is Thomas E. 
Beatty of Corroon & Reynolds Group, 
treasurer and Tad R. Ullman of National 


the Association of Agency 


vice president, 


Cash Register secretary 

Meetings are held monthly at the Rail- 
road and Machinery Club. All company 
and agency representatives are invited, 
but urged to make reservations in ad- 
vance 


William Streets Dies 
William Streets, well known 
manager of the Phoenix of London 
Group at Albany, N. Y., died suddenly 
February 25 in his room at the Carlton 
Hotel in Binghamton, N. Y. His brother, 
“Ted” Streets, is a prominent agent in 
upstate New York State at Clayton. 


resident 


BUFFALO I-DAY MARCH 29 
Buffalo Insurance Day will take place 
on March 29 at the Hotel Statler Hilton 
in Buffalo, N. Y. The Insurance Club 
of Buffalo, sponsor of Buffalo I-Day, is 
headed by Victor T. Ehre, president of 
the Buffalo Insurance Co. 
DELONG-WEBER OFFICE 
Formation of DeLong-Weber Asso- 
ciates has been announced by Walter 
H. Weber of Buffalo and George K. 
DeLong of Rochester. The firm will 
conduct a general insurance agency in 
western New York. The new company is 
exclusive general agent for the Empire 
Mutual of New York. The partners 
announce their business will be obtained 
exclusively through agents and brokers 
in the western New York area. 
MILWAUKEE AGENTS MEET 
The role of the insurance counselor to 
client, company and agent was discussed 
at a meeting of the Milwaukee Associa- 
tion of Insurance Agents in Milwaukee 
Speakers were Stan Brock of Lukes- 
Brock Co.; Frank E. Hageman and 
Stewart H. Manson, Strauss-Zahn Co, 








Chairman of Finance 
Committee of Excelsior 


~ 


ALFRED C. SINN 


Alfred C. Sinn, president of the in- 
surance agency of that name in Clifton, 
N. J., and executive vice president of 
Co. of New York, 
Syracuse, was recently also elected chair- 
man of the finance committee of Excel- 
sior. 

One of the leading agents in his state, 
he was president of the Passaic County 
Association of Insurance Agents, and 
also of the New Jersey Association. 
Active in his community, he is president 
and director of the Clifton Savings & 
Loan Association, a director of the New 
Jersey Bank & Trust Company and was 
president of the Clifton Chamber of 
Commerce. He has been an Excelsior 
director since 1947. 


Excelsior Insurance 


BROOKLYN BROKERS OUTING 

The Brooklyn Insurance Brokers As- 
sociation will hold its annual golf out- 
ing on Thursday, May 19, at the Garden 
City Country Club on Long Island. 
Jerome H. Gerst is chairman of the 
golf committee with Eileen Nugent head- 
ing the women’s division. 





ROBERT D. KELLY DIES AT 75 

Robert D. Kelly of Syracuse, N. Y., 
retired public protection engineer of the 
New York Fire Insurance Rating Or- 
ganization, died February 24 at the age 
of 75. He had lived in Syracuse for 60 
years. Born in Port Byron he was grad- 
uated from Syracuse University Engi- 
neering School in 1907. He retired in 1954 
after 36 years with NYFIRO. His son, 
Robert H. Kelly, is a special agent for 
the Springfield Fire & Marine attached 
to the Syracuse office. The deceased is 
survived also by his wife. 





HARRY NAUMANN DIES AT 69 

Harry F. Naumann, local agent at 
Oneida, N. Y., aged 69, died suddently 
February 21 following an attack of 
pneumonia which struck him about 48 
hours before his death. He is survived 
by his wife and a son who was asso- 
ciated with him in the agency. 
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Mich. School Self-Insurance 
Fund Proposal is Revived 


A proposal for setting up a self-insur- 
ance fund for Michigan public school 
properties, considered a dead issue when 
it was smothered in committee at the 
last legislative session, was recently re- 
vived to some extent when a resolution 
was reintroduced in the state legislature 
calling for a study of the plan by a spe- 
cial committee. 

The resolution, sponsored by Rep 
Charles Boyer, a Manistee agent, has 
now been reintroduced and referred t 
the rules and resolutions committee. It 
would create a joint committee, consist: 
ing of three house members and tw 
senators, which would “investigate and 
weigh the possibilities” of the plan. 

The resolution calls the proposed pro 
gram, under which a “security fund’ 
would be created on the basis of a $l 
per pupil contribution by the variows 
school districts, “a system (which) would 
impose certain dislocations and problems 
which require adequate consideration 

The Michigan Association of Insurance 
Agents prepared a well-documented bro- 
chure setting forth the chief objections 
to the plan. 
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JAMES L. DORRIS 


President 


The Hanover Insurance Co. of New 
York reports substantial increases in pre- 


ium writings and investment income for 
1959. Net premiums written during the 


year, $41,083,692, were the highest in the 
history of the company. This represents 
a increase of 8.1% compared to 1958. 


The increased writings showed a healthy 


balance among the various classes. 

After charging net premiums written 
with losses and loss adjustment expense, 
wderwriting expense, taxes incurred and 
establishing required reserves for un- 
eaned premium, a statutory underwrit- 
ing loss of $1,993,035 was sustained. This 
compared with a loss of $2,997,221 for the 
prior year. 

Net investment income of $2,305,350, up 
16% over the comparable 1958 period, 
provided a combined operating gain of 
$312,315. This compares with an operat- 
ing loss of $1,003,119 the previous year. 
Total admitted assets on a market value 
basis were $77,871,907 and policyholders’ 
surplus amounted to $22,252,719. 

The Hanover’s ratio of incurred losses 
to premiums earned was 54.02% as 
against 55.51% in 1958. Underwriting 
expenses declined from 44.45% of pre- 
miums written in 1958 to 41.64%. 

James L. Dorris, president, in the 108th 
anual report, summarized the year as 
one of increased premium writings, sub- 
stantial increase in investment income, 
material reduction in expense ratio, and 
indicated that the outlook appeared more 
favorable for 1960. 





Hillery Buffalo Special 
In Western New York 


The Buffalo Insurance Co. announces 
appointment of Maurice V. Hillery as 
special agent in western New York. He 
8 associated with Leo J. Abbott, man- 
a of the western and central New 
York branch. Mr. Hillery is a native of 
Buffalo and an accounting graduate of 
Bryant and Stratton Business College. 
¢ also studied Business Administration 
at Canisius College. 

Mr. Hillery joined the Buffalo in 1956. 
Prior to that he was employed by the 
Exchange Mutual, 





GLENS FALLS WOMEN MEET 
patt. Paul Chagnon of the Glens Falls 
Ire Department was the speaker at a 
inner meeting of the Insurance 
omen’s Club of Glens Falls. Mr. 
agnon is Warren County fire in- 
tor. Maureen Butler was named 
Oo aate to a meeting of the Federation 
a NSW York Insurance Women’s Clubs 
bany in April. Ann Traver, vice 
resides: presided in the absence of 
eatrice Evens. 





Hooker, Watkins, Bielaski, Bogart Vice 
Presidents and Bates Financial 
Vice President 





Directors of the Aetna Insurance Com- 
pany at their annual or ganizational meet- 
ing elected five new vice presidents, 
three secretaries, and an assistant treas- 
urer. Advanced to vice president are 
Richard M. Hooker, Fred D. Watkins, 
Robert C. Bielaski, and Leonard B. 
Bogart. William G. Bates was elected 
financial vice president. 

Elected secretaries are Arthur K. An- 
drews, Austin Carey, and John R. 
Brandt. Arthur W. Frank, Jr. was 
promoted to assistant treasurer. 


Hooker and Watkins 


Mr. Hooker joined the Aetna in 1940 
as a state agent for the central New 
York territory. Prior to that he had 
been with the New York Fire Insur- 
ance Rating Organization and had also 
served as a special agent in New York 
state. Mr. Hooker was appointed gen- 
eral agent and brought to the home office 
in January, 1945. Two years later he 
was elected assistant secretary and was 
promoted to secretary in January, 1949. 
He has supervision over the Middle 
Atlantic states as well as the Aetna’s 
Canadian and Caribbean operations. Mr. 
Hooker was educated in Syracuse public 
schools and Syracuse University. 

A native of Little Rock, Ark. Fred 
LT). Watkins is a graduate of the Wharton 
School of the University of Pennsyl- 
vania. He joined the Aetna in the home 
office in 1937 and was appointed special 
agent in Arkansas in June, 1939. He 
was promoted to state agent in March. 
946, and in September, 1948, was called 
to the home office and appointed gen- 
eral agent in the southern department. 
His election as assistant secretary fol- 
lowed in November, 1950, and in March, 
1955, he was promoted to secretary. 
Mr. Watkins has been in charge of the 
Southern states for the Aetna since 
January, 1960. 


Bielaski, Bogart, Bates 


Robert C. Bielaski joined the Aetna 
in 1937 and was appointed an engineer 
in the: special risks department in 1939. 
He was named a special agent in the 
North Carolina department in 1941. He 
returned to the home office in 1946 as 
special agent in the special risks depart- 
ment, and was appointed a general agent 
for the Aetna in December, 1948. Elected 
an assistant secretary in November, 
1950, he was promoted to secretary in 
March, 1955. Mr. Bielaski has had 
charge of New England states for the 
Aetna since January, 1955. He is a grad- 
uate of Amherst College. 

Leonard B. Bogart is a native of Hart- 
ford and a graduate of the Hartford 
College of Law. He is a member of the 
Massachusetts bar. Mr. Bogart has 
been associated with the Aetna since 


as consultant to group forming 
large fire and casualty insurance 
company. Write to Box 2758, 
The Eastern Underwriter, 93 Nas- 
sau Street, New York 38, N. Y. 














1927 and with the claim department s since 
1930. He was elected assistant secretary 
in March, 1946 and advanced to secre- 
tary in January, 1949. Mr. Bogart has 
had charge of the Aetna’s claim depart- 
ment since January, 1954. 

Financial Vice President William G. 
Bates joined the Aetna’s investment de- 
partment in 1947, after serving as an 
investment officer of the Hartford Na- 
tional Bank and Trust Company. He 
was elected assistant treasurer of the 
Aetna in February, 1948, and in Janu- 
ary, 1950, was promoted to financial 
secretary and assistant treasurer. 


Andrews and Carey 


Arthur K. Andrews, born and educated 
in Hartford, joined the Aetna in 1921. 
After serving in various capacities, he 
was named state agent for central New 
York state in 1938. He returned to the 
home office as agency supervisor for 
New York state in 1946, and was elected 
assistant secretary in June, 1951. 

A native of Hartford and a graduate 
of Yale University, Austin Carey, CP- 
CU, went to the Aetna in 1940 and 
worked in various departments. In 
1946 he was appointed examiner in New 
England, and in September, 1950, was 
made a special agent for Connecticut. 
He was elected to assistant secretary in 
March, 1955. 


Brandt and Frank 


_ John R. Brandt, CPCU, began his 
insurance career in 1940 as a field rep- 
resentative for another multiple line 
company. He joined. the Aetna in 1953 
as assistant production manager, and in 
1955 was appointed assistant to Vice 
President Harold B. Kiefer in the cas- 
ualty department. “He was elected as- 
sistant secretary in March, 1957 
Arthur W. Frank, Jr., is a native of 
Philadelphia and a graduate of Kings- 
wood School and Princeton University. 
Prior to joining the Aetna’s investment 
department as an analyst, in 1952, he 
was associated with two other insurance 
companies in investment capacities. He 
was promoted to manager of the in- 
vestment department in January, 1957. 





JOSEPH A. BYRNE DIES 
Joseph A. Byrne, 67, a Buffalo, N. Y., 
insurance agent for 33 years, died Feb- 
ruary 19 in Buffalo General Hospital. 
He is survived by a sister. 
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HATCH CHAIRMAN OF GAB 
Newcomb and Smith Vice Chairmen; 
Re-elect Butler, Berger, Park as Top 

Officers; New Directors 

Kenneth B. Hatch was elected chair- 
man of the board of General Adjustment 
3ureau, Inc., at the annual meeting of 
directors. Mr. Hatch succeeds W. 
Nolen. William E. Newcomb was re- 
elected a vice chairman and Clarke 
Smith was elected a vice chairman to 
succeed Mr. Hatch. Mr. Hatch is pres- 
ident of the Reliance Insurance Co., Mr. 
Newcomb president of the Great Amer- 
— and Mr. Smith head of the Royal- 
Globe Insurance Group. 

3en M. Butler was re-elected president 
of General Adjustment Bureau, Inc., Eli 
Berger was re-elected secretary-treas- 
vrer, and John W. Park continues as 
assistant secretary. 

Six new directors were elected at the 


annual meeting of stockholders. They 
are Roger B. Shepard, Jr., vice presi- 
dent, St. Paul Fire and Marine; Robert 


Z. Alexander, president, American In- 
surance Co.; James L. Dorris, president, 
Hanover Insurance Co.; Ellis H. Clark- 
son, president, a prone Fire; Charles E. 
Dox, deputy U. S. manager, London and 
Lancashire, and Ww illiam C. Harris, pres- 
ident, Phoenix Assurance Company. 





Hartford Broadens 


Vacations for Employes 

Staf€ members of the Hartford Fire 
Insurance Company Group with 10 years 
of service will receive three weeks vaca- 
tion beginning this year, President 
James C. Hullett announces. The liber- 
alized vacation schedule reduces the em- 
ployment requirement from ‘15 to 10 
years to qualify for a three-week vaca 
tion. 

The new plan affects all offices of the 
Hartford Group, which has a staff of 
12,000 throughout the country and in 
Canada. Employes of the Hartford 
Group with 25 years of service are eli- 
gible for four weeks vacation and others 
with from one through nine years have 
two weeks. 





Inland Claims Men Hear 
La Marre on Art Claims 


John La Marre, New York, appraiser 
of antiques and fine arts, addressed the 
February meeting of the Inland Marine 
Claims Association of New York, Inc., 
held at De Palma’s Restaurant. He dis- 
cussed problems which affect claims men 
in the course of handling losses in this 
classification. He explained that the 
United ‘States Customs Service labels as 
antiques all articles made before 1830, 
thus rendering them eligible to be 
brought into this country without pay- 
ment of duty. 

He also explained various methods of 
repairing porcelain and paintings, cov- 
ered the ever-perplexing question of de- 
preciation in connection with this class 
of insured property. 
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Sales Value of Non-Reporting Form 


Of Accounts Receivable Insurance 


A new non-reporting form of accounts 
recewable coverage is now available in all 
states which should be widely sold by pro- 
ducers, says the Hartford Fire. In an 
article in “The Hartford Agent,” publica- 
tion of the group, the commission pro- 
ducing value to agents is cited as well as 
the importance of the coverage for firms 
selling on credit. Elimination of the re- 
forting form for eligible risks is held a 
valuable point. With this new form as- 
sureds do not have to report receivables 
total to an insurer cach month. They can 
now secure a policy with an amount of 
insurance that remams unchanged through- 
vut the terms of the contract. Continuing 
“The Hartford Agent” states: 

The monthly reports enable the com- 
pany to adjust coverage precisely to the 
exposure, which may vary from month to 
month, and at the end of the policy 
period to compute a final adjusted pre- 
mium based on the actual coverage pro- 
vided. Because of the once-a-month 
reporting chore involved, some smaller 
risks particularly have sent up plaints 
about the reporting provision. They have 
asked for a policy without a reporting 
rule. Now they can have it. 

No longer do they have to report their 
receivables total to the company each 
month. With the new form just out, 
they can buy a policy with an amount of 
insurance that remains unchanged 
throughout the term of the contract. 


Smaller Risks Eligible 

The new non-reporting form can be 
written for risks which (1) need $50,000 
of insurance or less and (2) have been 
selling on credit for at least two vears 
So that the limit of insurance can be 
pegged high enough to allow for month- 
to-month fluctuations in the buyer's ac- 
counts receivable, the minimum amount 
of insurance under the non-reporting 
form is computed at 125% of the average 
receivables for the previous 12 months 
This compares with 110% of the peak 
month’s receivables under the standard 
reporting form. 

If more coverage is needed, the non- 
reporting limit of insurance can_ be 
greater than 125%—as in the case. for 
example, of businesses which have sharp 
vacillations in volume because of their 
seasonal character. But in no event can 
the non-reporting form be written for 
an amount of insurance exceeding $50,000 
The non-reporting form is optional for 
eligible risks. Though he qualifies for 
the new non-renorting form, an insured 
whose needs call for $50,000 coverage or 
less can buy the standard reporting form 
instead, if he wishes 

Determining Premium 

Figuring premium for the non-report 
ing form is not much different from 
the procedure followed with the standard 
reporting form of policv. In fact, the 
rate per $100 of insurance is determined 
in the same way for both forms, as 
follows: Take 40% of the 100% coin- 
surance published fire contents rate for 
that portion of the building in which the 
records of accounts receivable are usually 
kept. (If there is no published 100% 
coinsurance fire contents rate. use the 
90% rate less 5% if nublished, or the 
80% rate less 10%.) Then impose any 
applicable credits to determine the final 
rate per $100 of insurance. 

It is in computation of premium that 
the two forms differ a little. Under the 
reporting form, the rate is multiplied by 
by $100 units of insurance of the average 
monthly accounts receivable for the 12 
months preceding the policy’s inception 
date. Under the new non-reporting form, 
the rate is multiplied by $100 units of the 
total limit of insurance. And that limit, 
of course, is 125% (or more) of the 
average accounts receivable for the pre- 
vious 12 months. 

Credits Applied to Rate 


The regular credits applied to the 
basic rate are granted under the new 
form, just as under the reporting form 


of policy. When the accounts receivable 
records are stored in a safe bearing a 
label of Underwriters’ Laboratories, Inc. 
or Safe Manufacturers National Associa- 
tion, the rate is discounted from 10% to 
40%, depending on the label. Even some 
well-built unlabeled safes and _ vaults 
qualify for a 10% discount if they meet 
certain requirements. 


Additional credits are granted when 
duplicate records are maintained in sep- 
arately rated premises, and a special 20% 
discount is given to risks classified as 
wholesalers, manufacturers or insurance 
agents, if at least 51% of the accounts 
receivable are so classified. 


Broad Market Available 


From the standpoint of sales potential 
to the producer, introduction of the non- 
reporting form comes at an opportune 
time. More and more consumers are 
buying “on time,” piling up installment 
debt at the rate of over $4 billion a 
month. As a result, business today has 
more money tied up in accounts receiv- 


able than ever before. The market § 
accounts receivable insurance was ney 
better. 

To a business selling goods or servic. 
on credit, accounts receivable are , 
much a business asset as physical prope 
ties and merchandise inventory, eye 
cash itself. The receivable records- 
seemingly just so many pieces of paper 
represent the cost of merchandise ply) 
expenses plus profit. If the records a 
destroyed ... by fire, say... a lary 
proportion of the money they represe 
will be “destroyed”—i.e., made uncollee; 
ible. 

In the case of a retailer, up to 70% 
of the money due may not be collected 








Just as the U.S. Arsenal is made up of specialized missiles for all types of pro- 
tection, so too should a progressive agent have MERCHANDISABLE insurance 
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the event of destruction of the receivable 
records. For a wholesaler or manufac- 
turer, the amount remaining uncollected 
may average about 30% to 40% on the 
average. 

No prudently-managed firm goes with- 
out insurance on its assets. For concerns 
doing much of their business on credit, 
accounts receivable stand as one of the 
most important assets of all. So they 
should be insured. 


No Safe Invulnerable 


Repositories, however strong, cannot 
provide complete safety for accounts re- 
ceivable records. No matter how re- 
doubtable the safe in which they’re 
housed, the records are still vulnerable, 
for even the best safes approved and 
labeled by Underwriters’ Laboratories, 
Inc. and Safe Manufacturers National 
Association are built to withstand fire 
only for four hours at most. 

Besides, fire is only one of the perils 
that can ruin accounts receivable records. 
Burglars trying to force a safe can 
touch an acetylene torch to it, quickly 
turning it into an incinerator as far as 
the records inside are concerned. An 
explosion can blast them to shreds. 
Flood, water leakage, wind, tornado, 
smoke, riot, civil comotion—all these can 
play havoc with receivable records. Once 
theyre gone, the owner faces tough 
problems and heavy expense in collecting 
the money the records represented. And 
much of it he'll never collect. 

The best safeguard against such a loss 
is an accounts receivable policy, which 
pays: 

Sums due from customers when col- 
lections cannot be made because of loss 
or damage to records of accounts re- 
ceivable within the premises. 

Interest on loans required to offset im- 
paired collections pending repayment of 
the sums made uncollectible by the loss 
or damage. 

Collection expense, in excess of normal, 
made necessary by the loss or damage. 

Reasonable expenses incurred by the 
insured in re-establishing accounts re- 
ceivable records lost or damaged. 


Broad All-Risk Coverage 


The accounts receivable policy is prob- 
ably as close to a true all-risk contract 
as any in the insurance industry. With- 
out specifying perils, its insuring clause 
says simply that it covers “loss of or 
damage to records of accounts receiv- 
able.” Exclusions: three relating to 
fraud, war risk, nuclear risk. 

The basic policy coverage applies io 
loss inside the insured’s premises. Cov- 
erage is in force away from the premises 
while the records are being removed to 
a place of safety because of imminent 
danger, while at the new premises, and 
while they are being returned to the 
original location. 

For additional premium, the policy may 
be extended to cover receivable records 
while they are being conveyed and while 
temporarily within other premises, except 
lor storage. 

Wherever credit is extended there is a 
market for accounts receivable insurance 
As buying on credit grows, the market 
lor the coverage expands apace. 

Prospects include department stores, 
contractors, doctors, dentists and other 
professional men, public accountants, 
Jewelers, furriers, clothing stores, furni- 
ture and appliance stores, utility com- 
panies, hospitals, wholesalers, manufac- 
turers and any other firm or individual 
tegularly selling goods or services under 
deferred payment arrangements, Many 
prospective buyers don’t need more than 
$30,000 of coverage. Thus they are 
ligible for the non-reporting form. 


LYSAK OHIO STATE AGENT 


Edwin J. Lysak has been promoted to 

‘iate agent in northeast Ohio for the 
Phoenix of Hartford Companies, with 
leadquarters in Cleveland. Mr. Lysak 
was graduated from the University of 
Onnecticut and served with the U. S. 
‘my in Japan. Following his discharge 
tom the Army he joined the company 
m 1952 and completed the home office 
mutliple line field training school. He 
Was appointed special agent for Okla- 
oma in 1954. 


Debate Mass. Bill to 
Extend Life Investing 


Stock fire insurance companies and 
producers in Massachusetts offered op- 
position to proposed legislation to permit 
life insurers to invest in fire and casualty 
companies at a hearing held by the joint 
legislative insurance committee in Boston 
last week. Arthur C. Conley, counsel for 
the Insurance Federation, argued such 
legislation could threaten the income of 
28,000 insurance agents and brokers in 
the Bay State. 


FREE 
Booklet 


Edward D. Parks, counsel for the State 
Mutual Life of Worcester, argued that 
life companies should be permitted to 
operate in the casualty business. Sen 
Harold Lundgren, author of the Senate 
bill, said favorable legislative action 
would permit more companies to expand 
and create greater competition. 

Mr. Conley said his views in opposition 
were shared by the Insurance Brokers 
Association of Massachusetts, the Mas 
sachusetts Association of Insurance 
\gents and the Boston Board of Fire 
Underwriters. He contended that invest 
ment by life companies in stocks of fire- 
casualty companies could be hazardous. 


The way these measures are worded, 
it is not a limitation or a restriction, but 
a removal in toto of investment pro 
cedure merely on the claim of competi 
tion,” Mr. Conley declared. “The net 
result would be the enactment of legisla- 
tion that could create a monopoly. 

“It has been a long-standing practice 
to protect the beneficiaries of life com 
panies—a fiduciary and trust obligation 
is involved in the investment of life 
companies,” He cited the hurricanes of 
1954 and the Worcester tornado of 1953 
to point up the hazardous operations ot 
the fire and casualty business. 


CONN., TENN., 
TAH, S.C. & TEX. 


om on ae Oe ee ee ne oe oe oe ee 


Mail To — Bill Good, Agency V. Pres. 


Bankers National Life Insurance Co. 
Montclair 6 NJ. 


I'd like your booklet on the ‘‘UMBRELLA PLAN” 
for building a MILLION DOLLAR LIFE DEPARTMENT 


Name POOOOOOOOSHOOOOEOO EO EEEEEEHEEEEEHOE OSTEO OH HEHEOSHOOEHHEEHHHOO HOO OOD 


Street SOOOSSSSSSHSHSSHSSSHSSHSSHOSSSHSSHSHSSHSSSHSSHSSHSHSHSSSSHSSHSHHSESHSSEHHHHOHEEEEE 


City SSCCHOHSHSHSSSSHOSHEHOSESEHESEESESEEESSESE State @eeeeeeeeseeeseseeseeeeece 


1959 Prem: SMO vccciusacsaoee A&H cocccccceee GrOUP ccccccccccccccees 








Page 32 











March 4, 196) 





Vincent Calls For Fight on Inflation 


(Continued from Page 1) 


banks savings and loan associations and 

ther lending institutions which recog- 
nized the need for insurance to value as 
a safeguard agen financial hardship. 


It is not enough, however, to continually 
it to catch > the economy should 

abilize and have a normal rather than 
ieflationnes . 

Why should the country be concerned 
about a creeping inflation if. as some 
liave said, it tends to stimulate busi- 
ness and continuing prosperity, Mr 
Vincent asked. First, it 1s mecessary to 
determine whether it is a true pros- 
perity. Further, it is necessary to de- 


termine whether the benefits outweight 
the costs, he said. Basically. in inflation 
every man, woman and child is affected 
The dollar buys less and less and money 
that is sth is subiect to continuous 
erosion. Persons on fixed incomes find 
that their incomes buy less and less, he 
said. Prices outrun people’s ability to 
increase earnings. Rising costs of pro- 
duction facilities affect the ability to ex- 
pand and extend production, and rising 
costs are reflected in further price in- 
creases 

In an effort to call to the attention 
of the American people the need for 
maintaining a healthy economy based on 
a sound dollar, an Economic Confer- 
ence was held in Washington last No- 
vember to which were invited civic lead- 
ers and representatives of all segments 
of business, Mr. Vincent revealed. The 
purpose of that conference was to in- 
itiate a nation-wide campaign to control 
the inflation that is now threatening the 
country 

Inflation and Fire Losses 


“As yc ution continues, 


to enlarge,” Mr 


fire losses tend 
Tincent continued. “In 


1926, = aad the dollar was worth 100 
cents. the fire loss in the United States 
was $550,000,000. This last year, in 1959. 
the fire loss in this country, measured 


in dollars, was $1,047,000,000—roughly 
twice that of 1926. Does that mean that 
the fire prevention efforts and improved 


fire protection of the country have 
failed? 

“The answer is definitely No! The 
dollar is now worth about 50 cents due 
to inflation. Therefore. measuring the 
fire loss in terms of dollars. without al- 
lowing for the effects of inflation, gives 
a false impression. Our economy has 


experienced a true growth during that 


period 

“There are more real property and 
creater values in existence today, in 
spite of the effects of inflation. It has 
heen estimated that had the American 
dollar remained stable. fire losses in 


1959 would have approximated $845,000.- 
000 rather than the $1,047,000,000 which 
was actually recorded. 

“Tt is not only in the field of property 
insurance that the weight of inflation is 
felt. The increased cost of living is re- 
flected in the liberalization of awards for 
hodily injuries. You are all familiar with 
the campaigns undertaken by the cas- 
ualty insurers to call to the attention 
of the public the effect of high jury 
awards on the cost of automobile insur- 
ance. These awards not only have their 
effect on the cases that go to litigation 
but the same effect is felt in the out-of- 
court settlements of bodily injury cases. 

“Inflation produces higher costs. Auto- 
mobile repair costs are up about 100% 
from those of 20 years ago. The in- 
crease in building construction costs is 
more than 100%. Another factor which 
affects many lines of insurance is the 
increase in hospital costs and medical 
care. During the last 20 years, hospital 
expense has increased some 300% and 
medical care more than 100% 

“These are reflected in 
coverages as_ hospitalization. medical 
payments. accident and health insurance, 
workmen’s compensation and the many 
public liability or bodily injury lines 
The rise in medical exnense is another 
phase of inflation which is reflected in 
the increased losses on coverages in- 
volving personal injuries 

“We must constantly be aware of the 


costs 


such 





LEWIS ‘A. VINCENT 


threat of uncontrolled inflation. It is 
not a problem that can be left to some 
one else. Each of us must recognize his 
own responsibility. A program already 
well advanced at Federal level by a 
Cabinet Committee will be announced 
in the near future. It will call for sup- 
port by every one in every line of en- 
deavor.” 


Valine Secretary of 


Phoenix of Hartford 


T. A. Valine, Jr. has been appointed 
secretary of the Phoenix of Hartford 
Insurance Companies. He had formerly 
been resident secretary at Minneapolis. 

At the annual meeting of stockholders, 
approval was voted for merger of the 
Minneapolis Fire and Marine of Minne- 
apolis into the Phoenix Insurance Co. 
The Minneapolis company, founded in 
1902, has been a subsidiary of Phoenix 
since 1926, 

Mr. Valine, a native of Minneapolis, 
is a graduate of the University of Min- 
nesota. He began his insurance career 
as a local agent in 1933. In 1939 he was 
appointed special agent, inland marine 
department, Minneapolis, and after serv- 
ice in the Navy during World War II 
was made state agent in 1946. He was 
promoted to resident secretary in 1954. 





N. Y. OCEAN MARINE BILL 

The New York Assembly has passed 
and sent to the Senate the McMullen 
bill to amend Section 122 of the Insur- 
ance Law, to permit excess line insur- 
ance brokers to secure ocean marine 
insurance from insurers which are not 
authorized to transact business in this 
state. 





Neocleus Treaty Re. Mgr. 
For Globe Service Corp. 


Robert F. Corroon, president of Globe 
Service Corporation, announces appoint- 
ment of Theodore Neocleus as manager 
of the treaty reinsurance department. 
Mr. Neocleus, who was educated in the 
European Lyceum and Gymnasium in 
Athens, Greece, graduated from New 
York University with a B.S. degree in 
business. 

Previous to his association with Globe 
Service Corporation Mr. Neocleus, who 
has had experience in both domestic and 
foreign treaty reinsurance, was secretary 
of the Unity Fire & General, 





Staten Island Agents 
Meet at New Dorp 


The Richmond County 
Tnsurance 


Association of 


Agents, Inc. met February 
26, at the Tavern-On-The-Green, New 
Dorp, Staten Island. Arthur F. Blum 


of Rockaway Park, N. Y., president of 
the New York State Association of In- 
surance Agents, and George A. Kramer, 
of Williston Park, N. Y., regional vice 
president of the New York State Asso- 
ciation, were guests at the meeting. Mr. 
Kramer urged the members to support 
the National Association advertising 
campaign for 1960. 
Thomas P. Walsh, 
association, gave a report of the Sur- 
burban Agents Association meeting he 
recently attended in New York City. 
Anthony Romagnola reported that ar- 
rangements were being made for Insur- 
ance Day Forum to be held April 26 at 
the Tavern-On-The-Green. The next 
meeting will be held March 25. 


president of the 





Jones Regional General 
Adjuster for the GAB 


Owen J. Jones has been appointed re- 
gional general adjuster for the General 
Adjustment Bureau. He will be suc- 
ceeded as manager of the Newark, N. J. 
office by Henry C. Blaetz, Jr. Mr. 
Blaetz will be succeeded as manager of 
the Atlantic City office by Bennett C. 
Jones. 

Owen Jones joined the bureau in 1939 at 
Harrisburg, Pa. He was appointed man- 
ager of the Atlantic City office in 1945 
and manager of the Providence, R. I. 
office in 1949. Since 1952 he has served 
as manager of the Newark office. Mr. 
Tones will make his headquarters at 
Boston. Although he will be primarily 
concerned with handling of larger and 
more complicated losses in eastern Mas- 
sachusetts, he will be available for special 
assignment throughout New England. 

Mr. Blaetz joined the bureau in 1945 
at New York City, and served in the 
Asbury Park and Atlantic City offices. 
He was appointed manager of Atlantic 
City in 1951. Bennett Jones joined the bu- 
reau in 1945 at Philadelphia. Since 1951 he 
has been senior adjuster at the Camden, 


N: J. office. 
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Intermediaries 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 


WoOrth 4-1981 





Hartford Manager for 
Cornwall & Kennedy, Inc, 





GEORGE D. MORROW 


George D. Morrow, formerly claims 
manager at Buffalo, N. Y. for Boston and 
Old Colony and the Springfield- Monarch 
Groups, has been appointed manager oj 
the Hartford office of Cornwall & Ken 
nedy, Inc., claim adjusters. Mr. Morrow, 
after graduz ition from Union College, was 
five years an investigator and adjuster 
for the American Mutual Liability at 
Albany, N. Y., his native city. Subse- 
quenty he was five years with the Boston 
and Springfield- Monarch companies 
Cornwall & Kennedy, now in its 38th 
year, provides claim services throughout 
Connecticut for a number of companies 


and agencies. It maintains offices at 
Hartford, New Haven, Bridgeport and 
Darien. 





Federal Report 


(Continued from Page 24) 


life and 
through 


liability, property, automobile, 
accident and health insurance 
independent agents and brokers. 
Insurance sold under this plan reflects 
the economies made possible by “one- 
stop selling” and by electronic process- 
ing, and at the same time is designed 
to develop a profit for both the company 
and its agents through realistic classif- 
cation and rating of risks. As of the 
close of the year, Plan TV had been of 
fered on a pilot basis in Connecticut, 
Illinois. Towa. Michigan, Ohio, and Penn- 
sylvania, and its initial reception was 
encouraging. If experience develops fav- 


orably. it will progressively he made 
available in other sections of the coun- 
try. the report says. 


“The year 1959 saw further growth 
in the business of the international di- 
vision. Additional facilities were de- 
veloped for the issuance of foreign sure- 
ty bonds and during the course of the 
year projects were bonded in 24 coun- 
tries. Our primary objective in the 
surety field is to develop facilities to 
meet the needs of American contractors 
and industrv throughout the world. but 
it is gratifying to note that certain 

major foreign concerns are also now 
coming to Federal for coverage of this 
type. The London agency of the com- 
pany, which is under the highly compe- 
tent management of the London Assur- 
ance, for the first time underwrote 
marine premiums in excess of one mil- 
lion dollars. In all of its activities, the 
international division received material 
assistance from the English companies 
whose American operations are affiliated 


with Federal through Chubb & Son Tne 


ROCHESTER AGENCY CHANGES 


R. Peter Barker has been elected 


assistant secretary of the Kendall I 
surance Agency, Rochester, N. Y Davi 
F. Anderson has been appointed office 
manager. 
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Ocean Marine Cargo Problems Are 
Outlined by Dangman to Managers 


Current problems associated with ris- 
ing cargo claims in ocean marine insur- 
ance, with St. Lawrence Seaway losses, 
with cargo war risk coverage and with 
insurance of shipments from Cuba were 
outlined by George C. Dangman, vice 
president of Johnson & Higgins, in a talk 
before the luncheon meeting of the New 
York Chapter of American Society of 
Insurance Management on February 25 
at the Sheraton-Atlantic Hotel in New 
York City. President Robert B. Schell- 
erup of the New York Chapter presided. 

Long an expert on ocean marine cargo 
coverage, Mr. Dangman stated that more 
ships were lost last year than in any 
year since 1947, with about 100 vessels 
af a total of 338,000 tons going down. 
Despite these higher losses insurance 
rates are on a downward trend, with 
underwriters not making money. Con- 
ceding that insurance brokers seek rates 
as low as can be quoted, with a fair 
chance of underwriters making some 
profit, he told his audience of insurance 
buyers he does not approve of the mar- 
ket being conducted at rates almost 
certain to produce losses. 

It is not the spectacular claims which 
are devouring premium income but the 
small and continuous hull and cargo 
losses which ultimately eat heavily into 
premium income, Mr. Dangman stated. 
These small losses are often due to poor 
packaging, he said. Assureds who are 
able to absorb themselves the seemingly 
many inevitable small claims can get 
lower rates by use of deductibles. 


Make-up of Cargo Rates 


In reply to a query on the make-up 
of cargo rates Mr. Dangman conceded 
that despite use of certain formulas ex- 
perience rating and competition are most 
important factors in arriving at rates. 
On the basic side he listed fundamental 
charges for hazards covered, particular 
voyages insured, reputation of people at 
destination—to measure risk of pilferage 
—and other factors. But judgment 
seems to be a major influence today, 
Mr. Dangman continued, and the market 
now is soft. As to arriving at profits 
he cited a loss ratio of 65% to 70% as 
a break even point. 

St. Lawrence Seaway Losses 

Claims on the St. Lawrence River Sea- 
way are high, and such were expected 
with a new area of vessel operation 
Mr. Dangman said. He mentioned one 
ocean marine underwriter who had 227 
losses last year. After a period of ex- 
perimentation with rates for voyage and 
vessel, or option of voyage or vessel, 
Canadian underwriters developed rea- 
sonable schedules which have been 
followed generally by the market here. 
However, some underwriters have not 
adhered to these, with the consequence 
tates become more competitive and pro- 
duce a higher loss ratio. He said under- 
Writers should get together to stabilize 
rates, 

Most Seaway losses are to hulls and 
Not on cargo Mr, Dangman continued. 
There are problems of water depth in 
some areas, and other risks when taking 
Vessels through narrow waters not well 
‘nown to navigators. He expects more 
trafic in 1960 with raw materials going 
thtough the Seaway. 

In January, he said a number of ves- 
‘els were caught in freeze-ups. This led 
0 ships discharging cargo short of 

&stinations, or not being able to pick 
“em up, causing transshipments and 
tisks attendant thereto, 

ith reference to the growing use of 





GEORGE C. 


DANGMAN 


containers and container ships Mr. 
Dangman said lower rates are not justi- 
fied for shippers until improved experi- 
ence through use of such vessels is evi- 
dent. 

Cuban Decree Inoperative 


A Cuban decree, put in operation 
under the Batista regime, requiring ship- 
ments from Cuba to be insured in com- 
panies admitted to that country, is not 
being enforced now Mr. Dangman stated. 
However, there may be some action 
taken later by the Fidel Castro govern- 
ment with respect to regulation of insur- 
ance. He said shippers may ship Cll 
and insure outside Cuba, but even non- 
admitted coverage written through Ha- 
vana seems to be working out all right 
at present. 























Underwriters in Cuba have petitioned 
for cancellation of the decree, but it is 
still on the books, even if not enforced. 
For awhile Mr. Dangman said insureds 
could get losses paid in dollars on pol- 
icies paid in pesos, but that has now 
ended. 

War Risk Policies 


Real protection is offered under present 
marine cargo war risk policies Mr. Dang- 
man told the insurance managers, even 
though such coverage would end with 
outbreak of any general hostilities. Even 
today there are risks from mines, gen- 
erally those used in World War II, but 
now and then fishing trawlers bring up 
World War I mines which can damage 
such vessels. ° 

With rates of about 2% cents in the 
Western Hemisphere and about 3 cents 
per $100 of protection in other parts of 
the world the protection bought is 
worthwhile Mr. Dangman - stressed. 
Dangers are small, he conceded, but still 
existent and a loss could be extensive. 

The speaker cited a form of business 
interruption insurance for valuable com- 
ponents in engineering developments 
abroad. He mentioned specifically large 
engines and dynamos which would take 
a long while to replace in event of loss 
or damage at sea from the United 
States to some foreign destination. 


Se ee TTT TTT Ti 


Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 
111 John Street, New York 38, N.Y. 





Baltimore Philadelphia 
Boston San Francisco 
Chicago Seattle 
Columbus, O. Toronto 
Dallas Montreal 
Houston Cuba 
Jacksonville Porto Rico 
Los Angeles Honolulu 


New Orleans Trinidad B.W.1. 





OCEAN MARINE 
INLAND MARINE 
HOMEOWNERS’ COMPREHENSIVE 
MANUFACTURERS OUTPUT 
and similar covers ; 


JEWELRY FILING APPROVED 

A personal jewelry insurance rate fil- 
ing in New York by the Inland Marine 
Insurance Bureau has been approved 
This includes withdrawal of $50 deduct- 
ible provisions. 


Truck Cargo Profitable for Agents 


Motor truck cargo policies are profi- 
table for agents who build a volume of 
this type of business, especially when an 
agent can secure the liability and physical 
damage coverage on the same truck or 
fleet of cars. The Hartford Fire Insur- 
ance Group in its publication “The Hart- 
ford Agent” tells of a buyer who took 
the coverage even after considering these 
questions : 

“1, Load values where relatively low. 
“2. Salvage possibilities were high. 

“The insured, however, bought cargo 
insurance when it was explained to him 
that (1) the premium charge reflected 
both factors; and (2) cargo subject to a 
catastrophe peril, such as fire, isn’t likely 
to be salvageable. 

“Just as a truck is exposed to numer- 
ous physical damage perils, so is its 
cargo vulnerable to the same risks. A 
serious loss to cargo can be just as 
financially harsh on the trucker as loss 
or damage to the truck itself. 

“The best safeguards against such ex- 
posures is motor truck cargo insurance, 
which can be designed to fill the specific 
needs of practically any trucker, whether 
hauling his own merchandise or property 


of others. 

“That such insurance is shielding 
truckers from having to pay costly car- 
go losses out of their own operating 
capital is shown in these typical claims 
paid by the Hartford Group: 

“As he pulled out of a_ highway 
weighing station, a truck driver for a 
poultry concern did not see an approach- 
ing car. The two vehicles crashed. The 


poultry and eggs in the truck were 
ruined. The Hartford paid a loss of 
$1,236 under the poultry firm’s truck 


cargo policy. 

“A public truckman, carrying a hay 
baler owned by a farm implement store, 
lost control of his truck and it upset in a 
ditch. The baler was destroyed, with a 
loss of $1,675—paid in full by the Hart- 
ford. 

“A truck stalled on a railroad crossing 
The load—heavy machinery—was demol- 
ished by an oncoming train. The 
payment was $3,417.92. 

“Thieves broke the seal and forced the 
rear door of the insured’s truck, stealing 
a washing machine and two electric dry- 
ers. They were valued at $556, which is 
what the policy paid. 

“A load of cattle was destroyed when 
the driver for a trucking concern dozed 
at the wheel, the truck running off the 
road and overturning. The Hartford 
made a loss payment of $449. 

“A tank truck hauling 30,000 pounds of 
milk upset when the driver lost control 
on a slippery road. The unit tumbled 
down a 40-foot bank. Under his Hartford 
motor truck cargo policy, the insured 
received $976, one-third of which repre- 
sented the cost of salvaging operations 

“While he was delivering merchandise 
from his appliance store. the policy 
holder’s truck caught fire. Two television 
sets were destroyed. Loss payment : $289. 


Ready-Made Market 


loss 


“Public truckmen operating under In-- 


terstate Commerce Commission permits, 
and intrastate haulers licensed by state 
commerce commissions, are usually re- 
quired by law to file evidence of ‘financial 
responsibility with these bodies. Truck- 
ers must show ability to satisfy their 
legal liability to the owners of the car- 
goes their trucks carry. They can meet 
this statutory requirement by carrying 
a motor truck cargo policy, properly 
endorsed and filed. In a sense, then, 
much of the market for the coverage is 
ready made, or created by law. 

“The trucking industry transports bil- 
lions of dollars in merchandise yearly 
Cargo-carrying trucks roll along the 
streets and roads of every community. 
Practically every agent has choice oppor- 
tunities right in his local area to build 
a volume of motor truck cargo business.” 
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Ribicoff Discusses 
Highway Safety Ideas 


HE PRAISES INSURANCE EFFORT 





Arizona Univ. Students Hear Connecti- 
cut’s Governor Speak on Accident Pre- 
vention, Reveal New Drivers’ Study 





Speaking on the subject of “Some Ideas 
on Highway Safety” Connecticut Gov- 
ernor Abraham Ribicoff told a recent 
meeting of University of Arizona busi- 
ness and public administration majors at 
Tucson that he was pleased at the “ener- 
getic leadership” the insurance industry 
was displaying. 

Governor Ribicoff, who especially cited 
the Institute for Highway Safety for its 
programs to reduce traffic accidents, 
pointed out: 

“These efforts also represented recog- 
nition by insurance men that it is not 
enough for the industry to try to justify 
the steadily mounting costs of automobile 
insurance—about 72% for bodily injury 
liability and 137% in property damage 
liability since 1938—but that it must per- 
sist energetically to root out the basic 
causes for these increasing costs.’ 


Cites Interest on Part of Connecticut 
Companies 


In stressing aid given to Connecticut 
insurance companies to cut costs and re- 
duce traffic deaths, Mr. Ribicoff men- 
tioned their donation of trailers for State 
Police use in displaying wrecked auto- 
mobiles as a public-deterrent and “for 


use in a school ‘Operation Safety’ pro- 
gram.’ 
The Governor also referred to the 


“wide and deserved” recognition gained 
by The Travelers for its annual booklet 
“The Road Toll.” Remarking that it is 
a “very readable presentation of the 
highway traffic Problem and what we 
can do about it,” he said further: 

“This company’s contribution to the 
cause of highway safety includes a gift 
which has caused wide comment among 
motorists—1l big speedometers which 
have been mounted on State Police 
patrol cars and by which motorists can 
check their speeds.” : 

Although insurance companies every- 
where are aiding in traffic safety cam- 
paigns, the great waste in human and 
material resources represented by high- 
way accident statistics is still very 
present, said Governor Ribicoff who pre- 
dicted : 

“If this waste in human lives and econ- 
omy is allowed to continue, our nation- 
wide traffic deaths will increase by 1970 
to 55,000 a year, the number of injured 
to two million and our economic loss 
to $9 billion on the basis of a recent 
estimate made by a National Safety 
Council expert. 


Reveals New Study in Connecticut 


The Governor said he was pleased to 
report that after several months of pre- 
liminary work, plans were announced re- 
cently in Hartford of a study to be 
launched in Connecticut to determine if a 
relationship exists between the physical 
health of the motorist and the incidence 
of traffic accidents. In discussing this 
plan, he stated: 

“The United States Public Health 
Service, working cooperatively with the 
Connecticut Motor Vehicles and Health 
Departments, will give screening phys- 
ical examinations to large selected groups 
of volunteer motorists, including those 
who have been involved in personal in- 
jury accidents. The results are expected 
to provide heretofore unavailable data 
concerning driver licensing procedure 
which can be most important to all driver 
licensing agencies in the nation.’ 


OVER 100,000 SHARES DEPOSITED 





Worcester Mutual Fire-State Mutual 
Life Efforts Successful in Acquir- 
ing Mass. Bonding Stock 
It became known in insurance and 
financial circles during the past week 
that the Worcester Mutual Fire, backed 
by State Mutual Life Assurance which 
has stock control of it, was the carrier 
bidding for stock of ‘Massachusetts 
Bonding. Offering $45 a share, the 
Worcester Mutual acquired over 100,000 
shares by February 26, the deadline for 
the offer, which are on deposit in Bank- 
ers Trust Co., New York. Total number 

of shares is 500,000. 





LANG ON ALLIANCE PROGRAM 

Frank Lang, president of Frank Lang 
Associates, Inc., New York and Chicago 
management consultants, will be one of 
the speakers at the big Chicago annual 
meeting of American Mutual Insurance 
Alliance May 8-10 at Edgewater Beach 
Hotel. His subject will be “Evaluating 
Operating Trends from the President's 
Desk.” 


Late News 
Calling the Michigan Surety “beyond 
hope of salvage,” Insurance Commission- 
er Frank Blackford has petitioned the 
Ingham county circuit court to order its 
liquidation. 





NAII ANNUAL MEETING DATE 

National Association of Independent 
Insurers wil] hold its 1960 annual meeting 
Cctober 31-November 1-2 at the Chase 
Park Hotel, St. Louis. 


Employers Re. Earned 
$4.63 a Share in 1959 


UNDERWRITING GAIN OF $1,784,714 





Kansas City Company Also Produced 
Investment Earnings of $2,019,265 and 
Surplus Gain of $2,306,512 





Employers Reinsurance Corp. of Kan- 
sas City achieved outstanding operating 
results in 1959 as evidenced by its net 
underwriting gain of $1,784,714 compared 
with $223,985, in 1958, and its invest- 
ment earnings of $2,019,265 which were 
$289,033 greater than the previous year. 

Net earnings per share after taxes 
were $2,780,903 or $4.63 as contrasted 
with $1,643,720 or $2.74 per share after 
taxes in 1958, 

For the year net premiums written 
reached $36,196,992, a healthy gain over 
$34,500,851 produced in 1958. 

Total admitted assets at the year-end 
stood at $87,557,813, a gain of $6,594,087 
during the year. After providing for cash 
dividends paid of $990,000 ($1.65 per 
share) and for statutory items, the com- 
pany achieved a surplus increase last 
year of $2,306,512 to a total of $20,705,- 
419 compared with $18,398,907 at the 
close of 1958. Surplus to policyholders, 
including $663,555 in voluntary special re- 
serves and $3,000,000 capital, totaled $23,- 
705,419 compared to $21,398,907 the pre- 
vious year-end, 


Portfolio Changes 


Market value of bonds under amortized 
value as of last December 31 was shown 
at $3,376,823 and market value of stocks 
under statement value for the same date 
was $86,510. Gain in market value of 
stocks and Canadian bonds was $796,027 
at the year-end. 

During the year cash increased $608,793 
to $5,207,983: bond holdings rose #4.- 
970,854 to $64,054,254; stock holdings in- 
creased $1,795,747 to $14,988,986 and other 
assets decreased $781,308. 








From Azusa to ZAnesville, 
insurance producers tense 
over old Z-A ads, clocks 
in hand, racking brains 
from A to Z. 


Mr. Za, too, watches time. 
(Object beside head is a 
time. Other objects are 
ZAvory emergency rations. 
To tide him over as he 
awaits your entry.) 


For it is time to send in 
entries in BIG CONTEST 
being run by Zurich- 
American. 


See February 5 of this 
magazine. Quick! Entries 
must be postmarked by 
March 20. 


100—VALUABLE PRIZES 
—100! Fun! Merriment! 
Biased judges! No seri- 
ousness! Enter now! 








Allstate Announces 16% 
Premium Volume Gain 


WAS $62,934,000 OVER '58 FIGURE 





Pres. Branch Discloses Underwriting, In. 
vestment Income Gains; Concerned 
Over Mounting Accident Costs 


Judson B. Branch, president of the 
Allstate Cos., reporting this week on 
business prospects for 1960, disclosed 
that premium writings for 1959 totaled 
$438,581,000, a gain of $62,934,000, or 16% 
above the previous record high of 1958 

Important figures and other gains 
highlighted in the president’s report 
include the following: 


Allstate’s 1959 Financia] Highlights 


“Net income for 1959 totaled $34. 
583,000. pg big | substantially Way 
an item of $4,106,000 in capital gains 
from sale of securities. This capital 
gain compared with a small gain oj 
$345, 000 the previous year, 

“Underwriting gain in 1959 was $13. 
984,000 after taxes, as compared to the 
$7,095,000 underwriting net of 1958. Net 
investment income, ey, net income 
on the capital gain, was $20,5 » com- 
pared to $13,328,000 the se year,” 

Commenting on the problem of the 
ever-mounting auto ‘accident rate, Mr. 
Branch said that another 5% increase in 
the average cost of bodily injury claim 
payments in 1959 as contributing to gen- 
eral rise in total accident costs. He 
declared: 

“We believe this Allstate experience 
reflects conditions throughout the in- 
dustry. Despite growing awareness and 
action in the field of traffic safety, with 
great strides being made in mz any areas, 
the accident costs continue to rise much 
more rapidly than could be attributed 
to normal inflationary pressures.” 





Mr. Branch helieves these worrisome 
increases are due to several causes, 
“including more claims per accident, 


higher auto repair costs, increasing hos- 
pitalization and medical costs and an 
inclination of numerous juries to grant 
excessive awards.” 

Nevertheless, Allstate’s auto premium 
volume hit $398,035,000 in 1959, a gain 
of 15% over the former record total. 





George Urges Support of 


N. Y. Highway Safety Drive 
Harold M. George, U.S.F, & G, general 


superintendent of casualty lines in New 
York, urged that industry support be 
given to Governor Nelson Rockefeller’s 
1960 legislative program for New York 
State on reduction of highway traffic 
accidents, in speaking at the recent 
monthly meeting of the Automobile Cas- 
ualty Underwriters Association. Mr. 
George suggested that all employes 
should advise their state assemblymen 
and senators to give itheir support to this 
program, one by-product of which would 
be reduction of insurance losses and 
premium charges to the public. : 

John Barnes, American Surety, 1s 
chairman of the association which holds 
its meetings at Drug & Chemical Clu, 
N. Y. 





PILOT ELECTS M. J. THOMPSON 


Merle J. Thompson, a Standard Ac- 
cident vice president, has been electe 
director and assistant secretary of Pilot 
Insurance ‘Co. of Toronto, an affiliate. 
Active in the organization of the Pilot, 
Mr. Thompson has also been New York 
branch manager, & H. manager an 
executive secretary of production during 
his 36 years with the parent company 





SURETY ASSN. ADDS THREE C05. 


Pacific Insurance Co. of New York, the 
Bankers & Shippers and the Jersey It 
surance Co. of New York have bee! 
elected to membership in the Surety AX 
sociation of America. The three com 
panies are members of the Pacific of 
New York Group. Association membet- 
ship now totals 83 companies. 
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U.S.F. & G. Underwriting 
Profit Totaled $3,966,402 
up $§ MILLION OVER ’s8 FIGURE 
Net Premiums at $277,888,566 Set New 


Record; Board Chairman Phillips Cred- 
its Casualty, Fire, Marine Lines 








United States Fidelity & Guaranty had 
an underwriting profit of $3,966,402 on 
its operations for 1959, according to the 
Baltimore company’s annual report, sent 
to stockholders March 2. The under- 
writing results represented a $5,105,627 
increase aS compared with 1958, when a 
loss of $1,139,225 was recorded. Net pre- 
miums for 1959 reached a record $277,- 

In reporting to the company’s share- 
holders, Chairman of the Board Charles 
L. Phillips noted that net premiums 
written in 1959 represented the largest 
dollar increase in the company’s history 
and were up by $27,541,748 over 1958. 
All major casualty lines and all fire, 
marine and multi-peril lines contributed 
to this result, Mr. Phillips pointed out. 
Fire, marine and multi-peril lines rose 
by $12,230,000 or 30% and accounted for 
4% of the total increase. 


Adjusted Share Earnings Nearly 
Doubled 


Investment income in 1959 amounted 
to $12,386,097 compared with $11,087,080 
a year earlier. The net result, after 
various profit and loss entries, was a gain 
of $16,316,769 for 1959, compared with a 
gain of $9,584,890 in 1958. Allowing for 
a 35% equity in unearned premium re- 
serve (less tax), the report shows ar- 
justed earnings of $4.44 per average share 
as against $2.52 a share for 1958. 

Admitted assets passed the half-billion 
dollar mark in May and, at last year’s 
end, stood at $558,171,664. The increase 
for 12 months was $70,834,692 or 14.5%. 

Total capital funds, comprising capital 
stock, surplus and voluntary reserve, 
reached $187,969,814 at the end of 1959, 
rising $43,653,782 or 30.2% over a year 
earlier. 


Credits August Stock Split 


The report noted that stockholders 
approved a 2-for-l1 stock split last Au- 
gust 26 and increased the authorized 
capital from 2,500,000 shares of $10 par 
to 8,000,000 shares of $5 par. After the 
split, directors declared a 10% stock 
dividend, 

The net amount of new investments 
added to U.S.F. & G. portfolio during 
the year totaled $58,337,015, setting a new 
high. The statement value of the port- 
folio at the year-end was $457,469,726 as 
contrasted with $390,540,786 a year 
earlier. 

Mr. Phillips stated that there remains 
a Federal income tax credit available 
against future taxable income through 
1%2, in the amount of approximately 
$3,528,224, tax dollars. 





CODE TO PROTECT DOCKERS 





Secretary of Labor Mitchell Issues Safety 
And Health Standards for Longshore- 
men, Ship Repair Workers 
Secretary of Labor James P. Mitchell 
has issued regulations to protect the 
safety and health of longshoremen whose 
jobs now show one of the highest acci- 
dent rates in American industry—eight 

tmes higher than manufacturing. 

_At the same time Secretary Mitchell 
issued safety and health regulations to 
Protect ship repair workers. 

r. Mitchell issued the new standards 
effective March 21, under the Longshore- 
men’s and Harbor Workers’ Compensa- 
ton act after holding public hearings 
throughout the country. Labor and man- 
agement representatives of the longshore 
aid ship repair industries cooperated 
with Department of Labor maritime 
sty consultants in developing the 

es. 

A field safety staff has been set up by 
the department in 17 principal port 
cites to administer the regulations and 
Provide accident prevention services. 


AETNA C.&S. PROMOTES FOUR 


Weiser, Osborn, Brown and _ Butler 
Named General Managers as Com- 
pany Unifies Operations 
Four managers of offices for Aetna 
Casualty & Surety have been named 
general managers in connection with the 
unification of its casualty, fire and ma- 

rine operations in their cities. 

Donald K. Weiser was appointed gen- 
eral manager at Chicago, William H. 
Osborn at Pittsburgh, Roy Brown at 
Springfield, Ill., and Philip G. Butler 
at Wheeling, W. Va. 

Mr. Weiser, graduate of Gettysburg 
College, joined the company in 1928 
and has been manager at Chicago for 
the past 14 years. He went to Chicago 
in 1937, serving as agency supervisor and 
assistant manager before becoming head 
oi the office. 

Mr. Osborn, who joined the company 
in 1923 upon his graduation from Ohio 
State University, has been manager at 
Pittsburgh for the past 20 years. He 
served as manager of offices at Wheeling, 
W. Va., and Richmond, Va. before going 
to Pittsburgh. 

Mr. Brown, a graduate of the Uni- 
versity of Illinois, joined Aetna Casualty 
in 1946. He was superintendent of the 
agency department at Atlanta and man- 
ager of the Grand Rapids office before 
becoming manager at Springfield in 1956. 

Mr. Butler started in 1936 and served 
as an Aetna marine special agent and 
state agent before being named manager 
of the southeast marine department at 
Atlanta in 1947. A graduate of Williams 
College, he has been manager at Wheel- 
ing since January. 





Paulson to Assist Cramer 


At Continental Casualty 
‘Reynold A. Paulson of Continental 
Casualty has been appointed administra- 
tive assistant to John H. Cramer, ex- 
ecutive director of the company’s newly 
formed special risks division. 

Mr. Paulson joined ‘Continental in 
1952. From 1952 to 1958 ‘he served as 
office manager of the aviation division, 
then aviation and special risks collection 
manager and administrative assistant in 
the aviation accident division and A. & H. 
branch administration. In January, 1959 
he was transferred to the comptrollers 
department as an administrative assistant 
in branch administrative services. 

After attending Cornell College, Mr. 
Paulson spent five years active duty with 


the U. S. Navy. 


EXPERIENCED 


degree. 


and pricing function. 


treated in confidence. 


NATIONWIDE 








OPPORTUNITY 


for 


We have a Home Office Actuarial opening for an experi- 
enced commercial underwriter or underwriting supervisor 
of Workmen’s Compensation, General Liability and other 
casualty lines. Must be familiar with Experience, Schedule, 
Composite and Retrospective rating plans for commercial 
risks in the premium range of $1,000 to $50,000. Under- 
writing experience with inter-state risks desirable. College 


Fine opportunity for person with creative ability who 
wishes to grow with a progressive, expanding Casualty com- 
pany. Starting salary commensurate with experience. Lib- 
eral employee benefits. You bring the basic experience — 
we'll teach you the techniques of the product development 


Please send resume of education and experience back- 
ground including salary information. All replies will be 


Reply Personnel Employment 
INSURANCE COMPANY 


246 North High Street, Columbus 16, Ohio 


3 


ELECT ASSISTANT SECRETARIES 


Hartford Steam Boiler Advances R. W. 
Wolf, Jr. and S. B. Terry, Jr.; 
Careers of Both Men Given 

Robert W. Wolf, Jr. and S. Burnham 
Terry, Jr. were elected assistant secre- 
taries of the Hartford Steam Boiler at 


a recent board of director’s meeting. 

After graduation from Yale Univer- 
sity, Mr. Terry worked several years 
with industrial concerns before joining 
Hartford Steam Boiler in 1932. A spe- 
cial agent in Chicago and Cleveland, he 
was recalled to the home office in 1942 
‘to edit the company’s technical magazine 
“The Locomotive.” He was subsequently 
appointed assistant superintendent of 
agencies and agency secretary. In 1953 he 
was assigned to the underwriting de- 
partment as assistant to the vice presi- 
dent. 

Mr. Wolf, who attended Drake College 
and the American Institute of Banking, 
is an army veteran of World War II. 
He joined the company in 1949 as a 
special agent in New York and was ap- 
pointed supervising special agent in 1955. 
He was made assistant manager in New 
York a year later. In 1958 Mr. Wolf 
was transferred to the home office un- 
derwriting department where he has been 
an assistant to the vice president. 








FINDS ADS NOT MISLEADING 


Minnesota District Judge Upholds State 
Farm Mutual in Protest Entered by 
Former Commissioner 
State Farm Mutual of Bloomington, 
Ill, has won its fight to use certain 
terminology in its advertising that had 
been banned by the Minnesota Insur- 
ance Department. Judge Albin S. Pear- 
son in district court at St. Paul has va- 
cated and annulled an order issued July 
24, 1958 by Cyril C. Sheehan, at that time 

Minnesota Insurance Commissioner. 

Mr. Sheehan had ordered the company 
to cease and desist from using advertis- 
ing that claimed that auto policyholders 
in Minnesota may be paying “up to 40% 
too much” for their insurance. He con- 
tended that the ads implied other insur- 
ance companies were over-charging 
clients for their policies. 

State Farm Mutual appealed from the 
Commissioner’s order and was granted 
a motion for summary judgment. The 
court held there was no showing by the 
state that State Farm Mutual rates 
were not 40% or more under those of 
many companies, nor was there any proof 
that anyone had been or was likely to be 
deceived by the company’s claims. On 
that finding the judge ruled there was 
no lawful or reasonable basis for the 
Commissioner’s order. 








UNDERWRITER 








ADOPT NEW DESCRIPTIVE NAME 





National Advisory Committee on Auto- 
mibile Assigned Risk Plans Becomes 
National Industry Committee 
The national advisory committee on 
automobile assigned risk pians_ has 
changed its name and increased its 
membership from six to nine, Richard 
C. Wagner, assistant general manager, 
Association of Casualty & Surety Com- 

panies, announces. 

Mr. Wagner said that hereafter the 
committee will be known as the National 
Industry Committee on Automobile As- 
signed Risk Plans. “They feel that 
these changes will make the committee 
more representative of the industry and 
its name more descriptive of its func- 
tion,” he explained. 

Officers of the committee, besides Mr. 
Wagner, are Charles H. Robuck, Jr., 
assistant secretary, National Association 
of Independent Insurers, vice chairman; 
and D. E. Kuizenga, chief underwriter, 
Mutual Insurance Rating Bureau, secre- 
tary. ‘ we 

Kepresenting the Association of Cas- 
ualty & Surety Companies on the com- 
mittee are: Indemnity Insurance Co. of 
North America, Hartford Accident & 
Indemnity, and The Travelers. 

Representing the Mutual Insurance 
Rating Bureau: American Mutual Lia- 
bility, Liberty Mutual and Lumbermens 
Mutual Casualty. 

NAII members are Allstate, Govern- 
iuient Employes Insurance Co. and State 
Farm Mutual. : 

The committee held its first meeting 
in October, 1947. It had been formed 
at the suggestion of the NAIC. Its pri- 
mary functions are to encourage the adop- 
tion of measures in the public interest 
to improve the operation of automobile 
assigned risk plans, and to encourage 
such uniformity in the plans as is feas- 
ible and consistent with various state 
statutes. 

Mr. Wagner said the committee would 
continue to meet regularly to consider 
assigned risk problems which, he noted, 
are growing in both number and com- 
plexity. 





NEW MICH. SURETY HEARING 





Petition Filed for Discharge of Depart- 
mental Custodianship by Insurance Corp. 
of America; Judge Coash Intervenor 
A hearing for consideration of a mo- 
tion to discharge the departmental cus- 
todianship of Michigan Surety has been 
scheduled in Ingham county circuit court 

at Lansing for April 6. 

Meanwhile Judge Louis Coash of the 
Ingham court accepted the petition of 
counsel for Insurance Corporation of 
America, the Mark Kroll-owned Indiana 
corporation based at Cincinnati, as an 
intervenor in the case. According ‘to the 
petition, filed by the Lansing law firm of 
Foster, Foster, Campbell and Lindemer, 
LC.A. owns 96% of Michigan Surety 
stock, 

The petition to free the Lansing com- 
pany from custodianship, previously filed 
by another Lansing attorney, Clayton F. 
Jennings, had sought a Feb. 19 hearing 
date. It had asserted that sufficient 
“new” assets had been discovered, partly 
through projected liquidation of Florida 
real estate which examiners had de- 
clared a non-admitted asset under Michi- 
gan law, to enable the company to re- 
sume business, with new capital assured 
to provide a substatial cushion for policy- 
holders and creditors. 

Although removed as president and 
director, Mr. Kroll’s extensive stock in- 
terest in the company keeps him fore- 
most in the effort to return the carrier 
to an operating basis. 

Commissioner Frank Blackford, who 
initiated receivership proceedings last 
fall is now the court-appointed custodian. 
After successive examinations he indi- 
cated the company to be insolvent by 
statutory standards, and has indicated 
that his department will continue a fight 
to keep control of the company. 
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New Amsterdam and U.S. 
Casualty Show Gains 


NELSON-MAHON ANNUAL REPORT 


New Amsterdam’s Investment Income 
$264,190 Greater than 1958; U. S. Cas- 
ualty Assets Up to $47,639,907 


Stockholders of New Amsterdam Cas- 
ualty and its affiliate, United States 
Casualty have been advised by J. Dough- 
erty Mahon, president and J. Arthur 
Nelson, chairman of the board that both 
companies are “proceeding very cau 
tiously until the premium charges for 
automobile insurance can be adjusted 
upward sufficiently to enable us to make 
a profit on our insurance business.” 

New Amsterdam’s losses and expenses 
at $2,514,890 were greater than earned 
premiums, but as Messrs. Mahon and 
Nelson pointed out the unfavorable ex- 
perience on insurance business was more 
than offset by interest income on in- 
vestments totaling $3,145,313. 

Looks to Increase Investment Earnings 

In New Amsterdam’s financial state- 
ment it was noted that investment in- 
come was $264,190 greater than in 1958 
Stockholders were told that the company 
looks forward to a further increase in 
investment earnings with the greater 
return on bond investments now avail- 


able. 

“We own $27,000,000 par value of 
United States Government bonds,” 
Messrs. Mahon and Nelson reported, 
“which return about 214% interest and 


which mature within three years.” 
After deducting losses and claims ex- 
penses of $41,841,638 incurred in 1959, 
together with underwriting expenses ot 
$21,896,127 and sundry profit and_ loss 
items of $180,967, an operating gain of 
$449.455 was made by New Amsterdam 
That gain contrasted with an operating 
loss of $682,037 in 1958, and a loss of 
$1,370,723 for the preceding year. 
After paying dividends of $1,000,000 
during 1959, the reserve for contingencies 
was increased by $363,098 to $20,306,387 


on December 31, 1959. That compared 
with $19,943,288, the reserve for con- 


tingencies as of December 31, 1958. 

The company’s total admitted assets 
on December 31, 1959 stood at $128,745,- 
877, down slightly from $128,954,714 a 
year earlier and compared with $121,- 
604,784 on December 31, 1957. 

United States Casualty Figures 

United States Casualty earned $24,- 
934,708 in net premiums in 1959, while 
incurring an operating loss of $589,040. 
Gain by adjusting stocks and bonds to 
December. 1959 values amounted to $231,- 
384 with $357,656 the net loss 

Dividends paid totaled $67,500 and de- 
crease in reserve for contingencies was 
$425,156. U. S. Casualty’s total admitted 
reached $47,639,907. Capital 
totaled $2 million with surplus of $5 mil- 
lion. Added to the reserve for con- 
tingencies, surplus to policyholders was 
$10,679,797. 


assets 


New Assignments For Kemper 


Group Boiler Engineers 
Five new assignments of boiler engi- 
neers in the Kemper Cos.’s eastern de- 
partment have been announced by Wil- 
liam H. Heineke, senior vice president 
in charge of the seven-state territory. 
Courtney Thorpe has been transferred 
from the companies’ office in Puerto 
Rico and will supervise boiler engineer- 
ing service in northwestern Virginia 
Ravmond J. McGlade, formerly in the 
Charlotte, N. C. office, has moved to 
Roanoke, Va. and will provide boiler 
engineering service to policyholders in 
southwestern Virginia 
Alexander C. Coufos, C. Edward Law- 
less and Richard J. Olen have been 
added to the companies’ eastern depart- 
ment engineering staff. Mr. Coufos will 
work in the New Jersey counties of 
Essex, Hunterdon, Middlesex, Somerset 
end Union and in Richmond county, N.Y. 
Mr. Lawless’ territory includes Morris, 
Passaic, Sussex and Warren counties 
in New Jersey and Mr. Olen will serve 
policyholders in northeastern Pennsy!l- 
vania. : 


Thacher Explains New 
Bill to Casualty Cos. 


REGISTRATION TIME EXTENDED 


Owners of Construction Vehicles Given 
Until April 1 to Register Under Com- 
pulsory Vehicle and Traffic Law 


New York Insurance Superintendent 
Thomas Thacher has sent a letter to all 
casualty insurers authorized to do busi- 
ness in New York, clarifying and pro- 
viding additional information concerning 
a bill approved recently by Governor 
Rockefeller. 

The new legislation “extended to April 
1 the time for registration, pursuant to 
the vehicle and traffic law, of traction 
engines, road rollers, tractor cranes, 
truck cranes, power shovels, road build- 
ing machines, snow plows, road sweepers, 
sand spreaders, well drillers, well serv- 
icing rigs and trucks with smal] wheels 
used in factories, warehouses and _ rail- 
road stations (Chapter 5, Laws of 1960).” 

Mr. Thacher reminded casualty com- 
panies that “the purpose of this extension 
is to afford further opportunity to owners 
of such vehicles to comply with the com- 
pulsory insurance provisions of the 
Vehicles and Traffic law by securing 
appropriate liability insurance covering 
the same.” He continued: 


Bureaus Submit Provisions 


“New forms and revisions in the auto- 
mobile casualty manual and in forms 
previously filed for such vehicles, re- 
quired to reflect the amendment of the 
vehicle and traffic law by Chapter 519 
of the laws of 1959, have been sub- 
mitted by the National Bureau of Cas- 
ualty Underwriters and the Mutual In- 
surance Rating Bureau and approved by 
the Superintendent of Insurance for use 
of their members and subscribers. 

“Automobile liability rates have also 
been filed by those two bureaus for such 
vehicles of the crawler-tvpe, as_ dis- 
tinguished from the wheeled-type. These 
rates are 15% of the 8 CA manual rates 
Wheeled-type vehicles are subject to the 
full 8 CA manual rates. 


Manufacturers’ and Contractors’ 
Liability Approved 


“A reduction of 5% in the rates for 
certain classifications covered by manu- 
facturers’ and contractors’ liability in- 
surance was also approved for the mem- 
bers and subscribers of these bureaus 
to recognize the coverage to be afforded 
under automobile liability policies for 
the equipment newly included under the 
vehicle and traffic law. 

“Insurers which have not made, or 
have not had made for them, appropriate 
filings with this Department are re- 
minded that they should do so promptlv.” 

Mr. Thacher advised companies to in- 
form their underwriters, branch and 
service offices and departments, agents 
and producers of the new rate schedules 
and forms immediately so that owners 
of the newly included vehicles may be 
able to obtain the coverage necessary 
for the registration of such vehicles 
prior to April 1. 

In order to insure expeditious handling, 
the Superintendent asked that all such 
filings or communications about such 
newly required rates and coverage be 
addressed to Harold Rothbart, principal 
examiner of the Rating Bureau for the 
Department. 


National Ins. Underwriters 


Absolved From Plane Claim 


National Insurance Underwriters of St. 
Louis will not have to pay $4,883 to 
Woodrow Lievers for damage to an air- 
plane that was demolished in an accident 
near International Falls, Minn., in 1957 

A jury in county court had brought 
in a verdict for that amount and the 
insurance company appealed, claiming 
the policy was not in effect at the time 
of the accident. 

The Supreme Court found that the 
company advised Mr. Lievers that his 
policy was not in force and voluntarily 
returned the premium which was _ re- 
ceived the day after the accident. 





Nassau Street, New York 38, N. Y. 





UNDERWRITER NOW AVAILABLE 
Underwriter with heavy automobile insurance experience and 
knowledge of other casualty lines seeks position of responsibility 
with insurance agency or company in supervisory capacity. Prefer- 
ably N. Y. area. Address Box 2780, The Eastern Underwriter, 93 








All Amer. Life & Cas. 
Entertains Producers 

AT PALM BEACH CONVENTION 

Leading Sales Representatives and Wives 


Treated to Florida Vacation; Many 
Honored for Service 





All American Life & Casualty of Chi- 
cago recently entertained leading pro- 
ducers of the company at the Palm 
Beach Biltmore in Florida. 

During the past 18 months, company 
representatives worked toward produc- 


tion quotas which entitled them and 
their wives to attend this combination 
sales convention and Florida vacation. 


One hundred more guests attended this 
convention than the one held in 
August, 1958 in Colorado. They enjoyed 
a full schedule of entertainment, includ- 
ing sightseeing, a gala Hawaiian Night, 
an awards dinner and other special 
events, 

Two stimulating sales seminars and a 
special meeting for agency builders were 
held. Robert E. Little, manager of the 
Heritage Agency, San Francisco, served 
as moderator for the A. & S. seminar 
while F. M. Ferren, Indianapolis, re- 
gional vice president, moderated a life 
seminar, Alden C., Palmer, Indiana In- 
surance Commissioner, gave an inspiring 
dinner address. 

Many Honored at Dinner 

At the awards dinner, which was con- 
ducted by George R. Wilmot, agency 
vice president, the following representa- 
tives were honored: 

President’s award—John N. Metrop- 
ulos, Park Ridge, Ill.; agency builder of 
the year—Forrest H. Rans, Fort Wayne; 
junior agency builder of the year— 
Gerald C. Harmer, Santa Rosa, Calif. ; 
All American of the year—Robert M. 
Nolan, Gary, Ind.; 34 members of the 
president’s club; 58 members of the All 
American club, 

Winners of fishing trophies—Jack H 
Sucke, Austin, Texas and David W. 
Schuehler, Mt. Prospect, Ill.; grand prize 
winners of president’s month campaign 
—A. A. Centracchio, Lynnfield Centre, 
Mass, a Renault Dauphine; J. Leon King, 
Brookline, Mass.; Paul Bloom, Newton, 
Mass.; and Fred Bortney, Oakland, Calif. 

Winners of trips to the Grand Ba- 


hamas were Mr. and Mrs. John N 
Metropulos; Mr. and Mrs. E. V. Carr, 
Columbus, Ind; and Mr. and Mrs. Ely 
S. Benson. Following the convention, 


trip winners flew to the Grand Bahamas 


where they were entertained for the 
week-end by President and Mrs, E. FE 
Ballard. 

With the theme of the convention 


“59 was fine ... but ’60 will sizzle,” 
President Ballard set the goal for 1960 


99 WAs Fine, 
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Continental Casualty 
Considers H.O. Addition 


BLDG. WOULD BE 20 STORIES 


National Fire of Hartford Expected to 
Move Western Department Employes 
To Proposed New Building 


The Continental Casualty and Con- 
tinental Assurance contemplate building 
an addition to their home office building 
in Chicago on the parking lot to the 
west on which they have a land lease 

Roy Tuchbreiter, chairman of the 
board for both companies, stated that 
the proposed plan calls for a 20-story 
building with provision for indoor park- 
ing in the basement as well as on the 
first two floors. The building on the 
southeast corner of Jackson and Wabash, 
which is owned by Continental Casualty, 
undoubtedly will not be disturbed. 

National Fire Would be Occupant 

It is expected that the National Fire 
a member of Continental-National Group, 
will move its western department with 
the exception of the Cook County de- 
partment to the proposed new building 
which will occupy 50,000 square feet 
and accomodate approximately 400 em- 
ployes. Consideration is being given to 
another large tenant which would oc- 
cupy substantial space. 


The new building will be fully. air 
conditioned, have automatic elevators 
and adequate space will be provided 


for an employes’ cafeteria. 

Mr. Tuchbreiter stated further that 
this addition is being contemplated be- 
cause of the expansion of Continental 
Companies since they purchased their 


present building in 1943 at 310 South 
Michigan Blvd. When the companies 
moved to their present location they 


occupied approximately 124,000 square 
feet and employed 1,000 people. Since 
then the employes have grown to 2,700 
and there is only enough space available 
in their present quarters to cover their 
requirements for a short period of time 

It is expected that Naess and Murphy 
will be the architects and A. L Jackson 
Co. the contractors. Work should begin 
after plans are completed. 





at $200,000,000 combined volume. “Our 
dream for All American Life & Casualty 
being a billion dollar company in 15 
years will become a reality,’ he proph- 
esized., 

R. J. Donaldson, executive vice presi- 
dent, served as chairman of the 19 
convention committee and was assisted 
by Alice R. Mosley, advertising and sales 
promotion manager, R. E. Main, agency 
director, and George R. Wilmot, agency 
vice president. 










At the speakers’ table—All American Life & Casualty awards dinner in Palm 


Main, agency director; Mrs. Main, Mrs. Wilmot, 


George R. Wilmot, agency vice president and awards dinner chairman; President 
E. E. Ballard, Mrs. Ballard, Alice R. Mosley, advertising and sales promotion mat 
ager, and R. J. Donaldson, executive vice president. 
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MERITmatic...the auto policy tailored 
for the agent...as well as car and driver 


Insuremanship*, Zurich-American’s concept of selling, 
holds that agents and clients are people . . . that policies 
should give each what he wants. MERITmatic does. 


Customer gets competitively priced, quality protection 





in top company. Policy is automatically re- 
newable, payable quarterly or semi-annually. 

Agent gets answer to direct writing, also 
gets increased income. MERITmatic is written 
with ball-point, delivered on spot, requires no 
further bookkeeping. Machine pays commis- 











® © 1960 Zurich-American Insurance Companies 





sions monthly, handles all notices and billing. You own 
expirations, sell, make money. 

If principles of Insuremanship form a pleasing pattern, 
just ask our closest office about MERITmatic. 


MERITmatic not yet available in all states. Details on request. 
ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (an affiliate) 

135 South LaSalle Street, Chicago 3, Illinois 

OFFICES IN PRINCIPAL CITIES: New York, Boston, Providence, 
New Haven, Buffalo, Amsterdam, Orange, Philadelphia, Pittsburgh, 
Baltimore, Greensboro, Charleston, Savannah, Atlanta, Birmingham, 
Canton, Cleveland, Cincinnati, Detroit, Grand Rapids, Minneapolis, 
Milwaukee, Chicago, Jackson, Dallas, St. Louis, Kansas City, Denver, 
Seattle, Portland, Sacramento, San Francisco, Fresno, Los Ange le 
Phoenix, Richmond 
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Standard Security Has 
Family Cancer Policy 


ANNOUNCED BY MICHAEL LEVY 





Premium Cost Determined by Age of 
Father; $10,000 Maximum Benefits 
at Rate of $3,000 Annually 





A comprehensive family cancer care 
policy, covering surgical, medical, hos- 
pitalization and nursing expenses, was 
put on the market this week by Standard 
Security Life of New York, accompanied 
by large-size ads in daily newspapers. 

In announcing this policy Michael H 
Levy, president of the company said: 
“It is our belief that the natural fear 
of cancer itself is ofiten coupled with 
the fear of wiped out savings and gen 
eral economic distress to the family, in 
short, fear of the high cost of cancer. 
Thus many potential sufferers are in- 
clined to put off diagnosis until the 
disease has progressed too far to be 
adequately checked. Our new cancer 
care policy is a realistic approach to 
solving the problem of paying the mod- 
ern cost of cancer.” 

Details of the policy were given at a 
press luncheon February 24, held in 
Sheraton East Hotel, N. Y. Based upon 
the information and statistics furnished 
to the company by the Eleanor Roosevelt 
Institute for Cancer Research, National 
Cancer Foundation and other health 
and welfare organizations, Standard 
Security’s cancer policy extends cover- 
age to the husband, wife and all un- 
married children up ito age 25, living 
at home. Premiums commence as low 
at $3 per month and cover the entire 
family. The cost is determined by the 
age of the father. Premium and benefits 
remain tthe same as long as the policy 
stays in force. There is no rate increase 
or benefit reduction as the policyholder 
grows older. 

Policies are available guaranteed re- 
newable to age 65 and guaranteed re- 
newable for life. There are similar con- 


tracts for single men and women. The 
policy’s definition of cancer includes 
leukemia and Hodgkin’s Disease. No 


medical examination is normally required, 
said Mr. Levy. 


To Pay Brokers $15 Flat Service Fee 


It was also announced that brokers 
and agents will receive a flat $15 service 
fee on this particular policy. On other 
policies issued by the Standard Security 
regular commissions will be paid to pro- 
ducers, Mr. Levy said. 

The policy pays to a maximum limit 
of $10,000 with maximum annual pay- 
ments of $3,000. Cancer treatments such 
as chemotherapy, blood and _ plasma, 
oxygen, medicine and drugs, radiation 
therapy are provided in addition to sur- 
gical, medical and hospital costs. So 
are at-home nursing care by registered 
and practical nurses. Expenses up to 
eight years after tthe first diagnosis or 
treatment of cancer are also paid. 

Standard Security’s latest research in- 
dicates that one out of every four Ameri- 
cans will be stricken with cancer some- 
time during his life. Mr. Levy’s feeling 
is that his family policy will provide the 
necessary funds “to insure adequate, 
modern and early treatment that is es- 
sential in the successful treatment of this 
dread disease.” 

Speakers at the press luncheon were 
Dr. Harry E. Ungerleider, medical di- 
rector, Standard Security Life; Dr. 
Samuel H. Dooley, executive director, 
National Cancer Foundation, and Dr. 
Joseph E. Eller, executive director, Pan 
American Medical Association. Henry 
S. Harris, the company’s director of 
public relations, was in charge of ar- 
rangements. 











HALTS POLICY RACE BIAS 


N. Y. Sup’t. Puts Stop to A. & H. Mail- 
order Offer Stipulating Policyholder 
Must be “White” 

Prompt action by New York Super- 
intendent of Insurance Thomas Thacher, 
in conjunction with that of the insurance 
regulatory authority of Nebraska, has 
put a stop to the mail-order offer and 
sale in New York of “racially segregated” 
insurance. 

Department action started when an 
application blank for accident and health 
insurance indicating that coverage was 
available to “any white person over 18 
years of age... .” was brought to Super- 
intendent Thacher’s attention February 
16 by a reporter for a New York daily 
newspaper. The blank, sent out by 
Travelers Health Association of Omaha, 
was directed to an addressee residing in 
New York State. 

Mr. Thacher immediately wired Wil- 
liam E. Grubbs, Nebraska Director of 
Insurance, asking cooperation in putting 
a stop to this mail-order solicitation, 
which offered insurance “on a racial dis- 
criminatory basis not permissible in New 
York State.” Mr. Grubbs replied the 
following day that he was taking im- 
mediate steps. 

“The company ‘has been notified to 
immediately cease and desist this ac- 
tivity,” Director Grubbs’ letter said. 

Travelers Health Association is not 
licensed to do business in New York 
State. However, such companies may 
offer and sell insurance by mail from 
outside the state without being subject 
to the New York Department's jurisdic- 
tion or control. 

Discrimination as to race. color, creed 
or national origin in the offer or sale of 
insurance, and in other insurance deal- 
ings with the public, is illegal in New 
York State. But the mail-order nature 
of the Omaha company’s offer made it 
immune to direct action by the New 
York Department, necessitating the two- 
state cooperative course of action 
adopted. 

A further letter from Superintendent 
Thacher to the Nebraska official this 
week clarified New York’s expectation 
that not only the sale of this nolicy but 
its advertisement by mail to New York 
addressees would be terminated. 








Philadelphia Hospitals May. 
Withdraw from Blue Cross 


Unless an acceptable solution is soon 
found to the 10-month feud over a re- 
imbursement formula, 37 Philadelphia 
hospitals will withdraw from Blue Cross, 
Clarence A. Warden, Jr. Philadelphia 
Hospital Council chairman, has declared. 
At present an American Hospital Asso- 
ciation fact-finding body is studying the 
situation. 

Mr. Warden recently charged Blue 
Cross with violating a no-publicity agree- 
ment when a question-and answer bro- 
chure entitled “How should Blue Cross 
Pay Hospitals?” was distributed by the 
national plan. 

“This brochure,” Mr. Warden said, 
“is just another indication of the type 
of negotiations—the lack of adhesion to 
principles—that we have met.” 





FRED MITCHELL DIES ON COAST 

‘Fred Mitchell, who represented Inter- 
Ocean Insurance Co. of Cincinnati, for 
over 30 years, died recently at his home 
in Garden Grove, Calif., where he had 
been living in semi-retirement for sev- 
eral years. He was general agent of 
Inter-Ocean in Detroit for over 25 years. 


Worcester Cos. Enjoy 
Record Gains in 1959 

MASS. PROTECTIVE, PAUL REVERE 

Combined Nen-Can. A. & S. Premiam 


Income for Past Year Exceeded $33,- 
337,000; Assets at New High 





Substantial growth in 1959 has been 
reported by the Massachusetts Pro- 
tective Association and the Paul Revere 
Life with production gains recorded in 
non-cancellable accident and_ sickness 
premium income by both companies. The 
combined 1959 premium exceeded $33,- 
337,000, a record high. 

Admitted assets of the companies were 
also at record levels. Those of Massa- 
chusetts Protective totaled $94,100,000 at 
year-end, while Pau] Revere assets rose 
to $181,880,000. These figures represent 
a 15.2% gain in assets for the Associa- 
tion and a 12.4% gain for Paul Revere. 

During 1959, payments to policyholders 
and beneficiaries were the largest in the 
companies’ history, amounting to $5,591,- 
000 in the MPA and $20.775,000 in the 
Paul Revere. More than $19,570,000 was 
paid out in disability claims. 


Ordinary Life Paid-for up 23.2% 


New paid Ordinary life insurance for 
1959 in the Paul Revere was 23.2% 
greater than for 1958. The life insur- 
ance-in-force account showed a 13.1% 
gain, bringing the in-force total to $811 
million at year-end. Group operations 
showed both insurance in force and pre- 
mium in force gains. Group life insur- 
ance in force at year-end totaled more 
than $250,000,000, a gain of $27,600,000. 
Group annual premiums in force rose to 
$9.527,000. 

Results of Paul Revere operations in 
Canada last year were favorable. Ca- 
nadian premium income increased 24.4% 
while new business premium figures 
showed a 23.6% gain. 


IAAHU Reviews Audio- 


Visuals; Revives Hoodoo Day 

The IAAHU board of directors at a 
recent meeting reviewed a number of 
sound films and looked at audio-visual 
equipment aimed at aiding insurance 
sales. The program was moderated by 
board member Milt Rose, Paul Revere 
Life of Los Angeles, and William O. 
Peterson, Pioneer Mutual Life. St. Paul. 

The films were: “The Choice Is Yours,” 
by Rocket Films of Hollywood, Calif.; 
“Bed Time Story,” by Continental Films 
of Chattanooga, Tenn.; “Three Men in 
Room 24,” by Pictorial Publishers of 
Indianapolis, Ind.; “Your Brother’s 
Keeper,” a Telefilm production for Con- 
tinental Casualty; “Key to Security” 
and “Income Security,” by Elba Corp. 
of Boulder, Colo.; and “Life Time Look,” 
a group film made specially for Con- 
necticut General. 

The board which also saw a demon- 

stration of phonograph and _ projection 
equipment manufactured by Duquesne 
& McClure, voted to revive “hoodoo 
day,” Friday, May 13. 
_ A highly successful A. & H. promotion 
in the 1930s and ’40s, plans call for 13 
apps with $250 minimum annualized pre- 
miums or $750 in projected annualized 
premiums (exclusive of any policy fees) 
sold on “hoodoo day.” 

Qualifiers will receive National Black 
Cat Club membership certificates with 
their names engrossed on special parch- 
ment stock. For information regarding 
producer’s kits to help meet require- 


ments, write: IAAHU, 330 S. Wells St., 
Chicago 16. 








White Plains Agents Do Well 


In Springfield-Monarch Cos. 

Three White Plains, N. Y. branch 
office representatives of the Snringfield- 
Monarch Companies qualified for the 
company’s Top 35 Club last year. They 
are F. M. Cagliostro, William F. Collier 
and John Cacciatore and their respective 
positions were 17th, 24th and 27th. Three 
other members of the office, headed by 
Sales Manager Albert D. Emanuelli, 








ACCIDENT & HEALTH 


| 
CHOICE POSITIONS OPEN | 
East—Actuary $15,000 
East—Home Office Admin. 10,000 
M. West—Underwriter 10,000 
South—A&H/Life Field Supv. 7,500 
M. West—Branch Manager 7,500 
South—Claims Manager 6,000 
M. West—Special Agent 6,000 


Two decades of specialization 
in placement of insurance per- 
sonnel equip us with experience 
in serving your needs — not only 
in the Accident and Health field 
for which typical listings are given 
above, but in Life, Fire, and 
Casualty in all sections of the 
country. 


All inquiries receive confiden. 
tial handling. Write for "HOW 
WE OPERATE." No obligation 


to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 








eee 


KNOWLTON’S WARNING TO NAIC 


New Hampshire Commissioner Con- 
cerned Over Forand Threat, Impending 
Probe of Life Insurance Business 


The executive committee of the Na- 
tional Association of Insurance Con- 
missioners, meeting at Washington, 
D. C. last week, was urged by New 
Hiampshire Commissioner Donald Know! 
ton to promote more active interest 
among state insurance authorities in the 
growing intervention by the Federal 
Government into matters affecting the 
insurance business generally, and state 
regulation particularly. 

Cautioning his colleagues that “Fed: 
eral regulation is creeping up on us, 
whether we know it or not,” Mr. Know: 
ton warned them not to overlook Wash- 
ington “by default.” 

He expressed particular concern over 
the threat of the Forand (D., R. 1.) bill 
to finance hospital and medical care for 
the aged through the social security sys- 
tem and over reports of an impending 
investigation of the life insurance busi- 
ness by the House Judiciary Antitrust 
Subcommittee. 

Rep. Emanuel Celler (D., N. Y). 
chairman of this subcommittee, as wel 
as of the full House Judiciary Commit- 
tee, when queried about the possibility 
of such a probe, acknowledged that he is 
contemplating a full-scale examination 
of life company operations, but does nol 
know whether it will be possible to com 
duct it in this abbreviated election-yea! 
session of Congress. 

Rep. Celler said his plans for the 
probe are still in the “nebulous” stage 








qualified for Springfield-Monarch’s Pres- 
idents Club—S. C. Bridgers, Sr., Josep! 
Emanuelli and Maurice Bouchard. 
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Zurich-American Makes 
Changes in A.&S. Dept. 


WILLIAM C. WOODYARD RESIGNS 





Sutter Named to Replace Him as A. & S. 
Sales Sup’t.; Collins, Mooth, and 
Thomas are also Advanced 





Changes have taken place in the acci- 
dent and sickness operations of the 
Zurich-American Companies, following 
the resignation of William C. Woodyard 
as superintendent of A. & S. sales. Mr. 
Woodyard left to join another company. 

William D. Sutter has been transferred 
from San Francisco to the head office in 
Chicago and promoted to superintendent 
of A. & S. sales succeeding Mr. Wood- 
yard. William B. Collins has been pro- 
moted to superintendent of special risks 
sales. Both Messrs. Sutter and Collins 
will report to Fred H. Oliver, assistant 
U. S. manager in charge of sales and 
marketing. 

Ray R. Mooth has been promoted to 
superintendent of individual A. & S. and 
special risks underwriting, reporting to 
William E. Thomas, who has been named 
superintendent of all A. & S. underwrit- 
ing. 

Careers of New Officers 

Mr. Sutter joined Zurich-American in 
1958, at San Francisco where he had 
been in charge of Continental Casualty’s 
individual A. & S. lines. 

Mr. Collins has been sales representa- 
tive, sales manager, and sales supervisor 


with the Continental Casualty prior to 
joining Zurich in 1958. 

Mr. Mooth came to Zurich in 1957 
after 18 years in the A. & S. field. He 
rose to chief A. & S. underwriter at 
Continental Casualty where he was em- 
ployed after graduation from the Uni- 
versity of Illinois in 1939. Between 1953 
and 1957 he was in charge of A. & S. 
underwriting at the American Casualty 
in Reading, Pa. and at the Central 
Standard Indemnity in Chicago. 

Mr. Thomas joined the companies as 
an underwriter in the Chicago group A. 
& S. office after graduation from North- 
western University in 1947. In 1957 he 
became superintendent of Group under- 
writing. In his new position he will 
supervise all Group, individual A. & S., 
and special risks underwriting. He re- 
ports to W. W. Chalmers, assistant U. S. 
manager. 





1,500,000th Claim Paid 
By Conn. Medical Service 


W. H. Horton, M. D., executive direc- 
tor of Connecticut Medical Service, the 
State Blue Shield plan, has announced 
that another milestone in the history of 

MS was reached recently when the 
1,500,000th claim was paid to Charles G. 
Marchant of West Hartford. With the 
payment of Mr. Marchant’s claim, CMS 
has paid to the people of Connecticut 
for physicians’ services a number of 
claims that is equivalent to the total 
number of men, women and children 
living in the thirty-one largest cities and 
towns in Connecticut. 

Mr. Marchant, partner in the firm of 
Marchant and Minges, consulting engi- 
neers of West Hartford, and a member 
of CMS since 1952, has had the occasion 
0 use his membership six times within 
the past two years. For two of these 
claims, Mr. Marchant used his CMS 
while in Arizona and New Hampshire. 

tor Horton added that this shows 
the widespread geographic area of this 
coverage. 

Mr. Marchant’s claim payment is one 
of several milestones CMS has reached. 

his service which now processes over 

claims every working day has 
More than 3,000 participating Connecti- 
cut physicians and a new high of over 

100,000 Connecticut resident members. 


Drug Insurance Studied by 
Pacific National Life 


Group insurance against the cost of 
prescription drugs is the subject of a 
pilot study now under way in San Jose, 
Calif., among 600 members of the Brick- 
layers’ Union and their dependents. This 
is believed to be the first time prescrip- 
tion drug insurance as a separate policy 
has been offered. 

Approved by the Santa Clara County 
Medical Society, the project_is also 
sponsored by the Northern California 
Pharmaceutical Association and_ Pacific 
National Life. Pharmacies which are 
association members handle prescriptions 
for the bricklayer or his family, then 
send a copy of the prescription and a 
bill—at the retail rate for the drug in- 
volved—to a special association group. 
The group then checks the validity of 
the prescription and price. ’ 

The insurance company next receives 
the bill and pays the druggist the full 
amount. Coverage is expected to be 
extended to other groups in this area 
at a premium of no more than $1 a month 
per person within the next three years. 





Midland Mutual Improves 
A. & S. Policy Portfolio 


Two new policies and three new op- 
tional benefits head the list of improve- 
ments made in the accident and sickness 
portfolio of the (Midland Mutual Life 
of Columbus, 

The company’s series of non-can. guar- 
anteed renewable disability income pol- 
icies has been expanded to include two 
new plans: One providing lifetime acci- 
dent benefits and full sickness benefits to 
age 65; the second providing lifetime 
accident benefits and a 10-year sickness 
benefit. Also available for the first time 
are these optional benefits for Mid- 
land Mutual non-can plans: 

1) Partial disability for accident and 
sickness . . . providing for payment of 
half the monthly total disability benefit up 
to six months, immediately following a 
period of total disability. Partial dis- 
ability is also offered on an accident- 
only basis. 

2) Hospital-nurse rider, which pays an 
additional monthly benefit up to six 
months from the first day of hospital 
confinement or while the insured is un- 
der the care of a registered graduate 
nurse. 

Midland Mutual has also announced 
the addition of a maternity hospital ex- 
pense rider as an optional benefit under 
the hospital and surgical expense policy, 
which is guaranteed renewable for life. 
Amount of the maternity benefit is 10 
times the daily hospital benefit. Maxi- 
mum daily hospital benefit under this 
policy has been increased to $20, and 
a $400 surgical schedule has been added. 





Prems. Must Keep Up With 
Hosp. Costs, Fishbein Says 


Hospital insurance premiums must be 
increased as hospital insurance costs 
rise, so as to avoid dissatisfaction with 
this necessary insurance system, Dr. 
Morris Fishbein, nationally known 
writer on medical subjects, declared in 
his talk at the recent annual Schwitalla 
lecture banquet sponsored by the St. 
Louis University department of hospital 
administrations at St. Louis, The 
banquet was attended by some 100 hos- 
pital administrators. 

Dr Fishbein, who pointed out that 
some 120,000,000 of the nation’s 170,000,- 
000 residents are presently protected by 
some form of hospitalization insurance, 
emphasized that: 

“Constant consideration is necessafy 
to keep our insurance system up to the 
needs of the hospitals and the people 
that they serve. Otherwise, there is 
dissatisfaction and dropping of the in- 
surance. The fewer people who carry in- 
surance, the greater the cost to the 
individuals who remain as policyholders.” 


“Operation Fitness-USA” 
To Begin This Spring 


MUTUAL OF OMAHA A SPONSOR 


Project Will Enable Youths to Gain 
Physical Fitness Proficiency Through 
Track and Field Events 


Mutual of Omaha President V. J. 
Skutt has announced that his company 
is co-sponsoring “Operation Fitness— 
USA,” in cooperation with “Sports Il- 
lustrated” magazine and the American 
Association for Health, Physical Educa- 
tion and Recreation (AAHPER). The 
basic aim of the project is to give novice 
youth an opportunity to gain and demon- 
strate their proficiency in a series of 
physical fitness tests. 

Mutual of Omaha personnel on the 
local level throughout the country will 
assist AAHPER members in the pro- 
gram. This project is one of several 
now being stimulated by “Operation Fit- 
ness—USA” through close cooperation 
and coordination with President Eisen- 
hower’s Council on Youth Fitness. Dr. 
Shane MacCarthy and his staff have 
worked closely with AAHPER—NEA 
to make this track and field program a 
reality. 

Millions of Children will Participate 

The new project is designed to in- 
volve millions of American children and 
youth in local track and field clinics, 
and many opportunities for competition 
and participation in track and_ field 
events. Local high school and college 
track coaches and health leaders will 
offer clinics for youngsters and for 
teachers and leaders who desire in- 
creased skills and tecliniques. 

Several types of track and field meets 
will be planned in local communities 
under the leadership of local school and 
community leaders. All events have been 
carefully selected to comply with youth 
needs of growth and development. 

The program is nationwide in scone, 
hut will stimulate participation at the 
local school-community level. There will 
be no state or national championshins 
involved. The project will continue for 
two years and possibly longer as needed. 

Clinics and meets will set under way 
this spring during the Olympic Year: 
will continue during summer recreational 
months; and will feature cross country 
and special events in the fall; increasing 
in tempo during 1961. 

Planning Committee Meets 

A central planning committee of 24 
leaders assembled in Washington, D. C., 
recently to select appropriate events for 
each age level, to determine the type of 
awards to be used, and to counsel the 
headquarters staff on the development 
of the project. 

Some 15 million boys and girls will 
participate during the first vear, and 
more in following months. This will he 
a fitting complement to the AAHPER 
program which has already reached over 
16 million youths during its first 16 
months, being officially used in all 50 
states and 16 foreign nations. 

The proiect will suggest appropriate 
activities for vounger hovs and girls 
from ages 5 to 8, and will provide offici- 
ally adopted events for each age level 
on up through college and voung adult- 
hood. Meets will be stimulated during 
summer months by recreation depart- 
ments for the older age youth from 15 
through 21. 








Freeport General Agent 


Gerald A. Bianchi, Freeport, Texas, 
has been named general agent in the 
Freeport area for North American Co. 
for Life, Accident and Health Insurance, 
Chicago, according to President Allen 
V. Dowling. 

Before joining North American, Mr. 
Bianchi was an agent of the Lafavette 
Life and Northwestern National Life. 


L. W. REICHLE PROMOTED 

Standard Accident has promoted Louis 
W. Reichle to assistant manager of its 
Atlanta branch office. He joined the 
company in 1951 as a senior casualty 
underwriter in the home office. 





A.&H. Benefit Figures 
Don’t Tell Full Story 


HEALTH INS. INSTITUTE FINDS 





Total Capital to Defray Health Costs 
In 1959 Was Much Larger 
Than Benefits Paid 





Although more than $5 billion in health 
insurance benefits were paid in the 
United States during 1959, the total 
amount of money provided through the 
insurance process to help the public 
defray the cost of ill health was con- 
siderably larger, the Health Insurance 
Institute reports. 

Health insurance benefit figures, said 
the Institute, do not give a full idea of 
the extent to which the American public 
has been assisted by insurance in getting 
through periods of financial crisis 
brought on by illness or accident. 


Public Spent $16.4 Billion 


In 1958, when benefit payments from 
health insurance alone totaled $4.7 billion, 
the public spent some $164 billion on 
medical care including, in addition to 
hospital and doctor bills, expenditures 
for eyeglasses, non-prescribed drugs, as- 
pirin, patent medicines, extra costs for 
luxury accomodations, and other such 
items not usually covered by insurance. 
Of the $4.7 billion, nearly $800 million 
went to replace income lost through sick- 
ness or accident. 

In any one year, liability insurance, 
workmen’s compensation and life insur- 
ance substantially supplement health in- 
surance payments, the Institute revealed. 
In 1958 a sum in excess of $1.3 billion 
was provided through these other insur- 
ances. 

The Institute disclosed ithat an esti- 
mated $122 million in medical and hospi- 
talization benefits were paid in 1958 
under liability insurance policies, and a 
large proportion of that amount was 
paid out under the medical terms of 
automobile policies. 

Workmen’s compensation, which pro- 
vides payments for medical bills re- 
sulting from injuries on the job or job- 
connected illnesses, paid out $380 million 
in such benefits in 1958, according to pre- 
liminary figures published recently in the 
Social Security Bulletin. Compensation 
also gave disabled workers $733 million 
to replace income lost through sickness 
or accident. 

The amount of money which life in- 
surance provides for the payment of 
medical bills is more difficult to estimate, 
said the Institute. However, 86% of 
American families have some kind of 
life insurance, averaging $12,000 worth of 
coverage, and ‘this insurance may go 
toward paying the expenses of last ill- 
nesses. 

In addition, disability provisions in 
life policies in 1958 accounted for $119 
million in benefits, $97 million of which 
were disability payments and $22 million 
were waiver of premiums. 

Another financial bulwark is found 
in the policy reserves of life policies 
which total over $65 billion. The bulk 
of these funds are payable to policy- 
holders as the surrender or loan value 
of their contracts. These funds are assets 
available in times of financial emergency. 


Mutual of Omaha’s Indiana 
Agency Hdgrs. Decentralized 


Mutual of Omaha and United of 
Omaha announce major agency changes 
in Indiana. The Indianapolis state 
agency headquarters has been divided 
into seven separate agencies. 

Rex D. Linkous is general agent in 
Indianapolis. James H. Avrett has been 
named general agent in South Bend 
while Charles T. Brown, Jr., former 
district manager in Fort Wayne, has 
been promoted to general agent. 

Robert DeCourcey, who has been dis- 
trict manager in St. Petersburg, Fla., is 
the new general agent in Evansville. In 
Muncie, Dale Mallon will manage the 
agency while Burton Racow heads the 
Gary agency. Jerrv Vartelas will handle 
the agency in the Terre Haute area with 
offices in Bloomington. 
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““Misrepresentation Fraudulent and 


Otherwise— I he Claim Man’s Dilemma 


By THomas A. Harnetr 
Viember New York and Federal Bar 


Last week Mr. 

considered 
and to an extent life insurance, and 
or provide the bases of precedent.” 


Harnett, 


attorneys, some 


nature ¢ 


This week 
American Bar 
on “misstatement” 


in the 
and concludes 


Statement or Misstatement 
Partly True 


Is the 


In many instances of claim handling 
the insured in his application answers 
a question indicating the existence of a 
but such answer is only 


pric yr illness, 


partially correct. Some courts have held 
that such a parital answer puts the com- 
pany on notice to investigate further, 
and the fact that the condition may be 
more serious than is indicated by the 
answer does not make the misstatement 
material, if the company did not avail 
itself of the opportunity to investigate 
when informed that there was some 
quesion as to the insurability of the 
applicant. 

For example, in Pipes v. World Insur- 
ance Company of Omaha, Nebraska, 150 
Fed. Supp. 370 (Neb.-1957) the insured 
indicated that he had albumen in his 
urine in the past. The proof indicated 
that the insured not only had albumen 
but suffered from nephritis. 

The insured, however, was unaware 
of the fact. The court held in effect the 
insured did not know the answer was 
false and that the answer put the com- 
pany on notice of the possible existence 
of a kidney condition and that the com- 


pany should have investigated more 
thoroughly. 
However, this rule seems to be losing 


its appeal with the courts, and recently 
such incorrect or incomplete informa- 
tion has been held to be insufficient to 
put the insurer on notice and that an 
obligation to investigate further cannot 
be imposed upon the insurer. This 
seems to be particularly true in those 
instances of non-medical life insurance 
and accordingly, would be applicable in 
accident and health cases where the in- 
surer is limited in its knowledge to the 
statements made by the insured in his 
application. 

Thus, we may conclude the courts have 
recognized the fact that the contract is 
made on reliance of the insured’s state- 
ments in his offer, i.e., the application 
and that is what the company accepts 
and if there is a mutual mistake of fact 
the insurer is permitted to seek the 
remedy of rescission. 


If the Statement or Misstatement is 
Fraudulent what is the Effect of the 
Incontestable Period Having Run? 


Unlike the incontestable clause in the 
life policy, the uniform accident and 
sickness policy provision provides that 
fraudulent misstatements survive the in- 
contestable period. Thus, a lawyer in ad 
vising his insurer client when availing 
of this defense based on fraud must find 
the classic elements of fraud: 

(1) Deception (2) With intent to de 
ceive (3) Purpose of inducing one party 
(4) With reliance thereon, and (5) To 
act to his detriment and damage in 
relying on the statement. 

Here, in each case you are faced with 
a matter of proof, i.e, can it be shown 
that the insured knew his misstatement 
and attempted to deceive the insurer ? 
This can run the gamut of possibilities 
and is essentially a question of fact. 1 


have been unable to find any cases 
specifically interpreting the standard 
provision, but, some prior decisions on 


life policies indicate the scope of the 
problem and the validity of the exclu- 


member of the firm of Watters & Donovan, 
of the legal problems encountered in accident and health, 
“in those 


New 


instances where situations are parallel in 


second and final installment of his well recetved address at the 
Association’s 1959 annual meeting, Mr. 
with possible solutions to the claim man’s problem. 


Harnett continues his discussion 


sion of fraud from the incontestable 
clause. 
In the event that the insured’s fraud 


is not capable of proof, and the incon- 
testable clause has run, consideration 
should be given to the possibility of seek- 
ing reformation. It has been held in life 
insurance policy litigation that the in- 
contestable clause does not bar reform- 
ation. The same rule should be held 
applicable to the accident and health 
policy. 


Has the Insurer in any Way Waived the 
Defense of Misrepresentation? 


As any policy defense, the defense of 
misrepresentation in an application may 
be waived. This has been illustrated re- 
cently in several cases in various juris- 
dictions. In these instances it appears 
that the insurer accepted a premium sub- 
sequent to discovering the falsity of a 


statement in the insured’s application. 
This was held to be a waiver. 
This seems like an unusually harsh 


rule to those familiar with the opera- 
tion of large insurance companies. Most 


premium collection is handled from a 
home office which is often far distant 
from the agency or regional office at 


which the claim is being processed. Re- 
gardless of the harshness of the rule it 
must be faced and accordingly, proper 
precautions taken from the moment it is 
indicated that there has been a mis- 
representation by the insured. 


Possible Solutions to the Claim Man’s 
Problem: 


There is no single panacea which we 
can use to guaranty the claim man with 
an effective solution of all his problems 
However, some suggestions may assist 
him materially in his claim handling. 
The first suggestion is that in order 
to establish that there was a misstate- 
ment, which is tantamount to a misrep- 
resenation, the question on the applica- 
tion for insurance should seek, wherever 
possible, factual, objective information. 

As previously stated, the one question 
which appears in litigation is “are you 
in good health?” The tendency of ‘the 
courts is to find that this is a purely 
subjective question calling for the in- 
sured’s opinion or belie! If this question 
is to be retained it should be supple- 
mented by specific questions, such as: 
“Have you consulted a medical practitioner 
within the last whom and 
when? 

“What was the nature of the condition for 
which the medical practitioner consulted? 
State when you last consulted a medical practi- 


years? If so, 


was 


tioner, giving his name and address. 

“Have you been hospitalized within the last 
ten years. Have you been subjected to diagnostic 
examination, ie¢., x-ray, cardiogram, or the like, 
within the last————years? 

“Have you been absent from your employ 
ment by reason of any sickness or accident 
within the last-————years?” 

These questions have greater proba- 


tive value and may disclose to the under- 
writer a preexisting disease or condition 
and afford an opportunity of evaluating 
the risk at the time of application. 


Definite Underwriting Rules Should be 
Established 

As to establishing materiality, definite 

underwriting rules should be established 

and promulgated for each type of policy 

issued. In addition, the insurer should 


York 


Three Non-Can Senior 
A.&H. Plans Offered 

BY GUARDIAN LIFE OF AMERICA 

Effective March 1, New Policy Offers 

Lifetime Guaranteed Renewable Basis 
To Aged in 60-80 Group 


The introduction of a noncancellable 
senior hospital and surgical expense pol- 


icy effective March 1, has been an- 
nounced by Guardian Life President 
John L. Cameron. The policy offers a 


guaranteed premium on a lifetime guar- 
anteed —- basis to applicants 
aged 60 to 8 

It was explained that the applicant 
has his choice of one of three plans. 
Under each contract, coverage includes 
liberal payment toward both hospital 
and surgical expenditures. 


Hospital Benefits 


The three plans offer the insured a 
choice of benefits up to $20, $15 or $10 
a day for hospital room and board costs, 
for a period of 50 days in any 12 con- 
secutive months. During each hospital 
stay, ten times this daily allowance is 
available for additional hospital ex- 
penditures, such as X-rays and medicine. 
Periods of hospital confinement sepa- 
rated by less than 30 days are considered 
a single hospital stay. 

Under the surgical provision a maxi- 
mum of $300, $225, $150, depending 
upon plan chosen, may be paid in sur- 
gical fees for an operation performed 
in a doctor’s office or hopsital. This 
benefit is further augmented by a lib- 
eral allowance for anesthesia, ranging 
from $40 to $30 or $20 for each hospital 
stay. 

All three plans operate on a $50 de 
ductible basis which is applicable for 


each hospital stay and surgical opera 
tion. When. however, surgery is per- 


formed within 30 davs of the beginning 
or end of a hospital stay for the same 
condition, only one deductible applies 





have a general underwriting appraisal of 
physical histories which defies the gen- 
eral physical conditions, disorders and 
diseases and their insurability or lack 
of insurability. 

In these days of statistical accounting 
a tabulated record could be established, 
showing acceptance of risks and rejec- 
tion of other risks and the basis of such 
action. Thus, an insurer would be in a 
position to prove, not only its intended 
practice, but its actual practice. The 
claim man and the lawyer armed with 
such proof could then readily show the 
“evidences of such insurer’s practices” 
and conclusively prove that the state- 
ment or misstatement was material to the 
risk, 

As previously noted. one of the com- 
mon instances of litigation is caused 
by the assertion that the application was 
not completed bv the insured, hut was 
in fact completed hy the insurer’s agent. 
One possible solution to this problem is 
to take advantage of the parole evidence 
rule by incorporating in the application 
specific language to the effect that the 
insured has read the application, the 
answers are his and that the agent has 
no authority to change or alter the 
answers. Such saving language seems 
to have met with judicial approval and 
appears to be a wise precaution, 


Although the tendency of the more 
recent cases is that a partial disclosure 
of some condition does not require the 
insurer to investigate. the mentioning 
of any phvsical condition or symptom 
which is indicative of disease or dis- 
order should be “red flagged” immedi- 
ately. Then a determination should be 
made: is it worth the cost of investigating 
the history and ascertaining all facts, 
or should the risk he declined ? 

As we all know initial impressions as 
to probabilities often prove true. This 
maxim seems to he Droved beyond doubt 
in the history of insurance litigation 
If the risk sounds bad, don’t accept it: 
if it is to be accepted, run down all in- 
formation possible to justify such an 
underwriting decision. 


Conn. General Unveils 
Senior Citizen Plan 

ALSO PRE-60 HOSPITAL POLICy 

Approved in 46 States, Both Plans ar 


Noncan. on Basis of Age or 
Physical-Mental Changes 





William H. Welch, Jr., 
A. & H. department for Connecticy 
General Life, has announced a senior 
citizen plan to provide voluntary pro. 
tection for the over-65 group. “The 
population ‘explosion’ in the over-65 
group,” said Mr. Welch, “makes it vital 
that the insurance industry find ways to 
provide these people with effective means 
of financing hospital and surgical costs,” 

In addition to this new plan, which 
can be bought beginning at age 61, Con- 
necticut General has designed a second 


head of the 


new policy, “Extended Hospital Ex. 
pense,” which can be purchased up to 
age 60. 


Company Prevented from Cancellation 

The two new policies provide that the 
company cannot terminate the contracts 
solely on the basis of age or changes 
in physical or mental condition. Basic 
provisions under the new policies include 
payments up to $20 a day for hospital 
room and board, $400 for surgical fees, 
and $300 for doctors’ calls in the hospital, 

Immediate family members are covered 
under both policies; children are auto- 
matically covered eight days after birth 
under the “Extended Hospital Expense” 
policy. 

In addition, this policy provides liberal 
maternity benefits. Many health policies 
only a pre-determined lump sum matern- 
ity benefit which does not take into ac- 
count an extended hospital stay or 
physical complications. Under Connecti- 
cut General’s new contract, such condi- 
tions would receive regular benefits. 

The plans have been approved for 
sales in 46 states with approval pending 
in California, Indiana, Massachusetts, 
and New York. 





Problem of Waiver One of Coordination 
or Communication 

Finally, the problem of waiver is one 
which is not quite surmountable in all 
organizations. It is one of coordination 
or communication. If in the handling ofa 
claim it is. established that a misrepre- 
sentation “appears” to have been ascer- 
tained the claim man _ should be pro- 
vided with a form to he dispatched im- 
mediately to the home office underwrit- 
ing department, with a copy to the 
premium service department and_ all 
others who might have occasion to com- 
municate with the insured. 

The form should be simple in nature 
and state that no premium notices or 
policy action should be taken without 
consultation with the claim department 
and the individual handling the claim. 
Thus, some day we might have the left 
hand knowing what the right hand is do- 
ing and prevent embarrassment at trial. 

I hope that the foregoing proves of 
interest to those confronted with a 
decision to be made in assisting a claim 
man to solve his dilemma when he has 
indications of a misrepresentation. 





Blue Cross Control Sought 


By Delaware Commissioner 

A bill to bring the Delaware Blue 
Cross-Blue Shield plans under the super- 
vision of the State Insurance Commis- 
sioner will be introduced in the General 
Assembly, Rep. F. Earl McInnes dis- 
closed recently. , 

Mr. McInnes decided to take action 
after hearing a talk by Commissiei 
Harry S. Smith supporting such a. bill. 
Under the present system the Insurance 
Commissioner has no control over the 
rates set by the Group Hospital Service 
plan since it is considered a non-pront 
organization and not an insurance com 


pany. , 
Mr. Smith emphasized “he had no 
crow to pick with Blue Cross,” but be 


lieved he should have the opportunity 
“to check their rates and contracts wit 
hospitals and doctors.” 
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Must Convince Forand 
Proponents Personally 


BEHM URGES N. Y. A.&H. ASSN. 





Pointing to Results of Federal, N. Y. 
Bills if Adopted, American Casualty 
Official Says “Speeches Not Enough” 





Citing the old army axiom that “the 
pest defense is an offense,” Warren R. 
Behm, underwriting manager for Ameri- 
can Casualty’s New York branch office, 
old a recent dinner meeting of the New 
York A. & H. Association, that it was 
not enough to make speeches against 
proposed socialized medical bills, “but 


industry representatives must aggres- 
sively seek out and personally confer 
often with state and Federal legislators. 
“We must convince them,” Mr. Behm 
emphasized, “that they are not benefit- 
ing the public as a whole by their pro- 
posed socialized programs but what they 
are really accomplished is a wreckage of 
the health insurance industry.” 
Discussing the background of the For- 
and proposal and its resulting benefits, 
Mr. Behm warned of increased Social 
Security taxes and its ineffectiveness in 
the area of those ineligible under the 
system. 


Death Blow for Voluntary Health Plans 


Perhaps the most telling blow, the 
speaker continued, would be to the entire 
voluntary system of health insurance, 
“placing the government squarely in the 
health insurance business, especially in 
the field of medical and hospital care. 

“The hospital and surgical market 
which you now enjoy would evaporate,” 
Mr. Behm declared, “yet the Forand bill 
has a good chance of passage in this 
session of Congress. Look at what has 
happened in Canada where insurance 
companies and their representatives 
failed to do a good public relations job 
at the grass roots level. 

“I understand that nine out of the 10 
provinces in Canada now have com- 
pulsory Government Ward Care for 
Hospital Service Expenses, the excep- 
tion being Quebec with Prince Edward 
Isle being on a partial compulsory basis. 

“Here you can see the government is 
fully into the hospitalization business, 
with its national-provincial medical plan 
which is costing the country over $500 
million per year with costs _ still 
spiralling and being paid for by each 
community as a whole and very little 
paid by the individual who is under- 
going medical care. The companies are 
fighting back but I fear it will take a 
long time to change things.” 


Discusses Metcalf Bills 


Turning next to the situation in New 
York state, Mr. Behm reminded his 
audience of the provision in the Metcalf 
law which now makes it mandatory for 
a company to remain on a risk after 
two years, regardless of the condition of 
the health, “if the coverage is hospital, 
surgical or medical or on an H. 
policy where 1/3 or more of the premium 
applies to those portions of coverage 
which I have just mentioned. 

“In recent previous talks,” he con- 
tinued, “I believe I rightly pointed out 
that this is a great sales tool for our 
producers but certainly a shackle to any 
company and, as you know, has greatly 
teduced and even eliminated the effec- 
tiveness of some companies in the New 
York state area.” 

In reference to Senator Metcalf’s six 
new bills, Mr. Behm pointed out that 
the Senator is saying in so many words 
that if a man wants only an A. & H. 





a bill. 
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or the 
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-profit 
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Dolicy that his policy must include 120 
fays of hospitalization whether he 
Wants it or not. 

Mr. Behm commented that it would 
be like going to the store for five Ibs. 
% potatoes but having the grocer tell 
you flatly: “Mister, you need a bushel 
and you must buy a bushel or you can’t 
ave any at all.” 

In conclusion, he warned that if this 
threat is not met, the stage would be 
teached “where the public will not even 

able to buy what it wants.” 


Mutual of Omaha Signs 
Air Travel Coverage Plan 


Mutual of Omaha through its subsid- 
iary Tele-Trip Co, Inc. and the Na- 
tional Air Taxi Conference has entered 
an agreement whereby passengers travel- 
ing on NATC flights may purchase Mu- 
tual of Omaha air travel insurance. 

In signing this agreement, Don 
Madgett, vice president of travel insur- 
ance for Mutual, said: “We are meet- 
ing the public demand for this type of 
low-cost coverage which has not pre- 
viously been available to passengers on 


NATC flights.” 





CRAFTSMAN’S DIVIDEND 
Directors of Craftsman Life Insurance 
of Boston have declared the regular 
quarterly dividend of 10 cents a share 
on both the old and newly subscribed 
shares of common stock, payable March 
31 to stockholders of record March 25. 





Conference operators fly mainly 
charter and feeder services and have 
official approval to pick up and deliver 
passengers at any airline terminal to 
connect with scheduled flights. About 
150 NATC members will maintain fa- 
cilities for sales of the insurance. 





Commissioner Revokes Order 

A study of court decisions has con- 
vinced Alabama Insurance Commissioner 
Edmon L. Rinehart to revoke an order 
regulating credit life, health and accident 
insurance. Conceding he had acted with- 
out authority, Mr. Rinehart had heard 
pleas of insurance company attorneys 
who argued at recent hearings that the 
Commissioner had no legal right to 


issue an order, as he had done to fix 


credit life rates and regulate those on 
A. & H. 











“Look Ma—no records!” 


This young man needs to be straightened out. 
Ever since Biblical times the wise business- 
man has kept accurate records. And woe to the 
man who doesn’t give them his all today. 
What’s the purpose of this situation? Well, 
frankly, it’s to tell you something about the 
modern electronic business records that back 
up the selling activity of General Agents who 


represent Combined. 


We too have learned that machines are not 
infallible. Neither are humans. At Combined 
Insurance Company of America we put the best 
of each together, for maximum efficiency and 


COMBINED 


GROUP OF COMPANIES 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


productivity. Our business records, besides pro- 
viding valuable analytical reports to agencies, 
constantly turn up other pleasant surprises — 
such as commissions that agents have over- 
looked—and benefit payments Combined policy- 
holders didn’t realize they had coming. 


The accuracy of Combined’s business records 
is a matter of great pride with us. Just one more 


way that Combined helps agents to successful 


Name 


selling in the accident and health field. 


May we tell you about some of the other ways 
that General Agents are benefiting from their 
association with Combined ? 


Combined Insurance Co. of America, Dept. 25 
5050 Broadway, Chicago 40, Illinois 


Yes, Gentlemen: I’d like to know how 
Combined can help me to success. 





Address 





State 





City 
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A.& H. Earned Premiums and Incurred 
Losses of 91 Companies for 1959 


A. & iH. production efforts on the part of agents and brokers resulted last year 
in a brisk step-up in the pace, stimulated by increased public recognition of the 
value of disability loss of time protection. This upward trend was evidenced in the 
year-end results of most of the 91 companies, appearing on this and following pages, 
which record earned premiums to losses incurred for the various A. & H. lines 
written by each carrier. The over-all premium increase is between 12 and 15% for 
the industry. 


The Metropolitan Life, which has held the No. 1 position for many years, again 
led with $406,605,841 earned premiums, a sizable gain over its 1958 total of $383,853,- 
427. The next 12 leaders in order of their ranking also reported sizable production 
gains over 1958. They follow: Aetna Life—$328,803,046; The Travelers—$293,212,143 ; 
The Prudential—$253,196,038; Equitable Life Assurance Society —$204,906,744 ; Mu- 
tual of Omaha—$195,263,738; Continental Casualty—$159,596,653; Bankers Life & 
Casualty—$123,123,359; Connecticut General Life—$109,902,677; John Hancock Mu- 
tual Life—$88,194,834; Provident Life & Accident—$76,961,565; New York Life— 
$62,509,532, and Reserve Life of Dallas—$50;169,950. 


The complete list of companies follows: 


Earned Losses 
Company Premiums Incurred 
METROPOLITAN LIFE 
Group Accident & Health ................... $339,061,299 $295,945,125 


Major Medical Expense .................... 
(Individual and/or group) 
Group included with Accident & Health 
Individual included with Hospitalization 


a ee ne ee 5,706,179 2,247,700 
Commercial Health & Accident .............. 14,963,210 7,422,498 
Non-Can. and Guaranteed Renewable A. & H. 40,338,699 19,363,461 
PR ois. 56555 seed mene as be news 6,536,454 3,439,917 


Included with Group Accident & Health 


Statutory Disability Benefits* 


$406,605,841 $328,418,701 
° mpgoeion of Statutory Disability Benefits not 
vailable. 
Total De idends to Policyholders $14,512,275. 
AETNA LIFE 
Group Accident and Health* ................ $318,909,031 $284,929,959 
sass che ceseesnadieesws 7,300,783 3,101,895 
bin wcpmaunnias 1,431,214 426,165 
Hospitalization dll Pebkiua peekoe we 1,143,704 654,616 
eo io kiuw es eeesaeneen 19,214 50,387 
$328,803,946 $289,163,022 
* Includes statutory disability benefits and Major 
Medical which are not readily separable. 
** Includes both Commercial and Guaranteed Re- 
newable Hospital Policies. 
THE TRAVELERS 
Group Accident & Health ................... $263,083,883 $235,392,004 
ee, ee 19,273,081 7,810,132 
eT ee 4,841,873 2,282,955 
Non-Can. and Guaranteed Renewable A. & H. 74,134 —13 
EO COE EE ee 5,939,172 2,975,448 
Statutory Disability Benefits* ................ 
ele $293, 212,14: 143 $248,460,526 
* Included in Group A. & H. 
THE PRUDENTIAL 
Group Accident & Health ................... $171,345,518 $153,915,625 


Major Medical Expense 


Included with Group Accident & Health 


Separate figures not available. 
Individual Accident and Health .............. 18,156,296 13,033,325 
Non-Can. and Guaranteed Renewable A. & H. 63,558,536 24,256,631 
Hospitalization and Medical Expense ........ 135,688 118,065 


Statutory Disability Benefits 


Included with Group Accident & Health 


Separate figures not available. 
$253,196,038 $191,323,646 
EQUITABLE LIFE ASSURANCE SOCIETY 
Group Accident & Health ................... $202,868,767 $174,488,977 
Major Medical Expense ..................... 2,064,791 1,176,208 
(Individual includes Group Conversions) 
Individual Cancellable A. & H. .............. 465 680 
Non- . and Guaranteed Renewable A. & H. 32,721 331,105 


Statutory Disability Benefits 


Included in Group Accident & Health 


$204,966,744 





$175,996,970 


MUTUAL OF OMAHA 


Group Accident & Health $ 32,972,286 $ 30,458,900 
Accident Only 5,829,062 ” 


Se 69,858,898 42,994,192 


IE oo cvenencaccnne.-cs sess, 840,205 ‘503, 
Hospital and Medical Expense .............. 85,763,287 50, s5e87 
$195,263,738 $126,519,495 














Earned Losses 
Company Premiums Incurred 
CONTINENTAL CASUALTY 
Group Accident & Health ................... $ 81,007,959 $ 58,675,53) 
Commercial Accident Only .................. 12,586,471 5,587,387 
Commercial Health & Accident .............. 28,465,332 13,569.52 
Non-Can. & Guaranteed Renewable A. & H. 845,912 299,83) 
EE re oe Tee Gus ke oe cin bs aite-sre eo 36,690,979 18,611, 66 
$159,596,653 $ 96,743.95 
BANKERS LIFE & CASUALTY 
Group Accident & Health ................... $ 8,792,486 $ 7,660,05; 
Major Medical Expense ..................... 512,377 201,03) 
(Individual and/or group) 
Commercial Accident & Health .............. 9,096,602 5,125,9% 
Non-Can. and Guaranteed Renewable A. & H. 153,614 32,93) 
eee EE ee Ee oe Pee 104,568,280 65,500,365 
$123,123,359 $ 78,520,315 
CONNECTICUT GENERAL LIFE 
Group Accident & Health ................... $102,774,821 $ 93,510,517 
Major Medical Expense (Individual) ......... 1,072,009 651,185 
ae eee ee Re eee 2,815,968 1,151,99) 
Commercial Health & Accident ............. 2,332,906 609,69) 
Non-Can. and Guaranteed Renewable A. & H. 434,739 92,927 
ae er ae ere 472,234 228,933 
$109,902,677 $ 96,245,244 


JOHN HANCOCK MUTUAL LIFE 


Group Accident & Health $ 85,034,715 $ 73,220,339 


ee, oes 13,775,101 13,544,853 
(Included in Group A. & H. total) 

Non-Can. and Guaranteed Renewable A. & H.* 3,120,804 955,756 

ER eee 39,315 29,146 

Statutory Disability Benefits .............. 4,707,620 3,345,873 
(Included in Group A. & H. total) 

$ 88,194,834 $ 74,205,241 


* Includes Guaranteed Renewable Hospital E xpense and Major Medical Expense as follows 


ae men Expense Earned Premiums—$2,312,)56; Losses Incurred—$662,066; Major 
Medical Earned Premiums—$224,036; Losses Incurred $50,554. 
PROVIDENT LIFE & ACCIDENT 
SD REL Gan ea Cku scsbassswe> aovis saes'c $ 65,268,909 $ 57,640,927 
NIE es occa a Salda'ec olee 9,541,176 5,500,892 
A AS ge Le a ee ee 2,151,480 836,091 
$ 76,961,565 $ 63, 977,910 910 


NEW YORK LIFE 
Group Accident & Health* $ 51,196,517 $ 42,830,114 
Major Medical Expense .................... Included in Non-Can. and Hospitalization 
(Individual and/or group) 


Commercial Accident ...................0000- 891,199 430,328 
I Se se a ce 1,907,352 1,253,061 
Non-Can. and Guaranteed Renewable A. & H. 7,690,483 2,769,666 
MN id co oacluanne scone seen os Gee 823,981 395,341 


$ 62,509,532 $ 47,678,510 


* Includes DBL business. 


RESERVE LIFE OF DALLAS 


Group Accident & Health ................... $ 158,090 $ 142,656 
Commercial Accident & Health ............. 1,750,902 885,858 
Non-Can. and Guaranteed Renewable A. & H. 4,283,751 4,125,893 
ER. roi anenda wee 5955 o440%% selena 43,977,207 26,102,146 


$ 50,169,950 $ 31,256,553 


UNITED INSURANCE CO. OF AMERICA 


Group Accident & Health ................... $ 267,498 $ 292,422 
SANIIIIIN RII 5 5sins acess s0csewedvcte 438,595 68,654 
CIEE UI oo, ry aiaiaiy ad's a9 paw sierare 45,818,390 18,114,873 
Non-Can. and Guaranteed Renewable A. & H. 1,679,419 693,262 
PE, Cac Pec coy ioc och os cae oes o% 1,535,868 803,303 


$ 49,739,771 $ 19,972,514 


WASHINGTON NATIONAL 
Group Accident & Health 
Commercial Accident 
Commercial Health 


$ 18,038,742 $ 14,173,785 





Non-Can. and Guaranteed Renewable A. & H. ! 27,719,959 13,035,219 
Hospitalization 
Newspaper A. & H. 

$ 45,758,701 $ 27,209,004 

LINCOLN NATIONAL LIFE .. 

Group Accident & Health ................... $ 36,677,828 $ 32,600,293 
ES re eee eee err re 965,414 494,669 
I os bw aes peieere 1,832,512 922,557 
ee Se ae eee 2,782,338 953,671 
Hospital and Medical Expense .............. 1,074,205 700,600 





$ 43,332,297 $ 35,671,790 


FARMERS & TRADERS LIFE 


Nee ee wa cauaventd ee ehis $ 786,504 $ 502,814 
CONTINENTAL ASSURANCE ; 
Group Accident & Health ................... $ 40,544,090 


$ 34,836,126 
Non-Can. and Guaranteed Renewable A. & H. 652,304 


2,124,181 


ed 





$ 35,488,430 


$ 42,668,271 
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Earned Losses Earned Losses 
Company Premiums Incurred Company Premiums Incurred 





























PACIFIC MUTUAL LIFE 


Group Accident & Health ................... $ 31,404,979 





$ 27,991,135 














NATIONAL CASUALTY 
Accident Only (Individual) .................. 


$ 4,918,891 


$ 2,287,640 

























° eg ga arian 939,384 272,765 Accident & Health (Individual) ............. 1,927,081 886,429 

— & Heaith eae thane’ wauites waves 3,978,187 1,703,478 Hospital and Medical Expense (Individual). . 2,154,233 1,080,163 

299,83 Non-Can. Accident & Health ..............:- 624,653 645,767 oP GE VRME ED SEG ods Sais < aoe vic. Sac sacle cits 13,225,812 8,726,799 
on " ’ 

18,611,664 Hospital and Medical Expense .............. 2,142,516 932,118 Non-Can. A. & H. ........ ee eee cece ee ee ee ees 21,053 2,801 
96,743.95 $ 39,089,719 $ 31,545,263 $ 22,247,071 $ 12,983,835 

The line above showing Group A. & H. includes a considerable amount of Statutory Dis- LOYALTY GROUP COMPANIES 
7,660,055 Fae ae ne oe ee ere Group A. eter aie ae ane $ 17,052.378 $ 11,462,453 
201,018 LIBERTY MUTUAL OF BOSTON Group SS RIOT PE ED Pr ree ee ee 522,347 372.531 
Ricinid- Dinieien i Maines $ 35,852,317 $ 32,076,852 Accident MUN ok. Sis isnt 4s 5g CHEER OR 1.170.374 575,296 
5,125,9% c 2 . Aecttent & 3 ith SS ae a ae 524,669 490 819 III oooh Soon suc 5 coe ware a eees 1,721,259 9°5 022 
32,93) ee te ey eter Peete ses | eee I I a sii6 cd nbbinahsiokswbitumnis 384,343 126,159 

mat 7 $ 36,376,986 $ 32,567,671 3 20880701 $ 13,501,461 

1852057 ~Iaclades, Major, Medical sored premiums of, $5:S3217, and, 5510439 incurred, loess Loa dai hdd. 
MASSACHUSETTS MUTUAL LIFE 
93,510,511 COMBINED GROUP OF COMPANIES Group Accident & Health ................... $ 13,257,994 $ 10,627,284 
651,18 Combined Insurance Co. of America Major Medical Expense KOK ROMS EE Ces ee alee e 5,752,764 6,541,054 
1,151,991 I ess ice ni sh owes tauda doen sted $ 25,505,956 $ 9,178,448 (Individual and/or group) 
609,69] Combined American Insurance Co. Non-Can. and Guaranteed Renewable A. & H. 13,334 8,216 
92.977 NAS UM hr ae fe oa a ase eas aera a 3,055,774 1,074,823 Statutory Disability Benefits ................ 1,583,224 1,414,451 
228, Hearthstone Insurance Co., Boston, Mass. ... 4,114,830 1,568,854 ———— -- - oa 
: First National Casualty Co. $ 20,607,316 $ 18,591,005 
CME Sah sc cee Gok caerke meade ,480, ,027 
96,245,244 Fond du Lac, Wis _ ___ 384027 HARTFORD ACCIDENT & INDEMNITY 
4,156,869 12,406,152 Group Accident & Health .................-. $ 1,931,387 $ 1,370,290 
13,220,339 diana $ Major Medical Expense ..................--- 917,242 540,880 
13,544,853 UNION LABOR LIFE ene and/or group) 2 282.868 ‘4 
Group Accident & Health ................... $ 32,670,456 $ 29,490,551 atlas aaah ta ah — prone 
955,756 Accident & Health 2.987 734 EEE 0 oS aed oka wht hele be wud Sonadsmealenes 497,175 169,426 
29,146 ar ln A A & H gE ea al ale oi als 1'309 2.108 Hospitalization GE t tbe teense eee eee ene ees 1,226,431 707,748 
3,345,873 Hospital & Medical Expense ................ 4,057 7,383 ny Semen RANE. «00002 +2202 = tenes — 
Fas rs: : $ 17,912,571 $ 12,889,924 
4,205,241 $ 32,678,809 $ 29,500,776 (Continued on Page 44) 
Ags PAUL REVERE LIFE = 
Group Accident & Health ................... $ 5,907,253 $ 4,898,467 —— 
Major Medical Expense ....................-. 513,300 444,960 

7,640,927 Non-Can. and Guaranteed Renewable A. & H. 19,816,035 8 744,154 
5,500,892 Statutory Disability Benefits ................. 210,091 175 583 
836,091 $ 26,446,679 $ 14,263,164 
3,977,910 f +=BUSINESS MEN’S ASSURANCE 

Group Accident & Health ................... $ 15,644,601 $ 11.519,010 

2.830.114 Major Medical Expense ....................- 509.518 386.894 
“~ eat Commercial Accident & Health .............. 4,853,802 2,826.176 
carat Non-Can. and Guaranteed Renewable A. & H. 146.261 110.961 ot 
430,328 IES od oth che Ges Caen eeeraes 4,529,153 2,485,106 eaieateeans 
aan $ 25,683,335 $ 17,328,147 8 
395,341 GREAT-WEST LIFE u tT t t 
ae Group Accident & Health ...........00...0. $ 19,903,965 $ 16.331,902 eee 
a Major Medical Expense ....................: 4,416,457 3,853,343 3 

Commercial Accident .............cccceceeees 211,981 79,544 
re ee 771.204 237.670 ¢ © U 4 
142,656 Non-Can. and Guaranteed Renewable A. & H. 106 829 44185 
885,858 ES SEES LE POE 256,060 179,487 

4,125,893 SF eer ae Ae 

6,102,146 $ 25,666,496 $ 20,726,131 inl 0 st 
1.256553 AMERICAN CASUALTY 
sities Group Accident & Health ................... $ 14,178,553 $ 10,346,540 ® 

Maier Medi Eepems .................... 1:597,505 1,040,662 r | e 7 
292,422 (Individual and group) 
68,654 Commercial Accident « ...o5 60566 o ccc cesees 1,824.079 528,807 i 

8,114,873 eemeeeey TUNED go si co sc cuctics ca saadeccecs 1,684,539 735,190 
693,262 Non-Can. and Guaranteed Renewable A. & H. 13.517 5.641 “ 

803 303 "ape ieeppeinees 4,799,960 2,324,568 
Statutory Disability Benefits ................ 418,467 316,099 
9,972,514 SEES er ae PEGS SE AD. e ° 3 ° . 
$ 24,516,620 § 15,297,507 is still the country’s friendliest... 

4.173.785 MONARCH LIFE 

173, Group Accident & Health ................... $ 1,424,837 $ 1,169,099 XK. ..and progressive, too! Note just a few of 

fl ane Sere ge Ma & (8) ....... ... — ae +4 our most recent sales-building changes: 

3,035, rei ES ee eee 

Commercial Health «0.2 iiss o 126615 1 oft? ¢ EXPANDED NON-MEDICAL LIMITS (Males and Females)—$20,000 Ages 5 to 35, 
- . ranteed Renewable A. , ,028, 974, : a AO i we AS i : 

NIN i facts eas pvedseensasces es 284,114 179,547 inclosive; $10,008 Ages 36-40, inclusive; $5,000 Ages 41-45, inclesive. 

7,209,004 $ 23,864,257 $ 12,369,709 e NEW LOWER PREMIUM RATES FOR FEMALES—aond regular rates for Waiver 

(1) mnauters ad Benefits and Group Major Medical Expense included in Group of Premium a 
A. 4 . me, 
— (2) Tomine smennt of Scouurree ot —— Bs Commercial Health line. e GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 
922551 d nee im Medica txpense includ-d in Non-Can. and Guarantced Renewable Term Plan, Age 35 (excluding WP. and D.I.) is only $5.96 per 1,000 on a gross 
s3é| | BANKERS LIFE OF DES MOINES ee. 
= Group Accident & Health. ...000000000000 $ 22,664,049" $ 20.412.187* 
671,790 ajor ical Expense (Group) ............ (1,151,663) (1,361,359) 
i (Not offered in individual policies) N O R T H A M E R | @ A N L | F E 
anes i gg Bh edie ata Cee areas ek nek ase 49,954 18.410 

502,814 NE ooo occa ies as SUN ve 65,812 28,658 
Non-Can. and Guaranteed Renewable A. & H. 353,662 116.054 anyharey OF CHICAGO 
i = Ti aad eRe ena 64,056 29,830 

1,836,126 Pp srss is pea : Charles G. Ashbrook, President 
652 $ 23,197,533 $ 20,605,139 : 3 s 4 

= * The Group Accident & pel Semees shows are the total of oll Group Business. They Ronald D. Rogers, CLU, Agency Vice President 

, inclu ] D s min p SC. 3 ry Disability 

54884 pads, "ae Senter Paiel Apsounte shows & perentheacs and the Sietutory, Disebit North American Building Chicago 3, Iino 











Page 44 March 4, 1960 
Earned Losses Earned Losses 
Company Premiums Incurred Company Premiums Incurred 
LUMBERMENS MUTUAL CASUALTY F gers FUND eon : sd 5 aoe 
Group Accident & Health ................... $ 13,459,125 $ 9,142,017 Group Accident NYS ohiscd 55s baKssoo ys 2,754,09: 179,040 
ME Sin os sedan tabsknv ap seeed s 2,568,927 1,210,296 Commercial Accident & Health .............. 2,450,414 1,064,677 
wuvsenes Aewdemt .--..------- ian whi tt event eared ee oss nwa wa cka sens 1,897,308 1,140,817 
$ 16,028,052 $ 10,352,313 Statutory Disability Benefits ................ 3,398,569 2,438,859 
Losses Incurred include loss expenses incurred. —_—__ — — 
$ 10,500,389 $ 6,823,393 
REPUBLIC NATIONAL LIFE WOODMEN ACCIDENT & LIFE 
Geoup Accident & Health .....-....-...----- . a Group Accident & Health ................... $ 2,027 032 $ 1,465,270 
a yee er} ee a or } , ee’ asomeel m= / wang se er Pee 24,929 (162) 
naiwicual OF ndividual and/or group 
i REI, Sos=teeenensasvonsreses — py Coummercial Acsidemt .............2....000.. 1,007,678 1 Azesee 
ommercia ae 89:08 040 4069846 969490 50:00 ’ ’ SED IN os sinh icin Casio ese vee aba 2,219,262 ,044,817 
Non-Can. and Guaranteed Renewable A. & H. 54,690 4,839 Non-Can. and Guaranteed Renewable A. & H. 153,128 35,623 
Hospitalization ...........-..+2s0seeeeeeeeees 1,282,694 one ES colon 2a, cng vanrsusckscoxves 4,070,140 2,281,824 
$ 15,019,238 $ 13,522,899 $ 9,502,169 $ 5,306,382 
INDEMNITY COMPANY OF NORTH AMERICA INTER-OCEAN OF CINCINNATI 
Group Accident & Health .................5. $ 12,374,059 $ 6,771,429 Group Accident & Health ............... I Bia -- $ 1,638 559 
die MaMa Mimetteth .s<.ciba0r--220250000> (Not seperated) Commercial Se eer re 877,953 438.258 
3 (lailividual and/or grow) Commercial EE ices aw usn ue hese xdnae cede 1,536.073 811,038 
Commercial Accident Sh ELE LO Ee 1,646,286 481,055 Hospitalization TOCeEreEeeerererre tre ee ee ee 2,262,364 1,086,769 
ec -. oon cnnnncoesenc 281,591 60,125 > ren Eee rre 2,637,902 1,218,377 
Non-Can. and Guaranteed Renewable A. & H. 571 341 ——————— ————— 
MMM ccccccecensesncsenvecacevesse 309,906 104,092 $ 9,198,871 $ 5,193,001 
Statutory Disability Benefits ................ (Not separated) MASSACHUSETTS INDEMNITY & LIFE 
$ 14,612,417 $ 7,417,042 Commercial Accident & Health .............. $ 115,720 $ 67,413 
Non-Can. and Guaranteed Renewable A. & H. 8,127,585 2,957,114 


STATE MUTUAL LIFE 


Group Accident & Health ................... 
Major Medical Expense* .................... 
Non-Can. and Guaranteed Renewable A. & H. 


$ 12,195,571 
120,603 
1,377,591 


$ 13,693,765 


* Group Figures included in Group A. & H. figure above. 


NATIONWIDE MUTUAL 
Group Accident & Health ................... 


Commercial Accident & Sickness ............ 

gy ER aE es PURE RES Oe ee err 

Non-Can. and Guaranteed Renewable A. & H. 

I ee ree 
(Includes Major Medical) 

NE is ene abnebese 

Statutory Disability Benefits ................ 


MASSACHUSETTS PROTECTIVE 
Non-Can. and Guaranteed Renewable A. & H. 


1,193,029 


209,436 
536,985 


$ 13,530,278 


$ 11,911,631 


EMPLOYERS MUTUAL LIABILITY OF WISCONSIN 


Group Accident & Health ................... 
Statutory Disability Benefits ................ 


WORLD INSURANCE CO. 
Group Accident & Health ................... 


OR 5 ten nescevnecheons 
Commercial Accident & Health ............. 
Non-Can. and Guaranteed Renewable A. & H. 
SE Se eee 


LIFE INSURANCE CO. OF VIRGINIA 
Group Accident & Health ................... 
Banter Biedicel Hapomen ........022.000c0000% 

(Included in Group A. & H. total) 
IN hee rek hb abuse cbansdrenidanke® 


HARDWARE MUTUALS 


Group Accident & Health ................... 

Major Medical Expense ..................... 
(Individual and/or group) 

Statutory Disability Benefits ................ 


FEDERAL LIFE & CASUALTY 


Group Accident & Health 
Major Medical Expense ....................- 
(Individual and/or group) 

Commercial Accident 
Commercial Health 

Se oe 
ii sa ae canocnhebounee 
Statutory Disability Benefits 


$ 9,488,379 
1,815,996 


$ 11,304,375 


656,346 
1,694,151 








$ 11,284,557 


$ 4,770,850 


6,509,612 
$ 11,280,462 


$ 9,294,347 
1,188,644 


584,513 
$ 11,067,504 


$ 3,143,916 
7,862 


583,315 
3,069,152 
3,760,382 

94,012 
9,623 


$ 10,668,262 








$ 10,651,918 
54,859 
375,164 


$ 11,081,941 





$ 7,317,366 
629,214 
9,991 

26,308 
1,278,952 


70,041 
521,000 


$ 9,852,872 


$ 5,674,227 


$ 8,126,029 
1,591,177 


$ 9,717,206 
$ 276,684 
16,466 
3,998,158 
354,321 
1,063,481 


$ 5,709,112 


$ 4,318,470 


3,329,774 





$ 7,648,244 


$ 7,753,614 
938,708 


473,286 
$ 9,165,608 


$ 2,984,034 
2,857 


237.204 
1,609,019 
1,744,760 

27,253 
7,958 


$ 6,613,085 


GULF LIFE OF FLORIDA 
Group Accident & Health* ...........cccceeee 
Commercial Accident & Health .............. 
Non-Can. and Guaranteed Renewable A. & H. 


SOBEL OTT 
*Including Major Medical Expense 


ROYAL-GLOBE INSURANCE GROUP 


Group Accident & Health 

Major Medical Expense .................... 
(Individual and/or group) 

Commercial Accident 

Commercial Health* 


* Commercial Health includes Hospitalization and 
Polio Business. 


COMMERCIAL TRAVELERS 
Commercial Accident 
Commercial Blaatth  ........ccccscccscccvcccs 
Guaranteed Continuable A. & H. ............ 
Hospitalization 


HOME LIFE OF NEW YORK 
Group Accident & Health 
Major Medical Expense ....................: 

(Included in Group A. & H.) 
a i RE ee eee 
Statutory Disability Benefits ................ 

(New York, New Jersey, California) 


HOOSIER CASUALTY 


Group Accident & Health ................... 
A. & H. and Hospital Combined 


EDUCATORS MUTUAL LIFE 
Group Accident & Health 
Major Medical Expense 
Commercial Accident 
Commercial Health 


Non-Can. and Guaranteed Renewable A. & H. 


Hospitalization 


LOYAL PROTECTIVE LIFE 

Group Accident & Health ................... 
(Includes Group Hospital and Major 
Medical) 

Major Medical Expense* .................... 

Commercial Accident & Health .............. 

Non-Cancellable A. & H. ..................-: 
(100% True Non-Can.) 

RI ooo ook cis ae son's 060ess’ de-0-0 
(100% True Non-Can.) 


* Guaranteed Renewable Only. 


$ 8,243,305 


$ 3,923.374 
989,656 
919,232 

2,132,686 


$ 7,864,948 


$ 2,858,878 
486,675 


801,909 
376,259 
2,967,516 


$ 7,491,237 


$ 4,045,260 
1,834.315 
15.470 
1,474,724 


$ 7,369,769 
$ 6,464,302 


13,240 
598,889 


$ 7,076,431 


$ 3,142,669 
3,734,250 


$ 6,876,919 


$ 5,018,032 
39,176 
18,452 

384,714 
601,987 
405,142 


$ 6,467,503 


$ 627,207 


68,935 
210,673 
4,571,830 


914,850 


$ 6,393,495 





$ 3,024,527 


$ 3,492,647 
481,577 
513,980 
840,355 


$ 5,328,559 


$ 2,629,115 
395,846 


339,222 
147,286 
2,190,128 


$ 5,701,597 





$ 2,793,337 
1,513,250 
12,132 
1,292,411 





$ 5,611,130 
$ 5,724,671 


8,543 
497,915 


$ 6,231,129 


$ 2,818,099 
2,082,112 


$ 4,900,211 


3,195.540 
29,862 
6,460 
255,015 
299,644 
242,101 





$ 4,028,622 


$ 623,541 


32,351 
134 396 
1,792,627 


428,933 


$ 3,011,848 














SE( 


CR 


P. 








1960 








ses 
irred 


79,040 
64,677 
40,817 
38,859 


23,393 


65.270 
(162) 


78,848 
44,817 
35,623 
81,824 


06,382 


38 559 
38.258 
11,038 
36,769 
18,377 


a 


93,001 


57,413 
57,114 


24,527 


2,647 
31,577 
13,980 
10,355 


8,559 


9,115 
5,846 


39,222 
17,286 
0,128 


1,597 


13,337 
3,250 
2,132 
2,411 


1,130 
4,671 


8,543 
7,915 


1,129 
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ce «UNDERWRITER 22 ’ 
Earned Losses A GN NE sso 86d ka a share ha meee Ss eeu ae 773,344 223,558 
Company Premiums Incurred hag and Guaranteed Renewable 
j MIR So 3, 6-04 ws wParadeestaucdecadens 1,533,779 968,455 

NORTH AMERICAN LIFE & CASUALTY Hospitalization Sige ayers ia ah Mebane at oP 78,035 28,953 
Group Accident & Health ................5+: $ 3,607,764 $ 2,767,273 Statutory Disability Benefits ................ 207,350 165,270 
ee eee eer ere 255,278 107,930 scctiipaia Seicaaea eee 
oe Sere rere eer errr 633,951 297,475 $ 4,029,344 $ 2,156,161 
Non-Can. and Guaranteed Renewable A. & H. 160,679 31,189 
OS ELS EO DEES OIE 1,424,354 753,623 WEST COAST LIFE 

Group Accident & Health ................... $ 3,457,318 $ 2,982,948. 
$ 6,082,026 $ s06t ae Mate Sales Basen .................--, 24598 12.299 
(Individual-Guaranteed Renewable) 
SECURITY MUTUAL LIFE 1.131373 Commercial Health and Accident ............ 164,540 55,440 
Group Accident & Health ..... sete seeeeeeens $ 1,427,798 $ 1,1313 I acca tu cix seen caevcs takes 234,757 110,064 
(Includes Group Major Medical) - —_— ‘lied 
eS RR rene oer 560, ; 
Non-Can. and Guaranteed Renewable A. & H. = suena ¢ ae + J 
NIE Ce PEDO TTC 2,825, ,638, 
an an ta ................ 584,069 432,375 GENERAL ACCIDENT GROUP 
csieiccadteea ae ioetiicalgnciereeated Group Accident & Health ................... $ 1,075,395 $ 842,011 
$ 5,864,977 $ 3,676,821 a ya we a a. dade aaa aaa 14,739 10,153 
ndividual and/or group 

CRAFTSMAN LIFE OF BOSTON Commercial Accident & Health .............. 1452,251 712,686 

. p a 19,067 EE Ye ae ateGade Cas ¥ieneeeeoeetaees B e i 
a ee OF ee ee eae. 183,790 105,723 
NE I owes ca viclvwks 4040s e@rcaaers 1,656,187 774,957 pigs eee 
Non-Can. and Guaranteed Renewable A. & H. 10,637 3,100 $ 3,850,782 $ 2,235,025 
Hospitalization & Medical Expense ......... 3,368,197 1,894,188 Antminennn wen en Oe mene 

$ 5,621,185 $ 3,120,983 Group Accident & Health ................... $ 2,262,805 $ 1,264,944 
(Association, Small Group and C. & P.) 

AMERICAN PROGRESSIVE HEALTH OF N. Y. Commercial A. & H. and Home Owners ..... 331,916 134,106 
Group Accident & Health ...............0055 $ 310,672 $ 175,713 Non-Can. and Guaranteed Renewable A. & H. 40,746 6,822 
eee Re eric ree 3,007,861 1,046,188 Hospitalization eauened be cee ete eeeceeeeeeeees 1,163,870 548,178 
TM ac cic'es, a6 cvs 3 isoe'vs ake eieaiere 111,794 yo (Individual and Family) 
ee OS” ne eee 1,117,570 981,73 a ee ee 
Statutory Disability Benefits—N. Y. ......... 783,161 642,473 $ 3,799,377 $ 1,954,050 

$ 5,331,058 $ 2,907,250 ALL AMERICAN LIFE & CASUALTY 
G Accid ee Seer Cer ree 59,862 67,029 

PAN-AMERICAN LIFE Major Medical. * stoomaite ROA ER ; 442,443 ' 191,480 
Group Accident & Health ...................: $ 4,891,307 $ 4,496,120 (All Hospital) 

(Including Group Major Medical) Commercial Accident ...........-..c0eeeeeeee 56,649 79,208 
Non-Can. and Guaranteed Renewable A. & H. 193,716 78,118 ee Seer err ee 3,061,076 1,085,792 
(Including Individual Major Medical) Non-Can. and Guaranteed Renewable A. & H. 60,355 27,949 

$ 5,085,023 $ 4,574,238 $ 3,680,385 $ 1,451,458 

ILLINOIS MUTUAL LIFE & CASUALTY MASSACHUSETTS BONDING 
Group A. & H. and Franchise ..............-. $ 719,240 $ 628,970 EOE SENET Oe OER! $ 191,014 $ 81,502 
— reve’ Expense ....-...+..0eeeesrees 226,138 134,014 I, cc sda nccauseednasines 1,895,332 975,329 

ndividua ; : 
Commercial Accident ............-00eeeeeeees 265,094 107,223 ne 0s lll ee Ra pene pan 
Commercial — RIP ne ss ae ie mpd = . Petey a ek ee _ : ; 
Non-Can. an uaranteed Renewable A. ; ; : 
PRINS. 55sec sce sascescsoecksasceans 2,935,109 1,401,062 $ 3,555,555 > Lame 
$ 4,861,415 $ 2,603,673 MASSACHUSETTS CASUALTY 
Commercial Accident & Health ............. 71,535 $ 34,906 

GREAT AMERICAN RESERVE Non-Can. and Guaranteed Renewable A. & H. 2,471,300 770,084 
Group Accident & Health ...............054: $ 1,286,368 $ 097,809 MU i 5.05 as ceceaaeenvnwonnewcndesestane wad 471,410 359,818 
CRANE PIMORR ooo c vcccccccccdececicess 74,39 iy Pagers a0 
Commercial Health & Accident sans es a = $ 3,014,245 $ 1,164,808 
Non-Can. and Guaranteed Renewable A. A t ‘ 
errr tre 1,697,715 947,715 CANADA HEALTH & ACCIDENT 

ee ——_—_—__—. Group Accident & Health ................... $ 371,975 $ 202,198 
$ 4,853,789 $ 2,969,565 Major Medical Expense .................+555 1,749 273 
Commercial Accident & Health.............. 1,200,468 503,103 

FEDERAL LIFE OF CHICAGO Non-Can. and Guaranteed Renewable A. & H. 212,807 101,988 
Group Accident & Health ................565 $ 945,195 $ 873,541 UMM NIIOI 0 care hircdas scherksanvavedinens 1,128,173 559,565 
Major Medical Expense ..............++++005 38,204 17,277 ——__— —— 
Commercial Accident Only .................: 233,954 150,032 $ 2,915,172 $ 1,367,127 
Commercial Health & Accident ............-- 817,533 340,678 
Non-Can. and Guaranteed Renewable A. & H. 198,424 — INTER-STATE ASSURANCE 
RUIN 6,5. 0i06 ic side 6 Fs erste ee corm eteices 1,420,980 ‘ . 

I I os can ce ndanaveieceecns 912,405 296,121 Group Accident & Health ................... $ 196,74 $ lee 

paper A. & 105 062 Commercial Accident ) 

Statutory Disability Benefits ................ 140,633 ; Commercial Health 
on-Can. and Guaranteed Renewable A. & H. 2,565,512 1,309,471 

4,707,328 2,954,524 ee ae 

*Greatly distorted by very adverse experience on es discontinued win years ago, Hospitalization J 

which provide lifetime indemnity. $ 2,762,259 $ 1,441,958 
get est ta brag a ¢ sssnees FIDELITY & CASUALTY 

roup Accident <-«0igyalah led telah ah vey — re $ 2,219,859 $ 761,507 
Mee ein cos nga seseeeeeeeaeeeees 701,787 571,002 Coummantiel. Canis ...<....00c0s0ec0sc0es+eee 58,325 35,638 
Sicsetaew Mlsahiier Wen 5. cscs. .00c00- 1,404 710 Statutory Disability Benefits—N. Y........... 273,077 131,252 
$ 4,693,857 $ 3,822,676 $ 2,551,261 $ 928,307 

PROVIDENT MUTUAL LIFE eS Oe 

. Group Accident & Health ................... $ 1,183,250 $ 904,907 
ae Agena Aoadlonersesiy (RLAOT ETE S see ee Commercial Accident ...........00.0cccce000s 1,114,445 486,923 
em sae Cansaeteen Renawatie A, 05." — ee SEE PIER cca cesecnnesncconsecess: 52,018 12,729 

PE oe rerescsvensouassssesvesenees NI ica civsvecsvernsevesechatenns 5,924 we 
$ 4,372,042 $ 3,428,916 Statutory Disability Benefits ................ 159,409 9, 
* Includes Major Medical. $ 2,515,046 $ 1,525,972 

GUARDIAN LIFE OF AMERICA 
Group Accident & Health .................555 $ 573,761 $ 437,049 PROGRESSIVE LIFE OF RED BANK, N. J. 

(Excluding Major Medical and DBL) Individual A. & H.—N.C. and Hospital ....... 1,190,655 $ 512,138 
Major Medical Expense ................-+++: 212,853 141,649 Group Accident & Health ...................: 510,563 454 298 
Commercial Accident ............0--seeeee008 368,395 177,243 Comme EE. on so 5 ics cecceecescawss 4,270 712 
ONE GENIE 65.00ccccccueceocccscreeges 281,827 53,984 Commercial Health & Accident .............. 197,048 64,395 
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Company 
PROGRESSIVE LIFE OF RED BANK (Cont.) 
Non-Can. and Guaranteed Renewable A. & H. 


ONS EEA TEE Say eer eee 
Statutory Disability Benefits—N. J. .......... 


COLUMBIAN NATIONAL LIFE 
Group Accident & Health ................... 
(Including Major Medical Expense 
and DBL) 
Commercial Accident ........ PE eee eee ey Ae 
EN OE ere ry Tr 
I cn kcassvwbkasesuen souk bee 


EMPLOYERS’ LIABILITY 

Group Accident & Health .................... 

Major Medical Expense ..................... 
(Individual and/or group) 

CT CRN oo, ox v seeks nein oases ss 

EIN ns esis eueid cvanac see wat 

EEN EEE eee ee ee 
(Including Major Medical Expense) 

Statutory Disability Benefits ................. 


COMMERCIAL UNION-NORTH BRITISH GROUP 
Ceemeemenetel Pmeiheee ©... «<0... 5 0 sae scans sce. 
Commercial Health ........... Eee b ance tn 
CE E™NSNS SE OEE IO TET 
Statutory Disability Benefits ................. 


EMPLOYERS CASUALTY OF DALLAS 
Group Accident & Health .................... 
I CAPE a icc bss dncciecncabius 
iS noc bhnbedn ds cbenh naw 
ET se eee ay ae 


CAROLINA HOME LIFE 
Group Accident & Health ................... 


ee ES ee ee ee 


NORTH AMERICAN LIFE OF CHICAGO 
Group Accident & Health ................... 
Commercial Accident ............ enauhuae ee 
SERENE. . os acca wscwdncssvenenecn'e 
Non-Can. and Guaranteed Renewable A. & H. 
LEE OTLEY EE 


GLENS FALLS INSURANCE CoO. 
Group Accident & Health .................... 
SR ccs nkssoes senda seces 
Commercial Health ................... Bega 


BERKSHIRE LIFE 
Commented Daesbieet .........000000.000c0cn0- 
Eo gc bib weescumeecens 
Non-Can. and Guaranteed Renewable A. & H. 
EE EOE eee 


PEERLESS INSURANCE CoO. 
Blanket Accident & Health .................. 


Commercial Accident ........................ 
Commercial Accident & Health .............. 
Hospitalization 


GUARANTEE MUTUAL LIFE 
Commercial Accident .....................5-. 
Commercial Health & Accident .............. 
Non-Can. and Guaranteed Renewable A. & H. 
Hospitalization 


WISCONSIN NATIONAL LIFE 
Group Accident & Health 
eee ee ae 
Commercial Health & Accident .............. 
Non-Can. and Guaranteed Renewable A. & H. 
oS ESS eee 

(Including Major Medical) 


Earned 


Premiums 


3,507 
291,059 
118,866 


$ 2,315,968 


$ 1,603,408 


205,626 
198,220 
259,585 





$ 2,266,839 


$ 619,838 


Losses 


Incurred 


846 
165,482 
73,860 


$ 1,271,731 


$ 1,318,808 
92,611 
61,708 
136,484 

$ 1,609,611 

$ 421,578 


(Included in Hospitalization) 


361,072 
252,175 
197,365 


258,259 


$1 688 709 


$ 638,961 
892,163 
54,587 
31,209 


$ 1,617, 020 


$ 1,062,477 
57,688 
34,006 

454,115 


$ 1,608,285 


$ 717,193 
566,361 


$ 1,283,554 


$ 19,221 
77,804 
242,127 
49,744 
793,488 


$ 1,182,384 


$ 36,052 
656,053 
29,459 
218,784 


$ 904, 348 


$ 42,721 
301,793 
95,499 
453,367 


$ 519,653 
140,679 
53,633 
175,172 


$ 889,137 





$ 62,944 
230,163 
24,733 
540,341 





$ 858, 181 


$ 10,946 
45,701 
319,665 
18,216 
450,070 


$ 844,598 


128 817 
53,691 
114,406 


174,893 
$ 893,385 


$ 241,312 
449 642 
23,575 
19,694 


$ 725,223 


$ 875,479 
23,321 
10,007 

291,492 


$ 1,201,299 


$ 481,944 
281,737 


$ 763,681 


$ 20,417 
27,916 
70,655 
13,796 

420,147 


$ 552, 931 


$ 12,579 
204,744 
4,566 
104,026 


$ 325,915 


$ 19,605 
167,908 
19,231 
266,864 


$ 473,609 
$ 284,937 
92,601 
49,401 
18,257 

$ 445,196 
$ 40,982 
113,988 


3,320 
ane, Ass 


$ 9,877 


$ 353,992 


Harold N. Sloane Has 
Expanded Facilities 


OFFERS NEW FRANCHISE POLICY 





Multiple Line Operation at 111 John St., 
N. Y. Consists of 3 Agency Firms; 
Represents Leading Cos. 





Harold N. Sloane, CLU, well known 
New York insurance agency executive, 
has been named general agent by ‘the 
Ocean Accident for the sale of its new 
franchise accident policy which was re- 
cently approved by the New York In- 
surance Department. Mr. Sloane’s agen- 
cies—Gruber & Sloane Agency, Inc. and 
the Sickness & Accident Agency, Inc— 
will represent the Ocean for this policy. 

According to Mr. Sloane, the Ocean’s 
franchise policy will be attractive to 
brokers and lawyers in the lowest 
premium that covers accidental death, 
double dismemberment. — single dis- 
memberment and_ disability income.” 
With a level premium to age 70, it must 
be written on groups of five or more 
business executives, sales or key office 
employes. 

This is the latest addition to the mul- 
tiple line facilities maintained by Mr. 
Sloane at 111 John Street, New York, 
where his headquarters are located 3 
the street floor level. The combined vol 
ume written annually by his agencies in 
all lines—life, fire, casualty, surety, auto- 
mobile, inland and ocean m: irine, A.&H 
—runs to millions of dollars. He also has 
an excess liability arrangement, recently 
consumated, with a New York licensed 
company—the United States Liability In- 
surance Co. of Pennsylvania 

The Sloane firms include Gruber & 
Sloane Agency. Inc. (formerly Gruber & 
Lynch, Inc.) which writes general insur- 
ance lines; the Harold N. Sloane Agency, 
general agents of Continental Assurance 
which company he has represented since 
1947, and the Sickness & Accident Agen- 
cy, Inc. which represents leading A. & H 
companies. It writes a sizable volume of 
major medical, non-can. and special risks 
business. Under Mr. Sloane’s leadership 
this multiple line operation is prospering 

\bout a year ago Mr. Sloane engaged 
the well known interior decorator, 
George Boffa Molinar of New York, to 
design his then new grade floor offices. 
The result was a decor of distinctiveness 
in both decorative effects and furniture, 





HAROLD N. SLOANE, CLU 


which is tastefully done in many colors 
This year marks approximately 30 
years for Harold Sloane in the insur: ince 
business. A native New Yorker, he is a 
graduate of Syracuse University and St. 
i erenen University Law School. He 
has established a national reputation 
through his lectures on business insur- 
ance and tax economies and is in fre- 
quent demand as a speaker at sales 
congresses and other gatherings. He is 
a life member of MDRT and has the 
degree of Chartered Life Underwriter 
Active in association work, Mr. Sloane 
was a pilot instructor of the NALU’'s 
Life Underwriter Training Council. He 
currently serves on two NALU com- 
mittees—law and legislation and _ field 
practice. He is a past president of the 
Life Underwriters Association of New 
York City and a member of the Advisory 
Board of the New York Insurance De- 
partment. His ability as a speaker and 
his platform personality was first ac- 
quired during World War II when he 
served as an MC at the Stage Door 
Canteen, Times Square. and conducted 
War Bond drives. Golf is his favorite 
sport and he is a member of the Har- 


rison (N. Y.) Country Club.. 





Company 
MINNESOTA COMMERCIAL MEN’S 


Commercial Accident ................ 
Commercial Health .................: 
Siete EI a AA ee ee 


PHOENIX OF LONDON GROUP 


Group Accident & Health ........... 


Major Medical Expense 
(Individual and/or group) 


Commercial Accident ... 


Statutory Disability Benefits ......... 


GREAT AMERICAN 
Group Accident & Health 
Commercial Accident 
Commercial Health 


COMPANION LIFE OF NEW YORK 
Group Accident & Health 
Commercial Accident & Health 


MUTUAL BENEFIT LIFE 
Group Accident & Health 
Major Medical Expense* 

(Individual and/or group) 


Commercial Health .................. 
NS ok Le Cnc dey din ved 


Earned Losses 
Premiums Incurred 

Pe rey ee $ 249,146 $ 107,061 
Tre ore 174,590 104,825 
Pere ri 98,784 67,172 
$ 522,520 $ 279,058 

sfouracew ints $ 95,855 $ 64,901 
Included in Group & Commercial Health 

figures 
gitatee wile 359,409 104,903 
eee 40,607 32,974 
Making Ine luded in Group & Commercial Health 
figures 

Seutewans 21,483 9,266 
$ 517, 354 $ 212,044 

Or ae $ 34,173 $ 12,234 
er 405,608 131,894 
basevewes 63,420 25,550 
$ 503,201 $ 169,678 

co ee ead $ 181,593 + 147,023 
Nae See 539,940 39,853 
$ 235,533 $ 186,876 

ey $ 59,446 $ 34,152 
re 47,853 29,288 
$ 107,299 $ 63,440 


ad Crome Meier Medical Expense figures are also included in the totals for Group Accident 
an ealt 








’ 





60 | March 4, 1960 









UNDERWRITER 


Page 47 








nt 


























“Would you have spotted this coverage 
flaw that won me a *1,000,000 account?” 


by a Philadelphia insurance agent 


“For some time, I handled a small part of a large 
manufacturer’s insurance program, and kept my eye 
peeled for bigger things . . . without much success, 
I’m afraid. 


“Then one day I happened to be talking with Tom 
McLaughlin, an Underwriter for The American. As I 
described my client’s program to him, Tom ques- 
tioned the need for the separate Profits and Com- 
missions policy which the manufacturer was carry- 
ing, through another agent, to cover loss of profits on 
his finished stock inventory. 


“Checking further, Tom and I discovered that the 
values being reported by the manufacturer, under a 
Stock Reporting clause policy, included the selling 
price value of his finished stock. By attaching the 
selling price clause to the Reporting Form policy, 
we could completely drop the separate Profits and 
Commissions policy and save my client $500 on 
premiums annually! 


“As a result, I wrapped up the entire fire line... 
$100,000 on buildings and contents, and $900,000 
Stock Reporter. That’s why it’s such a pleasure to 
do business with Tom and The American. It means 
more business for me!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 


BUSINESS FOR YOU. 


THE 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH + ALLIED LINES » AUTOMOBILE + BONDS + BURGLARY + FIRE » GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE + MULTIPLE PERIL » WORKMEN'S COMPENSATION 


Sen>s & 


Somesres 




















EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 





ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD.LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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